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State of the nation’s economy: 


Up 


Sree.—Operations last week were 


scheduled at 100.5 percent of indus- 
try capacity, calculated to produce 
1,938,400 net tons. Previous week’s 
rate was only 81.7 percent because 
of the great storms which swept 
the country. 

ConsuMER Crepit — Outstanding 
amount at October’s end totaled 
$19,366,000,000, an increase of $51,- 
000,000 during the month. That 
compares with increases of more 
than $300,000,000 in each of five 
preceding months. Declining rate 
is due to credit curbs. 

InpustriAL OuTPuT—Defense boom 
pushed level in October to highest 
since June, 1945. Federal Reserve 
Board’s index climbed three points 
in the month to 215 percent of 1935- 
39 average. 

* 


Down 


Business Activiry — New York 
Times’ index for week ended Nov. 
25 dropped to 166.8 from previous 
week’s record 171.4. Level for like 
1949 week was 147.2. 

Crup—E Onw— Production aver- 
aged 5,760,350 barrels daily during 
week ended Dec. 2, a drop of 
63,725 barrels from previous week. 


DEPARTMENT StToreES— Dollar vol- 
ume during week ended Nov. 25 
slipped 3 percent below correspond- 
ing 1949 week. 


Top Cars 


New-car registrations for nine 
months, plus 41 states for Oc- 
tober: 

1950 Pos. 
1—1,184,561 

2— 989,166 

439,399 
422,015 
366,147 
305,647 
263,262 
238,902 
236,018 
149,581 
117,583 
116,888 
87,892 
81,722 
713,810 
58,630 
29,564 
28,097 
11,404 


1949 Pos. 
846,174— 1 
633,7387— 
$11,187— 
421,122— 
261,136— 
219,260— 
144,308— 
216,549— 
159,837— 8 
111,706—11 
117,035—10 
105,774—12 

83,785—13 
66,2538—15 
51,419—16 
82,990—14 
24,190—18 
$1,388—17 
14,722—-19 

8,876—20 

Austin 


2,597—22 
Henry J 
1,467 Ang.-Prf. 4,888—21 
Total All Makes 
5,225,467 3,928,187 
For further details see page 
48, today’s issue. 


Make 
Chev. 
Ford 
Buick 
Plym. 
Pontiac 
Olds. 
Merec’ry 
Dodge 
Stude. 
Nash 
Hudson 
Chrys. 
DeSoto 
Cadillac 
Kaiser 
Packard 
Willys 
Lincoln 
Frazer 
Crosley 


Industry Urg - to Stress 
Essentiality « of Autos | 


| 
| 
By Bob Finlay 
Managing Editor 
ITH the darker war clouds and 
prospect of tighter controls 
over the civilian economy, there 
was a growing belief in auto cir- 
cles last week that the big job for 
auto men now is to spread knowl- 
edge of the essentiality of motor 
vehicles. 

Before long, it is believed, the 
hit-and-miss application of broad 
controls will collapse. 

Lines are expected to be drawn 


No Direct Slash - 


Seen for Autos 


ASHINGTON.—As the National | 
Production Authority issued | 
metal restrictions last week odie: | 





are expected to cut civilian produc- 
tion, one NPA official indicated 
that no direct slash in auto produc- | 
tion is being considered at this 
time. 

Here’s what NPA did on the 
scarce metals front: 

1. Indicated it may slash civil- 
ian use of steel to make sure the 
output of armaments and related 
products stays at top levels. 

2. Modified the 35 percent alumi- 
num cutback order so that the cut} 
will be only 20 percent in January, 
25 percent in February and then 35 
percent for subsequent months. 

* + * 
9) Ordered a 35 percent cutback 
*7e in non-military use of nickel 
and a 20 percent reduction in the 
use of zinc in civilian production. 

An earlier order cut civilian use| 
of copper by 15 percent. 

Possibility of the steel cut was 

(Continued on Page 59, Col, 1) 


| be 


| since the public has been hearing 


| Stabilization Agency announced late 


| companies to rescind the raises and 





between war material, war-related 

products like ships and rail cars, 

essential and nonessential products. 
+ * * 

UTO observers feel that there is 

considerable lack of apprecia- 

tion, especially in Washington, of 


Bulletin 


DETROIT.—General Motors an- 
nounced Friday that Harry J. 
Klingler, general manager of Pon- 
tiac, on Jan. 1 will become group 
executive in charge of all GM 
car and truck divisions, He will 
succeeded by Arnold Lenz, 
who was Klingler’s assistant. 

S. E. Skinner, general manager 
of Oldsmobile, will become group | 
executive in charge of the GM | 
accessories divisions, succeeding 
F, L. Burke, who was granted a 
leave of absence. Jack F. Wol- 
fram, chief engineer, will succeed 
Skinner, 


the auto as a tool in the lives of 
millions throughout the country. 
There is a general misconcep- 
tion, too, about the nation’s stock 
of automobiles. This is natural, 





(Continued on Page 62, Col. 1) 


|called all auto makers to a special 
|}meeting in Washington next Wed- 


jother manufacturers to hold the 


|were hiked 6.4 to 8.8 percent. 


|both elevated the 
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‘|Makers Blame Sharp Boost 


Cycle Nearly Complete 


Up Lists 5% 


in Materials, Labor Costs; 
on New-Model Round: 


Chrysler Silent on ’51s Due in January 


By Mac Gordon 

Associate Editor 
OLLOWING car-price increases 
of 4 to 6 percent by General 
Motors and Ford, the Economic 


Thursday that it had requested both 


nesday (Dec. 13). | 
The ESA also sent requests to 


line, pending clarification of the 
nation’s price policies. 
Earlier, 1951 Ford truck prices 





Chevrolet factory-list car prices 
were hiked an average of $75, 
compared with $87.50 on Ford 
cars. New Pontiacs went up from 
$20 to $80, averaging 4.2 percent. 
Chevrolet boosts averaged less 
than 5 percent and those on Ford, 
5.7 percent, The lowest Chevrolet 
increase was $60 and the high- 
est, $80. 

The only car maker which had 
not joined in the year-end pricing 
trend was Chrysler Corp., whose 
1951 cars will be introduced next 
month. Chrysler, however, never 
took part in the _ price-cutting 
actions of 1949 and early 1950. 


* * * | 


N CONJUNCTION with their 1951 | 

debuts recently, across-the-board 
price increases were made by Cros- 
ley, Hudson, Nash and Willys- 
Overland. Packard and Studebaker | 
prices of their} 
|volume models, but effected price 
reductions on higher-priced lines | 
which were lightened and _ short- 
ened in overall length. 

Kaiser-Frazer hoisted 1951 Kaiser 
prices in September, but now faces | 
a unique situation as affecting any 





|struction Finance Corp. 


A 


future price changes. The Recon- 
specified 
last week, in granting K-F a new 
loan, that the agency must approve 
all price adjustments except those 
made in line with industrywide 


patterns. 


* * 


LL 1951 models of Ford and 


GM, when they are merchan- 
dised, will be up in price. In the 


>. 


'GM group, Chevrolet and Pontiac 


went on showroom display over the 

weekend, while Buick, Cadillac and 

Oldsmobile will move into the 1951 
(Continued on Page 57, Col. 1) 


Output Is Steady 


At 144,665 Units; 
Supplies Short 


By Bernie Thomas 


Associate Editor 


N 8,000,000 CAR and truck year 
in 1950 looks like an achieve- 
ment that U. S. plants will just 
miss. 

At last week's end, with 14 more 
production days left in the year, 
456,000 more vehicles were still 


| needed. It appeared highly unlikely 
|that in the midst of a supply situ- 


ation growing progressively worse, 
U. S. plants will be able to build 
more than 405,000 units through the 
rest of the year. 

U. S. plants last week, accord- 
ing to Automotive News’ esti- 
mates, produced 121,354 cars and 
23,311 trucks for a total of 144,- 
665 vehicles. It was a struggle, 
but increased output at Ford, 
General Motors, Hudson, Nash 
and Studebaker partially offset a 

(Continued on Page 62, Col 3) 


Reg. W Hearing May Shift to FRB 


By William Ullman 
Washington Correspondent 


ASHINGTON. — Although the | 
Senate-House “watchdog” com- 
mittee finally started hearings on 
credit curbs here last week, no 
| statement had been issued by the 
committee at press time ‘Thursday 


|and none was expected until some- | 


time this week. 

The twice-postponed hearings 
on the operation and effect of 
the Federal Reserve Board’s dras- | 
tic credit restrictions got under | 
way Wednesday (Dec. 6) with 
the NADA as the first witness 





The 1951 Pontiac—Featuring Stepped-Up Horsepower, 27 Styling Advances 
Story and more pictures on pages 54-55. 


for the complainants. Others tes- 
tifying were Walter Reuther, 
president of the UAW-CIO, and 


| Walter Wilson, president of the 


National Used Car Dealers Assn. 
There are many here who believe 


|that if the war news grows worse 
land defense controls continue to 


expand, the question of credit regu- 
lations will be left to answer itself. 
Committee members _ reportedly 
were in agreement that time pay- 
ment limits should be increased. 
However, the FRB is “hard to 
move,” since it is not responsible 
to people, President or Congress.” 
* * . 
ILLIAM L. MALLON, NADA's 
public affairs committee head, 
testified that “in view of the criti- 
cal conditions in the world today, 
rather than impose upon the time 
of your committee to discuss fig- 
ures and technicalities affecting 
any credit control on automobiles, 
we in NADA earnestly request that 
through the efforts of your com- 
mittee we will be assured of the 
opportunity of a full and complete 
hearing before the FRB, and that 
proper consideration will be given 
to our recommendations with re- 
spect to any restrictive regulation 
imposed upon our industry. It is 
(Continued on Page 60, Col, 3) 
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AUTOMOTIVE NEWS, DECEMBER 11, 1950 


But Ahrens Sees Good Year Ahead .. . 


Only 4% Million Cars 


By Pete Wemhoff 


Editor, Automotive News 


PREDICTION that the indus- 
try’s 1951 production will not 
exceed 4,500,000 new cars, possibly 


given the power to draft any 
official from other General Motors 
divisions, Ahrens said. 

Ahrens said Cadillac ended its 
1950-model run (1951 models started 


only 4,000,000, was made last week |to roll Dec. 5) with 54,000 unfilled 
by Don E. Ahrens, Cadillac’s gen- orders on hand. Despite a slow 


eral manager. 


start, due to body-production diffi- 


(Total car output in 1950 is esti-| culties, Cadillac will end 1950 with 


mated at 6,500,000) 

“But,” Ahrens pointed out to 
Midwest dealers at a preview in 
Detroit,” that total will still be 
larger than most other years in 
the auto industry’s history.” 


Ahrens indicated that Cadillac is | 





4. M. Roche 


D. E. Ahrens 


expecting more defense orders, in 
addition to the tank-building job 
(in Cleveland) and _ transmission 
parts work ($35,000,000 worth so 
far) in the Detroit plant. He an- 
ticipates a “reasonable balance” 
between civilian and defense pro- 
duction during 1951. 

* 4 a 
N CONNECTION with its de- 
fense work, Cadillac has been 





111,000 new cars sold in 12 months, 
Ahrens revealed. . 
The 1951 models, shown to 
dealers and salesmen in the Mid- 
| west region, are “dressed up” in- 
side and out. There is more 
room; new instrument panel and 
“gadgets” are offered, and the 

Hydra-Matic is improved. 

James M. Roche, Cadillac’s gen- 
eral sales manager, urged dealers 
to start selling again in 1951; to 
keep used cars moving, and to 
watch expenses. 

* 


* * 


—- promised to distribute 
1951 models on a “fair _and 


Perfect Circle 


Sale Delayed 


NEW YORK.—Settlement of legal 
technicalities last week still delayed 
closing of the deal by which 
Thompson Products, Inc., is acquir- 
ing the Perfect Circle Corp. 

Scheduled for closure Nov. 30, 
ithe deal is not likely to be closed 
| before Jan. 31, officials of the two 
companies said. They were of the 
opinion that certain legal questions 
would be settled by that time. 





Goad Gets High GM Spot 
As Coyle, 63, Retires 


NEW YEAR’S realignment of 
General Motors executive per- 
sonnel will advance Louis C. Goad 
into the executive vice-presidency 
held since June, 1946, by Marvin E. 
Coyle, who is retiring. 

Coyle’s resignation was an- 
nounced last week by the GM board 
of directors, which also certified 
Goad’s promotion and new assign- 
ments for John F. Gordon and 
Charles A. Chayne. 

Coyle, 638, a General Motors 
employe since 1911 and general 
manager of Chevrolet from 1933 
to 1946, will also resign as a di- 
rector of the corporation. 

President C. E. Wilson explained 
that Coyle had chosen to retire 
“several months in advance of the 
normal retirement time.” 


“He leaves with our highest 
regard and best wishes,” Wilson 
stated. 

* * * 


GoAD is leaving the position of 
JF group vice-president in charge 


Big ASI Throng 
Reports Boom 


In Parts Sales 
By Mel Adams 


Staff Correspondent 


CHICAGO. Heavy attendance, 


of Fisher Body, Ternstedt and 
Buick - Oldsmobile - Pontiac Assem- 
bly, and will be succeeded in that 
capacity by Gordon. 

Chayne is being promoted from | 
chief engineer of Buick to succeed | 


Gordon as engineering vice-presi- | 
| 








L.. C. Goad 


M. E. Coyle 


|dent of GM. Gordon, former general 
|}manager of Cadillac, has been GM 
engineering vice-president since 
last July 10. Chayne has been chief 
engineer of Buick since April, 1936. 
Goad, who will be 50 in Febru- 
ary, is the youngest man ever to 
| occupy an executive vice-presi- | 
dency at GM. His specific charges | 
in that berth will include the 
following groups: car and truck, 
body and assembly divisions and | 
accessory. 
Other executive vice-presidents of | 
the corporation are Albert Bradley, | 
Harlow H. Curtice and R. K. Evans. 
Evans was named last August to| 








keen interest among jobbers and 
retailers, and satisfaction on the | 
part of manufacturers over results | 
dominated the Automotive Service 
Industries Show at Navy Pier last 
week. After-market sales this year 
are expected to hit $2 billion, 5 per- 
cent ahead of 1949. 

A swing through some eight 
miles of exhibits revealed the 
presence of a number of new 
firms displaying their merchan- 
dise. For the most part, they 
featured gadgets of new designs 


and uses. 

Since both wings of the mile-long 
pier, with two aisles in each wing, 
have for years been filled with ex- 
hibitors, A. B. Coffman, show man- 
ager, was asked how he found room 
for the newcomers. 

He explained that in the first 
place the larger firms were asked 
in advance “to take only as much 
space as they needed,” thereby cut- 
ting down the size of some exhibits, 
and, in the second place, the firms 
displaying for the first time re- 


(Continued on Page 58, Col, 1) 


the post left vacant by the retire- 
ment of O. E. Hunt. 
Also appointed by the GM board 


(Continued on Page 61, Col, 4) 








500,000th Buick Sold— 


| Salers will suffer under FTC in- 


in “Sl? 
in ol: 
equitable” basis and warned deal- 
ers against refusal to accept orders 
from prospective customers. He 
noted that during 1950 service ab- 
sorption declined while fixed ex- 
penses rose. 

He called on dealers “to reduce 
the number of times a Cadillac 
owner has to bring his car into 
the service shop for the same 
work,” urging dealers to watch 
their new-car conditioning care- 
fully. 

The 1951 Cadillacs will be an- 
nounced publicly Dec. 18 but, due 
to distribution problems and the 
coming holidays, some dealers may 


postpone their local announcements | 


until after New Year’s, Roche said. 
* * * 

ALKING before more than 1,000 

representatives of the Cadillac 
retail sales organization, Ahrens 
emphasized the effect that chang- 
ing national conditions would have 
on Cadillac’s business in the year 
ahead. 


declared. “Many of these changes 
are determined by the needs of 
our armed forces. Cadillac, in as- 
suming its responsibilities in this 
vital period, is engaged in the dual 
program of producing both civilian 
and defense material. 

“While we are building automo- 
biles in our Detroit plant, we are 
rapidly bringing our Cleveland 


plant into readiness for tank pro- 


| duction. 

“Cadillac will continue to make 
javailable facilities and know-how 
jto an even greater degree should 


|we be called upon for greater par- | 


|ticipation. We must look forward 
jto the continuation of producing 
| both civilian and defense material.” 

Divisional executives who discus- 
sed the product and service aspects 


during the meeting were C. W.| 


Schooley, merchandising manager; 

E. McGinnis, assistant merch- 
jandising manager, and George W. 
|Otto, general parts and _ service 
manager. 





CHICAGO.—Charges by an offi- 
cial of Motor & Equipment Manu- 
facturers Assn. that the Automo- 
tive Service Industries Committee 
Seeks a government code covering 
functional discounts were denied at 
a meeting of the committee here 
Wednesday night. 

Another charge, by a Motor & 
Equipment Wholesalers Assn. 
spokesman, that the committee 
does not represent the industry 
brought the reminder that whole- 
terpretations as much as manu- 
facturers, who would be forced to 
sell to jobbers at the same prices 
as to retailers. 

Principal speakers at the meeting 
were Les G. Matthews, Sealed Pow- 
er Corp., chairman; Ira Saks, Ac- 
curate Parts Manufacturing Co., 
treasurer, and Harold T. Half- 
penny, legal counsel. 

Matthews explained that the ASI 
committee was appointed to help 
fight the suit of FTC against three 
spark plug companies. He revealed 
that more than 50 other companies 
not involved have been visited by 





| 








Goodrich's Keener Joins WSB— 

U. S. Atty.-Gen. J. Howard McGrath, ieft, swears in J. Ward Keener, right, vice-presi- 
dent of B. F. Goodrich, as one of the three industry members of the Wage Stabilization 
Board. Cyrus S. Ching, board chairman, and Secretary of Labor Maurice J. Tobin, center 

“Today we are in a _ period of | left to right, look on. The Wage Board and newly appointed Price Stabilizer Michael V 
rapid changes in our economy,” he | DiSalle will recommend ways and means of combating inflation. 





RFC Lends K-F $25 Million 


To Finance Car Storage 


HE Reconstruction Finance|/ernment that they stand ready “to 


Corp. loaned Kaiser-Frazer an 
|additional $25,000,000 last week. 
K-F is said to have told the 
RFC it needed the money to 
| finance the storing of new cars 
until such time as it begins to 
participate in the nation’s defense 
program. 

| In accepting the loan, Henry J. 
Kaiser, K-F board chairman, an- 
nounced that K-F plans to open 


far outstrip production records of 
the last war.” 
+ * + 
” AISER-FRAZER told the RFC 
that it had been producing more 
ears than it could sell under strin- 
gent credit regulations. But Kaiser 
said he anticipates a general short- 
age of automobiles and ultimate 
rationing of them. 


Sales, now restricted by govern- 


a plant in the Oakland-San Fran-|ment credit curbs, he said, should 
cisco area to make military prod-/be brisk then for companies which 


Discount Row Flares 


ASI Committee Denies Separate Charges 


Of MEMA and MEWA 


ucts, and is making ready to get 
into shipbuilding. 

Kaiser also announced large-scale 
expansion plans for his other en- 
terprises, and pledged to the gov- 





FTC agents demanding almost 
countless records. 

He stressed that “the last thing 
we want is a government-spon- 
sored industry code.” 

“We want to avoid jealousies 
among our associations and it is 
essential that we present a solid 
front for our industry,” he con- 
cluded. 

Saks explained the program of 
the committee calling for retaining 
a reputable organization to make 
a “neutral survey of the aftermar- 
ket industry covering channels, 
services and functions performed 
in getting the product into the car.” 

It would show, he declared, how 
complicated the industry is, with 
the findings presented to the FTC 
as evidence that there has been 
evolution and progress in supply- 
ing the needs of 45,000,000 cars. He 
added that Congressmen would be 
supplied with the same evidence 
to show “how the legislation they 
created has been diverted.” 

The committee will dissolve 
when its purpose is attained, 
Saks asserted. 

Funds to carry on the campaign 
will be on a voluntary basis with | 
each participating company con-| 
tributing on the following suggest- 
ed basis: $500 for those doing a 





volume under $1,000,000 annually; 
$1,000 for those with a volume of 
$1,000,000 to $2,500,000, and $2,000 


can supply cars. 

K-F’s newest RFC loan will 
mature Nov. 7, 1951. It will be se- 
cured by new Kaisers and Henry 
Js stored in bonded warehouses. 
For each car warehoused, the 
RFC will loan K-F 90 percent of 
the wholesale price. 

It is estimated that with the new 
loan K-F will be able to stock about 
18,000 Kaisers, or about 30,000 Henry 
Js. K-F is reported to already have 
about 6,000 cars in storage, with 

(See K-F LOAN, Page 8, Col 


Talk of Controls 
Rises as Price 


Chief Is Picked 


| WASHINGTON.—Now that Presi- 
dent Truman has appointed a price 
administrator, several members of 
Congress are looking for wage- 
price controls, which they say are 
just around the corner. 

Shortly after Michael V. DiSalle, 
mayor of Toledo, accepted the posi- 
tion of price chief last week, the 
controls predictions were touched 
off throughout the capital. 

Chairman W. Stuart Symington 
of the National Security Resources 
Board saw the mobilization pro- 
gram changing from a “light gray” 
to a “dark gray.” 

DiSalle said he would try to hold 
down prices with a “rigid program 
of voluntary controls” while setting 
up a staff for compulsory ceilings. 


Nash Names Purdy 
To Capital Post 


DETROIT. Appointment of 
Richard T. Purdy as Washington 
|representative of Nash-Kelvinator 
was announced 


. 
oF 





last week by A. 
M. Wibel, vice- 
president. 


“Nash - Kelvi- 





for those doing in excess of $2,- 
500,000, with one-half of the amount 
paid now and the balance if and 
when needed. 

The automotive industry is “num- 
ber one on the FTC hit parade,” 
Halfpenny declared. 

He cited the concern of inde- 
pendent car manufacturers who 
have intervened in the functional 


nator is establish- 
ing a Washington 
office to make 
sure that its ci- 
villian production 
and military pro- 
gramming gear 
into government 
defense plans and R. T. Purdy 
policies. Purdy will maintain Was 
ington contact and will assist 





Albert H. Belfie, left, Buick general sales manager, presents a gold key to Harvey R./discount case as “friends of the|our shaping of future programs ‘>? 
placed some of those which have | Hansen, Bloomfield Hills, Mich., who purchased the 500,000th Buick sold in 1950. Looking/court” in protesting against the |meet national requirements,” Wib. | 


on is Ed Harley, of Harley Buick, 3752 Cass Ave., Detroit, who sold the car to Hansen. | FTC rulings. 


said, 


- 





B) 

the 
in thi 
be a 
must 
erate: 
indus 
and 
often 
as th 
forge 
worki 
econc 
have 
pursu 
prise. 

Of 
is to 
that | 
oppo! 
the c 
on us 
gram 


tion: 
are 
that 
dust 
a re} 
ethe 
the | 

We 
is wh 
ers li 
mem|l 
famil 
38 pr 
Fifty: 
alway 
cated 
ulatic 
or cc 
pens 
happe 


Peo} 
D® 
t] 
guide 
know 
them: 
they 
they 
their 
and 
actio1 
Ih 
camp 
deale 
spect’ 
nally, 
quent 
peopl 


Co 
See 


DE 
Deale 
for a 
both 
Sund: 
a me 
was t 
ers ir 

Nor 
Morg: 
the m 
will n 
meeti 
Puebl 
dealer 
of so 


addre 
Collin 
ciatio 





Finan 
FOB 

Jorda 
Legis! 
Letter 
Merck 
Obitu 
Persor 
Prices 
Prices 
Produ 
Regist 
Safety 
Used- 
Washi 








resi- 
ation 
inter 
a1 Vv 


ew 
out 
ry 
ive 
ith 


si- 
ice 


re. 
e 


ire 


le, 
si- 
he 
ed 


on 
es 
0- 


Id 


of 
yn 
or 


ae 






(The opinions exp 
Munn and are not 


‘ BELIEVE with all my heart 
that an automobile dealer’s roll 
in this defense economy should not 
be a@ passive or a negative one, It 
must be one of action that gen- 
erates a positive contribution to our 
industry, to our national economy, 
and to our national morale, Too 
often we take a defensive attitude 
as they relate to our problems and 
forget to consider the necessity of 
working with other parts of our 
economy, so that eventually we will 
have a better climate in which to 
pursue our own individual enter- 
prise. 

Of course, our first responsibility 
is to our own business. To keep 
that strong, we must look for every 
opportunity to meet and overcome 
the conditions that may be forced 
on us by the national defense pro- 
gram. 

We in this business are emo- 
tional creatures. So many of us 
are either up or down, Perhaps 
that is traditional with the in- 
dustry. Detroit, for instance, has 
a reputation of being either in an 
ethereal atmosphere or down in 
the depths. 

We must remember that Detroit 
is where they make cars, but deal- 
ers live where cars are used. Re- 
member that 61 percent of the rural 
families own automobiles and only 
38 percent of the city folks do. 
Fifty-six percent of the cars have 
always been sold by dealers lo- 
cated in towns of under 25,000 pop- 
ulation, so our industry expands 
or contracts not with what hap- 
pens at the factories, but what 
happens in the territory. 

* 


People Count 
| EALERS know these facts, but 
their thinking is not always 
guided by them, Most dealers, too, 
know the fundamentals of keeping 
themselves going, but emotionally 
they sometimes get stirred up so 
they don’t follow through with 
their knowledge of fundamentals, 
and don’t put their plans_ into 
action. 

I have said a lot recently about 
campaigns and programs to keep 
dealers operating successfully, irre- 
spective of what happens exter- 
nally, It seems to me we too fre- 
quently forget that we deal with 
people—both our employes and with 





Colorado Dealers 


Seek Sunday Ban 


DENVER. — The Colorado Auto 
Dealers Assn. is preparing to ask 
for a state law banning sales of 
both new and used automobiles on 
Sunday, it was announced following 
a meeting in Pueblo where a vote 
was taken on the proposal by deal- 
ers in that area. 

Northern Colorado dealers in Fort 
Morgan recently voted 95 to 5 for 
the mandatory ban. Denver dealers 
will make known their desire at a 
meeting later in December. The 
Pueblo meeting was attended by 
dealers from 14 towns and cities 
of southern Colorado. They were 


addressed by Ford Markley, of Fort 
Collins, president of the state asso- 
ciation. 
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ressed herein are those of Columnist 
necessarily those of Automotive News). 






people with whom we hope to do 
business. It is people, rather than 
things, that count. 


This trade recently ran a na- 
tional dealer week campaign. It 
was for the express purpose of 
selling people on the importance 
of the dealer’s contribution to the 
local and national economy, No 
one dealer has a monopoly on 
merit. No manufacturer has a 
monopoly on merchandise. So it 
seems to me that now, if ever, 
we should continue to use every 
idea to sell ourselves as mer- 
chants and service institutions in 
our respective communities. 

We should be sure that everyone 
understands what our operations 
mean to them. It is a wonderful 
story that needs to be told time 
and again if we, as individuals, are 
going to receive the. benefits. 

* 


What They Want 


T WOULD seem, too, that now 

of all times we should concen- 
trate on seeing that our organiza- 
tion functions to the height of 
efficiency. We just can’t take 
things for granted. We are in 
competition with every other dealer. 
The dealer who goes serenely on 
will be the one who is on top of 
his internal problems. 

Your payroll is your biggest 
expense item. It is something 
that you face every week to be 
ready to serve your customers. 
A dealer must depend upon his 
men, and the principal job of 
management is leadership and 
inspiration of his staff. These 
men have cast their lot with you. 
Their future depends on you. Put 
yourself in their place. What do 
they want? 

First, the experts tell us, they 
want security. Next, opportunity 
for advancement and a sympathetic 
boss. They like to work in pleasant 
surroundings with a boss and asso- 
ciates that are not antagonistic. 
They like to work for a place that 
is reliable, a place that doesn’t 
make promises lightly, and a place 
that backs up workers. They like 
to work for a progressive business 

They don’t like too much over- 


time. They look at overtime as a 
result of poor management. They 
like appreciation. 
+ + * 
Adding Strength 
ND not the least, they want 
adequate compensation. Anv 


dealer’s wages must be in line with 
competition. No dealer can afford 
to milk his business dry for his 
own selfish interest. He must be 
a good divider; otherwise he will 
find he is just bringing up and 
training men for his competitor. 
Then, because wage and price con- 
trols are pending, we have to see 
that our wages are right so our 
employes don’t leave us for higher 
paying positions in defense in- 
dustry. 

We ought to look into our serv- 
ice labor billing rates. They 
should not be less than 200 per- 
cent of the pay rates we guaran- 
tee to our mechanics. You can’t 
work on any less. For instance, 
if the mechanic is getting $2 an 
hour, the rate to your customer 
must not be less than $4. To 
raise your rates is not taking 
advantage of the situation. It is 





| business. 


assuring your continuance in 
It is really a prepara- 
tion for defense. It is just good 


| common sense. 





The thing to bear in mind is that 
automobiles have become a part of 
the life of so many people in our 


nation. Their use is indispensable. | 


Our services as dealers will alwavs 
be wanted and necessary. We 


ishould develop our enterprise to 


be efficient units for making this 
contribution. 

Remember, we are dealing with 
people, internally ,and externally. 
In other words, we are selling peo- 
ple rather than merchandise. So, 
if we keep our eyes on the job and 
our relationship with the public in 
mind, we intensify our opportuni- 
ties; we build real security for 


strength to the nation. 





Union Leader Ousted 


After Dealer Damage 


READING, Pa. — Edward 
Mangle, a business agent for the 
Teamsters Union Local 429 
(AFL), has been suspended by 
his union after being found 
guilty of violating a city nui- 
sance ordinance, and being fined 
by a city magistrate. 

Action was taken against 
Mangle after members of the 
union purportedly caused an es- 
timated $1,000 damage to more 
than 20 automobiles belonging to 
employes of Harvey Golden, Inc., 
an automobile dealer, where the 
union lost the right to act as 
bargaining agent for the em- 
ployes. 

The employes were attending 
a “victory” dinner when their 
cars were the victims of the al- 
leged mischief. 





GAD Drive 


with 3,278 new members’ went 
NADA’s 1950 membership cam- 
| paign, according to the final report | 
|issued at association headquarters | 
| here last week. 
This sums up to 103.4 percent 

of a 3,170 quota and is the result 
| of a plea of the national mem- 
| bership committee for old mem- 
bers to “Give-a-Day-to-NADA” in 

securing new members. 

This was known as the GAD) 
| program, which paid off in 3,278) 
new members, bringing NADA'’s 
membership as of Nov. 30 to 34,300, | 
which represents a net gain for the | 
year of more than 2,000, the asso- 
ciation bulletin pointed out. 

Scanning the report, it is shown 





At Arizona Dealer Conclave— 


Gov.-Elect Howard Pyle addressed the convention dinner of the Arizona Automobile 


Dealers Assn. 


vice-president, _and Joe Maury, 


Shown in the group are Arthur Strasburg, president; Claude P, Stephens jr., 
secretary- treasurer. 





WASHINGTON.—Newest | attrac- 
tions added to the NADA conven- 
tion program are an authority on 
manpower problems, a motion pic- 
ture which tells the story of NADA, 
and Miss America of 1950. 

The manpower expert is Fred 


Utah Assn. Bares 
Election Results 
Of 4 Counties 


SALT LAKE CITY.—Results of 

elections in four county chapters 
have been announced by the Utah 
| Automobile Dealers Assn. 
All officers of Utah county were 
| reelected by acclamation, They are: 
A. L. Duckett (Chrysler-Plymouth), 
president; Ralph Packard (Stude- 
baker), vice-president, and S. S. 
Taylor (Hudson-Diamond T), sec- 
retary-treasurer. 

Weber county dealers’ chose 
Joseph Dean (DeSoto - Plymouth) 
as president; George V. Tribe (Lin- 
coln-Mercury), 
Lavar Wood (Cadillac-Oldsmobile), 
| secretary-treasurer. 

Robert H. Fisher (Pontiac) was 
elected president of the Boxelder 
county unit. Blaine Hansen (Ford) 
was named vice-president, and 
'Glen Knudson (Chevrolet-Oldsmo- 
|bile) was chosen secretary-treas- 
| urer. 

The Cache Valley chapter elected 





jas president; 
(Dodge-Plymouth), 
land Will Evans jr. 
retary- treasurer. 


vice - president, 
(Hudson), sec- | 





vice-president, and | 


Facts, Film, Pulchritude 
To Be at NADA Parley 


A. Krafft, consultant to Presi- 
dent Truman and an industrial 
relations specialist in the Office 
of Manpower of the National Se- 
curity Resources Board. 

Krafft is scheduled to give the 
major address at the manpower 
clinic to be held the morning of 
Jan. 10 at the Miami Beach audi- 
tcrium. 

During World War II, he was 
an associate member of the Na- 
tional War Labor Board. 

Before the war, Krafft held in- 
dustrial relations posts with the 
Consolidated Coal Co., American 
Viscose Corp., and the Midvale 
Co, He is a former president of 
the Chicago Industrial Relations 
Assn, and was chairman of the 
industrial relations committee of 
the Illinois Manufacturers Assn. 

Appealing to the eye will be 
Yolande Betbeze, Miss America of 
1950. She will appear at several 
convention functions through the 
courtesy of Nash Motors. 

“Dealer Dividends,” the NADA 
motion picture, tells the story of 
what NADA is, how it works, and 
what it is doing for its members. 


NADA Membership Drive Nets 3,278; 
Wisconsin Leads All States 


| WASHINGTON. — Over the top| 








Tops 


Quota 





| that Wisconsin led all states in 
|securing new members with 268. 
|New York was next with 173, fol- 
lowed by Indiana with 160. 

In quota percentage gain, New 
Mexico was high with 280. Louisi- 
| ana was next with 250 percent, 
| followed by Texas with 226. 
| Metropolitan Cleveland was close 
| with 225 percent, Florida 208 and 
| Utah 206.7. 

Northern 
|fornia, combined, 
| percent. 

Among the states that did not 
| reach their quota, Iowa led with 141 
new members. 

Following is the final “Give-A- 
Day” report on states which made 
their quotas (first number is new 
members secured; second number 
is quota, and the third number 
percentage of quota): 

Arkansas, 50, 50, 100; N. Cali- 
fornia, 140, 75, 186.6; S. California, 
100, 100, 100; Connecticut, 16, 10. 
160; Delaware, 18, 12, 150; Wash- 
ington D. C., 2, 2, 100; Florida, 104, 
50, 208; Georgia, 63, 54, 116.6; Idaho, 
17, 17, 100; Illinois, 113, 110, 102.7, 
and Indiana, 160, 137, 116.7. 

Kansas, 53, 29, 182.8; Louisiana, 
20, 8, 230; Maine, 30, 20, 150; Missis- 
sippi, 63, 40, 157.5; Montana, 60, 53, 
113.2; New Jersey, 32, 20, 160; New 
Mexico, 28, 10, 280; New York, 173, 
131, 132; Metropolitan New York, 
38, 35, 108.5; North Carolina, 115, 50, 
230, and North Dakota, 49, 41, 119.5. 

Ohio, 134, 126, 106.3; Metropoli- 
tan Cleveland, 18, 8, 225; Oregon, 
22, 15, 146.7; South Dakota, 65, 
65, 100; Tennessee, 97, 50, 194; 
Texas, 113, 50, 226; Utah, 31, 15, 
206.7; Virginia, 90, 55, 163.6; Wis- 
consin, 268, 170, 157.6, and miscel- 
laneous, 3, 2, 150. 

Following are the states which 
did not make their quotas: 

Alabama, 46, 50, 92; Arizona, 40, 
48, 83.3; Colorado, 50, 75, 66.6; 
Metropolitan Chicago, 25, 50, 50; 
Iowa, 141, 250, 56.4; Kentucky, 39, 
50, 78; Maryland, 36, 50, 72; Massa- 
chusetts, 25, 50, 50; Michigan, 66, 
125, 52.8; Metropolitan Detroit, 15, 
40, 37.5; Minnesota, 87, 100, 87, and 
Missouri, 87, 186, 46.7. 

Nebraska, 67, 80, 83.7; Nevada, 1, 
8, 12.5; New Hampshire, 3, 10, 30; 
Oklahoma, 60, 75, 80; Pennsylvania. 
61, 100, 61; Rhode Island, 5, 15, 
33.3; South Carolina, 39, 50, 78; Ver- 
mont, 4, 10, 40; Washington, 35, 69. 
50.7; West Virginia, 40, 42, 95.2, and 
Wyoming, 21, 25, 84. 


Washington Show 
Set for Feb. 17-24 


WASHINGTON. — The 23rd an- 
nual District of Columbia automo- 
bile show sponsored by the Wash- 
ington Automotive Trade Assn. has 
been set for Feb, 17-24, inclusive, 
Manager Dick Murphy of the 
WATA announced last week. 

The huge D. C. National Guard 
armory will be utilized to stage 
the exhibition. All local exhibit and 


and Southern Cali- 
turned in 286.6 





|Dean C. Pack (Chrysler-Plymouth) | 
Perry Stewart | 


attendance records were broken 
there last year, 


Dick in New ‘Building 


Dick Motors (Chrysler-Plymouth), 
Fort Worth, Tex., opened recently 
at the newly-completed Joe Bolin 
building at 2916 W. Lancaster. The 

CORPUS CHRISTI, Tex.— Peti-|new dealership, owned by H, H. 
tions are being circulated here ask-|Lewton and R. L. Roberts, has 
| ing the city council to forbid ‘on |for square feet of floor space 


It will be shown four times daily 
Jan. 7-10 at the convention site in 
|Miami. The 22-minute picture was 
filmed in color. 





Sunday Business Ban 
Urged in Corpus Christi 





|operation of auto dealerships on/|for sales, service and parts depart- 


| Sundays. ments. 





Oklahoma Dealer Officers for 1951— 


Here are the officials elected to head the Oklahoma Automobile Dealers Assn. 
ourselves and workers—and add | President; District Vice-Presidents R. T. Scott, Oklahoma City; Cal Newport, Hominy; J. A. Richardson, Ada; Gordon Stephens, Duncan; 


in 1951 (left to right): W. D. Dysart, Tulsa, reelected 


Fred Boston, Enid, and Henry Coffeen, Oklahoma City, secretary-treasurer, 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
end dealers in motor vehicles, parts and accessories. | 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
cer or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 











Capsule Comment 


Reports from across the country still tell of dealers con- 
tinuing to give their new cars away, in an effort to clean 
up 1950 models or reduce inventories. 


With the Korean flareup, and a resultant upsurge of 


scare buying, it doesn’t make sense to us. 
* * * 


William Ullman, Washington correspondent for AuToMo- |‘ 
TIVE NEWS, reports that the big problem bothering the Na- | 
tional Production Authority is the likelihood of mass un- | 
employment in the shift from civilian to defense needs. 

The answer is simple: Use a litthke common sense in 


coordinating the two needs. 
* * * 


Predicting that special taxes paid by vehicle owners will 
reach an alltime high of more than $4,000,000,000 this year, | 
the AAA points out that motorists are paying more and 
more and getting less and less in return. 

We’re still getting the old run-around. 
* * * 


Exports of U. S.-made vehicles during the first 10 months | 
of 1950 totaled 242,026 units, compared with 258,409 in the 
same period of 1949. This year’s total is 3.6 percent of total | 
U. S. output, the AMA reports. 

Remember, before the war, when U. 8. auto exports 
averaged about 10 percent of production? 
* . * 

Following a remark by NPA’s general counsel—that auto- 
mobiles are “nonessential’—the New Mexico dealer asso- 
ciation took up the battle, called on NADA to persuade offi- 
cial Washington that the auto is essential, and wrote state 
congressmen. 

Nice work, New Mexico association. 
* * * 

If U. S. jobbers and dealers think they’ve got problems, 
they might consider the plight of their Canadian brethren, 
declares M. H. Moore, president of the Canadian Automotive 
Wholesalers and Manufacturers Assn. 

The article, on page 6 of the Dec. 4 issue of AUTOMO- 

TIVE NEws, is well worth reading. 

. * * 

“When I talk about steel capacity, I feel like a man who 
hasn’t been eating regularly for the last five years,” GM 
President C. E. Wilson declared recently in another barb at 
the steel industry’s “inadequate expansion.” 

If none-too-gentle prodding will do it, we should have 

ample steel in a year or 60. 





of the year. 


|/us to appraise what we've done in 





}and variety. It includes such things 
|as literature and sales training ma- 
| terial, 
jadvertising of all sorts, contribu- | 
|tions to community projects, fre- 


|in contact with as a prospect, or 


that first group... 





Epitor’s Nore: 
of a series of articles written 
especially for Automotive News 


by general sales managers of the | 


various auto companies and di- | 
rected at dealers and their prob- 
lems. 
By E. C. Quinn 
General Sales Manager, Dodge 

AM particularly glad that my op- | 

portunity for taking part in this | 
Forum has come toward the end 


This is the most natural time for 


the past, particu- 
larly in the light 
of what help 
may give us in| 
formulating plans 
for the future. 
Surely, all of us 
would like to 
know what we 
ean do today to 
assure us of suc- 
cess tomorrow. 
The more un- 
predictable the 
future, the more we need to keep 
moving steadfastly on a course 
which will help us make the most 
out of whatever situations arise. 
In the first place, let’s agree that 
how well you do tomorrow (no 
matter what tomorrow is like) will 


E. C. Quinn 


Herewith is one | 
| 


it | vb 
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GOOP FoR NATIONS ANP 
NWORLP LEADERS, FOR UNIONS 
AND MANAGEMENT, PEALERS 
ANP CAR BUYERS IN THESE 
PARK DAYs — YES Sipe, 
FOR eae yBopy / 







depend, to a great degree, on how| i 





well you are able to cash in on the| 
investments you have in your busi- | 
ness today. 


* * * 


(Hoss investments are many and| E 


extensive. Some of them are! 
pretty familiar to everybody. They | 
include such items as the building, | 
the land, the equipment, the new | 
cars in stock, the used cars on a 
lot, parts and accessories ... all 


physical property and all entailing | 


investments of money. 

Then there are the investments 
you have in personnel... all the | 
members of your organization. | 
They represent investments in | 
both money and time. Whether 
they constitute only a handful of 


| people or a sizable group, it took 
| considerable time and expense to 


train and supervise them. 
Actually, the number of invest- 

ments the average dealer has in his | 

| business is almost endless in extent | 


displays and outside signs, | 


quent donations of time and serv- 


ices . . . to say nothing of such} 
operating items as heat, light and | 
telephone. 


But all these investments, when 
|you stop an analyze them, are) 
| money spent with one end in view 

i customers. You've laid that 
|money and time on the line to get 
new customers and to hold old 
customers. 


* * * 


‘ito means that every automo- 

bile dealer applies his invest- 
| ments against two kinds of people 

. prospects and owners. Turned 
| around the other way, that means 
| you have a definite and substantial 
investment in every person you're 


who is on your owner list as an 
established customer. 

Let’s take a look at a member of 
a prospect. 

Regardless of what actually 
brought him to your dealership, 
you’ve already spent a consider- 
able amount to get him in. He’s 
one of the reasons why you built 
that modern showroom, or added 
the big new sign, or ran those 
advertisements in the local paper. 
So he represents money ... your 
money .. . walking around in 
the showroom. 
Only don't forget this: While he 


(Continued on Page 50, Col, 1) | 
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——Letterho 


‘Light on the Beacon... . 


WITH THE JONESES 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





There Really Was One 
Kindly refer to the inquiry of 


|H. L. Dregalla, Cleveland, in your 


Letterbox in Automotive News 
(Dec. 4). 

The Beacon car made in 1933 
was built by Continental Motors 


and my memory tells me that Con- 


|tinental built three different mod- 
jels in that particular year. Beacon 
|was the small car but I can’t re- 
| member the names of the other two 


—undoubtedly some of the rest of 
your readers can. If I remember 
right, Continental Motors acquired 


|a part of Durant Motors and de-| 
cided to build cars back in 1933.— | 
Kay Motor | 


Watt H. Krerrzpure, 
Sales (Kaiser-Frazer), 
Til. 


Rockford, 


* * + 


I just read Mr. Dregalla’s letter 
regarding the Beacon car. In 1933 
I attended an automobile show held 
in Grand Rapids, Mich., at which 
the Beacon car was shown. 

I recall one of these cars was 
sold in Mt. Pleasant and we serv- 
iced it for several years. 

It had a Continental engine and 
was built by Continental in Mus- 
kegon, Mich. They also built an- 
other car larger than the Beacon, 
but I do not recall its name. As 





25 Years Ago eg 2 





The Big Story 


The following story was fairly common in 1925: 

A New England auto distributor announced that he had accumu- 
lated a million dollars and would retire, thus keeping a promise made 
to himself 21 years before when at 14 he started to work at 10 cents 


an hour. 


—From the files of Automotive News. 





I recall there were few Beacons 
built. It was smaller than the aver- 
age car. From my experience with 
the one we serviced it was a well- 
built car and especially built for 
economy.—E. Lee JoHNsSOoN, John- 
son Motors (Studebaker), Mt. Pleas- 
ant, Mich. 
* * 7 

. . . The Beacon car was manu- 
factured by Continental Motors. 
Too bad that this company discon- 
tinued production of this car. Its 
present-day motors are still rated 
among the best.—RicHarp MartTIN, 
Detroit. 


* * * 


Measuring Device 

In a recent issue we recall reading 
a reference to a device designed for 
installation in passenger cars which 
shows gas consumption per mile 
while the car is in operation. 

We would appreciate it very 
much if you could direct us where 
to write in order to obtain further 
information on this accessory. 
K. Kipptey, Mora Motors (Ford), 
Mora, Minn. 

Epiror’s Note: The Mile-O 
Meter is manufactured by th: 
Gale Hall Engineering Co., 107 
Northampton St., Boston, Mass 


* * * 


Warning 

Dealers are warned to be alert 
for Kenneth L. O’Day, formally 
employed by Warren Motor Sales 
Warren, Pa. He is wanted for tie 
theft of a 1949 Ford Custom coup’, 
serial No. 98BA473944, from Wa. - 
ren Motor Sales and for the pas:- 
ing of numerous bad checks und 
his own signature to other deale 

Information in regard to th s 
man will be appreciated by us.-- 
H. W. Kamerer, Warren Motcr 
Sales, Warren, Pa. 
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All America depends on these vehicles that protect 
our way of life—the commercial truck and the 
military truck. 


Trucks help protect our economic security here 
at home. They do so by keeping factories and 
farms supplied with the means to produce. And 
they move products and harvests promptly to 
stores and markets where you can buy. 


Trucks safeguard our military security as well. 
They are used as combat vehicles, reconnaissance 
cars, troop carriers, supply and maintenance 
units and for many other purposes. 


Whether it works in commercial or military 
service, every truck has a certain job to do. We 
of Chrysler Corporation believe that this should 
be the first consideration in building any truck. 
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Years ago we decided to find out what kind of 
trucks would best meet the needs of everyone 
concerned — truck owner, truck driver and public. 
We asked the trucker, the farmer, the merchant 
and the driver. They told us their most vital need 
was a truck which fits its particular hauling job. 


This has ever since been the principle upon which 
we build Dodge commercial trucks. Each is “Job- 
Rated” from engine to rear axle—engineered 
from the ground up for the job it has to do. To fit 
practically every hauling need, we make more 


than 350 different load-and-work models. 


It is also the principle upon which we build 
Dodge military-designed trucks. We produced 
almost 450,000 such vehicles during World War 
II. And on their record we have been asked to 
build thousands of new ones. 


Constant improvement through practical experi- 
ence and creative imagination in engineering 
and research has always been a policy of Chrysler 
Corporation. 


Over the years this policy has resulted in more than 
60 major advancements in modern truck design. 


These advancements assure a better truck for the 
user’s particular job. Because of them, Dodge 
‘‘ Job-Rated’”’ trucks haul bigger payloads. They 
are easier to handle. They provide better visi- 
bility. They offer greater driving comfort. 


We have never built finer trucks. But good as 
they are, you may be sure that advanced engi- 
neering shall continue to be reflected in Dodge 
trucks of superior quality . . . whether they be 
designed for commercial or military service. 


Dodge Trucks are ““Job-Rated”’ to fit every individual load-and-work job 


CHRYSLER CORPORATION 


\ 





6 


_AUTOMOTIVE NEWS, DECEMBER 11, 1950 


Washburn Elected President .. . 





Montana Dealers Hit 
Tax-Free Co-Ops 


GREAT FALLS, Mont. — Hitting 
sharply at tax-exempt cooperatives 
in discussions, the Montana Auto- 
mobile Dealers Assn.’s convention 
was on record last week with a 
resolution urging manufacturers 
and distributors to confine their 
“contractual relations to legitimate 
businesses who are not exempt 
from federal taxes.” 

Elected MATA officers’ for 
1951 were: Dee Washburn (Nash), 
Great Falls, president; Charles 
Hatch (Studebaker), Miles City, 
first vice-president, and Roy Sor- 
rells (Lincoln-Mercury), Billings, 
second vice-president. 

Other resolutions adopted at the 
parley called on the state board of 
education to make driver training 


Reg. W Stand 
Softened by 


Oregon Dealers 


PORTLAND, Ore.—Adverse war 
news from Korea caused the Ore- 
gon Automobile Dealers Assn. at 
its annual meeting to modify its 
stand on easing credit controls un- 
der Regulation W. This was re- 
vealed by Director H. L. MacKen- 
zie of Hillsboro, Ore., in presenting 
the matter for the board of direc- 
tors. 

Previously, the association direc- 
tors had joined in demanding soft- 
ening of the much-criticized one- 
third-down payment requirement 
and in restoring the 21-month time 
limit in the original order. The 
amended regulation, now in force, 
limits time payments to 15 months. 





a necessary requirement for high 
school graduation; urged passage 
of a state drivers’ financial respon- 
sibility act, and adoption of a com- 
pulsory vehicle inspection program. 

The parley also found time to 
level a blast at stringent credit 
controls as adminsitered by the 
Federal Reserve Board. 

“No one wants _ inflation,” 
charged R. D.’ McKay, an NADA 
vice-president, “but the recent 
action ofthe FRB in adopting Regu- 
lation W was taken without giving 
industry spokesmen a chance to be 

heard, and will seriously weaken 
an industry that directly or indi- 
rectly employs one out of every 
seven Americans.” 

Talking on “A Profitable Shop,” 
Jack Williams, Los Angeles serv- 
ice consultant, urged dealers to 
strive for the brand and quality 
of service that will hold and gain 
customers. 

“Automobile service depart- 
ments,” said Williams, “are about 
in the same stage of development 
regarding efficiency as American 
factories were in the period be- 
tween 1900 and 1910.” 

Results of a panel discussion 
were: a conclusion that late model 
used cars will gain in value, and 
a decision to seek an opinion from 
Montana’s attorney general on the 
legal aspects of car sales to minors. 

Meanwhile, the delegates heard 
some bad news about future high- 
way prospects in Montana. George 
Schotte, a member of the governor’s 
interim highway committee, warned 


that unless new tax sources are| 


found Montana will have no money 
with which to match federal high- 
way funds. 




















Oregon Dealer Presidents Hold Parley— 





A new feature at the recent annual convention of Oregon Automobile Dealers Assn. in Portland was a session for the 2! presidents 
of local or district associations throughout the state. Attending, front row, from left: Elmer Hamilton, Washington county; Lou Blanc 


Southwest Oregon; Roy O. Burnett sr., 
association; Gordon Miller, 


Portland, guest speaker; William M. Anderson, 


Oregon City; William Phillips, guest speaker; Benjamin Collard, Eugene. 


chairman, 


Portland, and president of Portland 
Middle row: A. A. Anderson 


Yamhill county; Philip J. O'Toole, Corvallis; Earl Bopp, Ontario; F. C. Perkins, LaGrande; H. T. Hauger, Klamath Falls; A. R. Miles 
Lebanon; Rupert Kennedy, The Dalles. Rear row: W. C. Page, Salem; F. W. Woodson, Newport; William Frazer, Central Oregon: C 


A. Walker, LaGrande; Clyde Rickey, Pendleton; Clyde Johnson, Astoria; George McKenzie, Tillamook. 


Apply Wage-Hour Law 
To Dealers, MEWA Asks 


=~ A drive to bring au- 
tomobile dealers and other re- 
tailers under the same wage-hour 
law as applies to jobbers was 
approved by members of the Motor 
& Equipment Wholesalers Assn. at 
their annual convention. 

The wage-hour proposal was 
one of a number made during a 
session in which 12 officials of 
wholesaler firms, each with a 
microphone of his own, faced a 
crowded gathering and discussed 
questions propounded by mem- 
bers. 

Presiding over the meeting was 
Nathan M. Roberts, executive sec- 
retary of the Automotive Whole- 
salers’ Assn. of Alabama. 

Roberts inaugurated the discus- 
sion by stating that the questions 





countered that MEWA members 
had been alerted and asked for 
their reactions, but only about 
a dozen of them responded. 


Catalogs of manufacturers was 
another subject of comment, some 
of it unfavorable. The consensus 
was that sales departments should 
assume more active participation 
in assisting the advertising depart- 
ments, since they are always close 
to jobber requirments in such mat- 
ters as contents, layout, the elim- 
ination of material that is “obso- 
lete, duplicating and of no value,” 
compactness, and “keeping up to 
date.” 

Speakers on opening day of the 
convention included Harry M. Bow- 
ser, Walter A. Kirkpatrick and 
Daniel J. Hartnett. 

















Dealer Auto Shows 


Feb. 4-6—National Truck Leasing System 
annual convention, Sheraton hotel, Ch 


Bulletins 


Tax Bill Nears Truman 


WASHINGTON.—Sen. Georges 
says the excess profits bill passed 
by the House last week should 
reach President Truman before the 
first of the year. 

+ 


* * 
Olds Sales Climb 

LANSING. — Oldsmobile retail 
sales last month totaled 29,753 
cars for the best November show- 
ing in the division’s history, Gen- 
eral Manager S. E, Skinner re- 
ported Thursday. In October, 
26,379 new Oldsmobiles were re- 
tailed. 


* * + 
Chrysler to Build 
LOS ANGELES.—Chrysler Corp 
revealed last week it will double 
the size of its plant here for the 
purpose of starting a body assembly 


WASHINGTON. — A transporta 
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indicating completion of 25 years' service to his successor, Walker A. Williams, who was | 
appointed sales vice-president Sept. 25. Davis is continuing as a vice-president and member | 
of the company's board of directors. The pin presentation took place at a meeting of the 
National Ford Dealers Council in Dearborn 
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urer; Jack Geller and Yale Simon 
both of Detroit, executive commi 
teemen, : 


$4 Mar. 6-8—Society of Automotive Engineers 

Assn., Cattle Exposition Bldg.. State passenger car, body and materials meet- | 

Fair Grounds. ina, Hotel Book-Cadillac, Detroit 
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Mar. 17-25—Indianapolis Automobile Trade 
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O New York's dealers in used cars, the Journal-American Autom a ork? 
is unequaled for quick, profitable sales. The Journal- Journg). A te on 7 leading 

; American has led in this classification every normal year Augene MCrican Used Our 
* since 1934. During the first 10 months of 1950, the Journal- ae M ors, : ds 
. American published nearly twice the volume of used car b — Jew, eat Senne 5 

linage published by the next two evening papers combined. ther at $ Our resujp rican - ae ee 
: And, during the same period, the Journal-American led over- en” ' showroon® hie spectocug’ ay 
. whelmingly all other New York newspapers in number of Rai, . Mennion ‘ s fill roan 
e used car advertisements. “Afte, vin — Mgr. 

Many local new car dealers, who seek a fast turnover on ica Now Vort, dally @nd Sung Deas 
their trade-ins, are among these advertisers. These dealers Utomotiy, ved cor 19 Ford deck Pe. we, og 
know their market at firsthand. They know that more than a lias ium, "°Aershin og Our splento 
700,000 Journal-American families comprise the most respon- a Kreisler ash " 

uy sive audience of car buyers in New York. That's why more agni-Amorig ce”? Gnd g, ' i 
of them prefer the Journal-American for automotive adver- ia . 2” integral 5 M €ong eo 
tising over any other New York newspaper. ‘sland Ponnieans " Used eg, 
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Pruchauf Boosts : 
Go to Allman 
And Schneider 


DETROIT. — Elections of L. C. 
Allman as executive vice-president 
of Fruehauf Trailer Co. and of C. L. 


sales vice - presi- 
dent are an- 
nounced by Pres- 
ident Roy Frue- 
hauf. 

Allman joined 
Fruehauf in 1929 
to take charge of 
advertising and 
public relations. 





L. C. Allman dent and three 
years later was elected to the board 
of directors. 

He is president of the Truck- 
Trailer Manufacturers Assn. and 
represents TTMA as a member of 
the board of governors of the Na- 


tional Highway Users Conference. | 


Schneider joined Fruehauf_ in 
1920. Before his new assignment, 
he served as Chicago regional man- 
ager. 


Schneider as} 


In 1939 he was} 
made vice - presi- | 








} 
| 
| 
| 
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Plymouth Field Men 
Convene in Detroit 

DETROIT. Seventy-four re- 
gional and district managers of 


|Plymouth Motor Corp. convened 
|here last week for a _ four-day 





Gasoline Survey* Shows: 


O54 OF NEW GAR DEALERS 
PICK NEW BLUE SUNOCO 


BETTER THAN” PREMIUM PRICED GASOLINE 





AS “EQUAL T0” OR“ 


Make your test TOUGH—Make it FAIR 
—then give us your HONEST OPINION 


We don’t want compliments unless you feel New Blue Sunoco has 
earned them. , So, won’t you please fill in your honest opinion and 
return this card to us? 


I found the performance of NEW BLUE SUNOCO to be: 


(] Much better than 
(.) A little better than 


CJ Equal to 


{.] Not as good as 


Test made in a 


You don't place yourself under any obligation whatsoever 


car, 


by mailin 
PLEASE BE SURE 


dealers to our new product. 


*THIS IS THE FORM which 1903 new car dealers returned 


after they had tried New Blue Sunoco: 


=Sunoco 








THE HIGH TEST GASOLINE THAT 
SELLS AT REGULAR GAS PRICE! 


AUTOMOTIVE NEWS, DECEMBER 11, 1950 







Peak Compression for Crosley— 

The Crosley Super Sports is the first standard production auto in America incorporating 
10 to | compression ratio when equipped with the new Crosley Quicksilver motor. The Vita- 
| meter produced by Thompson Products makes the higher Crosley compression possible. 


PREMIUM 
PRICED 
GASOLINE 


thie card. 
'O FILL IN 


"Ne ly have not even asked you to sign it. 
AND 5 RETURN IT, because we are most anxious to obtain the reaction of car 





Motorists whose cars were ruined 
% | by recent storms and floods in cer- 
~|tain sections of the country have 
| been exempted from Regulation W. 
The areas include California, 
‘44|western Nevada, New York state, 
*|12 counties in northern New Jer- 
m 2\sey, Philadelphia, and Fairfield 
county, Conn. The New Jersey 
counties are Bergen, Essex, Hud- 
son, Hunterdon, Middlesex, Mon- 
mouth, Morris, Passaic, Somerset, 
Sussex, Union and Warren. 
Declared disaster areas by the 
Federal Reserve Banks in those 
areas, owners whose cars were 
damaged beyond repair will be al- 
lowed to replace them prior to May 


sata : sialon —_—_____—|31, 1951, without regard to the 
’ , credit curbs, 
series of meetings, conducted by The Pederal Reserve Bask of 


R. C. Somerville, Plymouth general | 


sales manager. Boston, whose territory includes all 


cee ; i |of New England, except Fairfield 
AUTOMOTIVE NEWS WANT ADS have |County, will hand down a decision 
been proven the quickest, least expensive | today (Dec. 11) on whether its area 


method of reaching the men who want | yi i j 
what you have or have what you want! | Will be declared a disaster section. 


See the back pages of this issue. Its week-long investigation was 














Here’s how they rated 
NEW BLUE SUNOCO 


14% «Mach better” 
20% **A little better” 
51 1 ‘‘Equal to’’ 

h% ‘‘Not as good”’ 


New Blue Sunoco saves you and 
your customers up to 2¢ per gallon 
over premium priced gasoline. 


(Year) 


= san ee ee ee ee ee ee ee Se 


NEW CAR 
DEALERS 


New Car Dealers know that 
New Blue Sunoco not only 
gives car owners high anti- 
knock engine performance 
but saves them money over 
premium priced gasoline. 


— S-——S — ay 
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Blizzards Lift Reg. W 


Credit Lids Off for Persons with Cars Ruined 
In Storm, Flood Areas 





concluded last Friday (Dec. 8). 

In a statement typical of others 
the New York bank said: 

“In order to establish that ar 
extension of credit qualifies for th: 
exemption, dealers and _ lender: 
should obtain from the obligor his 
written statement setting forth th: 
nature and extent of the damage 
or loss sustained, and that the 
credit is to be used for the purpose 
of repairing or replacing real or 
personal property damaged or lost 
as a result of the storm.” 

The Philadelphia Automobile 
Trade Assn. told its members in a 
bulletin that the responsibility for 
determining a “beyond repair con- 
dition” rests solely upon the dealer. 

“In the event that there is a 
charge of violation,” the bulletin 
continued, “the customer is neither 
responsible nor liable. The dealer 
against whom the charge has been 
made is both responsible and li- 
able.” 

PATA also warned that this pro- 
vision may not be used for promo- 
tional purposes, which includes ad- 
vertising. 

In Jamaica, N. Y., Lee Motors, 
139-11 Queens Blvd., saw an oppor- 
itunity to take advantage of the 
|break and announced in a news- 
paper ad: “Credit Lid Off ... Tem- 
porarily for Emergency Car Buy- 
ers.” 
| The used-car firm’s copy said: 
“If your car is storm-damaged you 
can buy a 1950 car. Little or no 
cash down payment and 36 months 
to pay.” 


K-F Loan 


(Continued from Page 2) 


another 11,000 in the hands of its 
dealers. 





* * * 


S CARS are drawn from ware- 
houses in the future, K-F will, 
until June 1, 1951, pay 90 percent 
of the wholesale price back to the 
RFC. After June 1, 1951, 90 percent 
will be applied to the new loan and 
10 percent to an already held $10,- 
| 000,000 revolving fund loan. 
RFC agreed to the new loan 
| under the following conditions: 


1. K-F is not to raise prices be- 
|yond those prevailing Dec. 1, 195%, 
|without the RFC’s written consent. 
(At Willow Run, a K-F spokesman 
|said he expected that the RFC 
|would be “pretty broadminded” 
labout this requirement.) 


| 2. K-F agrees to cut production 
|by Jan. 1 to slightly more than 600 
|cars daily—half Kaisers and half 
|Henry Js. (K-F currently is build- 
ling about 800 cars daily.) 

a a 


K-F is to make and continue 
|*** to make a conscientious effort 
ito obtain defense work and give 
priority over automobile production 
to any such work obtained. 
| 4. Kaiser interests are to increase 
|their blanket guarantee for the 
| $69,500,000 now owed by K-F to the 
RFC from $15,000,000 to $20,000,000, 
jand securities put up to back the 
|guarantee are to have a $15,000,000 
|market value at all times. 
RFC stipulated that K-F might 
| USe any part of the new loan to 
| finance defense contracts now 
| held or later acquired. 
| A K-F spokesman at Willow Run 
|said the company had not yet been 
assigned any defense work. He 
added, however, that in the event 
such work was assigned, it could 
be handled without completely stop- 
ping automobile production, 
Kaiser told the RFC that K-F 
was preparing bids which, if suc- 
cessful, would lead to reopening of 
the Richmond shipyard in San 
Francisco, where wartime Kaiser 
firms built 1,490 ships with “record- 
breaking” speed. 


Iowa Old Timers 
‘Elect Brady 


| DES MOINES.—L. J. Brady was 
'elected president at the initial 
|meeting of the Iowa council of the 
| Automobile Old Timers of America. 
Other officers are Clarence Schu- 
kei, Waterloo; Glenn E. Mace, 
|Washington, and Chet Carmer, 
| Conterville, vice-presidents. C. F. 
Claiborne, Des Moines, was nan 








| secretary-treasurer. 
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Old Timer Group 
Plans Own Unit 
In U.S. Capital 


WASHINGTON.—Under the lead- 
ership of Frank G. Stewart, presi- 
dent of Standard Automotive Sup- 
ply Co., a program was mapped at 
a meeting here last week for estab- 
lishing a National Capital council 
of Automobile Old Timers. 

Stewart is a director of the Wash- 
ington Automotive Trade Assn. and 























FOB FACTORY 
Enigma on Materials 


Clouds Auto Output 


NCERTAINTY — both as to war and materials — has 
caused planning of future auto production to become 

a great problem. 
Nevertheless, at least one major factory has already made 
a large commitment for conversion steel for 1951’s first 
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Efforts of automobile executives 
to garner war contracts have not 
worked out. They had hoped to get 
some to take up the slack in the 
event auto output is seriously cur- 
tailed. 

* . * 
| Direct Approach? 
A SSUMING that a slash in auto 
|4% output is necessary to step up 
|the defense effort, some industry 
|observers wonder why the govern- 
ment has picked an indirect ap- 
proach to the problem. 

If a production cut is neces- 
sary, it is argued that each pro- 
ducer should be halted by the 
same percentage. Such a system 
would be better understood than 
the present effort to curtail avail- 
able aluminum, copper and 
nickel, it is claimed by some. 

Under the present system, it is 
| contended, no one knows what will 
be the net effect of a 15 percent cut 
|in copper, a 20 to 35 percent reduc- 
tion in aluminum and a 35 percent 
| cutback in nickel. 

Although recent reductions in 
aluminum and copper are not ex- 
|pected to hit hard until near the 
end of 1951’s first quarter, it is pre- 
dicted that all car makers, with the 
exception of General Motors, will 
produce fewer units during the first 
quarter than were built a year ago. 

However, it is felt that steel, 
|rather than aluminum and copper, 
will be the greatest limiting factor 
| to production. 





PHOTO-SCOPE 


HEADLIGHT TESTER 


provides a service customers appreciate 


It doesn’t take a car owner long to “see the light” 
when you use a Weaver Headlight Tester to show 
the true condition of headlights. You not only get 
the headlight correction business but the tester un- 
covers opportunities for you to make additional 
profits through the sale of items related to headlight 
service. You know—such items as sealed beam 
units, replacement bulbs, batteries, switches, rheo- 
stats, reflectors, fuses and rewiring jobs. 


The new Weaver Photo-scope Headlight Tester is 
an inexpensive and efficient machine for testing and 
aiming headlights. It is designed to be used close up 
to vehicles, and is available in Portable Model WX- 
45 (illustrated at right) and also in Track-type 
Model WX-46. 


Dealers Expect 
125,000 at Show 


In Milwaukee 


MILWAUKEE. — The Milwaukee 
County Auto Dealers Assn. expects 
125,000 people to attend the first 
|automobile show here in 10 years, 
|}according to Ed Wehe, association 
|president and chairman of the 
show. 

Scheduled for Jan. 27-Feb. 3, the 
event will be publicized as_ the 
“Greater Milwaukee Auto Show of 
1951.” As of last week, Wehe said, 
|the show was practically sold out 
as far as exhibit space was con- 
| cerned. 
| One car manufacturer, he re- 
ported, has reserved enough space 
|to display cars and equipment 
valued at more than $600,000. 
Many manufacturers are said 
planning to exhibit their products 
|in Milwaukee and then move on to 
Chicago, where another show is 
| scheduled two weeks later. 
| Just prior to the show hire, 
| Wehe said, a general sales mee! ing 
will be called to brief dealers’ s: les 
staffs, as most of them have never 
functioned at an auto show bef» re. 





Weaver Ray-O-Scope is also made 
f in portable and track types 


You'll like the extreme accuracy and speed of 
checking with a Ray-O-Scope. Model WX-51 
(track type) and WX-50 (portable type) are 
improved versions of the popular WX-40. 
Ray-O-Scope Headlight Tester is equipped 
with patented 4-cell photo electric cell unit, 
high-low left-right aim meters and candle- 
power meter in one case on front of tester. 
Headlights are aimed with precision— See your authorized Weaver Jobber, or write us for 
wx-50 entirely by instrument. Bulletin AN-473 on the new Weaver Headlight Tester. 


WEAVER MFG. CO., SPRINGFIELD, ILL., U.S.A. 








DeVilbiss Service Chief 
Visits European Buyers 


TOLEDO.—Lewis W. Lammir an, 
technical service manager of ec- 
Vilbiss Co., is in Europe for sev ral 
weeks to consult with users of 
DeVilbiss spray finishing eq ip- 
ment and exhaust systems in I: ly, 
France and England. 
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“Phooey on Fargo,” says my customer, “I live here!” 


I show him my teeth in a wide smile. ‘‘Fargo is just a 
for instance,”’ I explain. ‘‘But chances are you’ll drive 
somewhere in this car you’re buying. And you may 
move out of town. Either way, you’re best off buying 
through our Universal C.I.T. plan, whether you go to 


Fargo or not.”’ 


“Stop talking about Fargo, Dusty,” says he, “‘and 
show me how I benefit.”’ 


“Okay,” I say. “One, if you’re in an accident—no 
matter where—just get in touch with the nearest 
Universal C.I.T. office. Adjustment and repairs will 
be handled promptly and on the spot. Two, if your 
car breaks down, the nearest Universal C.I.T. office 
will pay for necessary repairs and add the cost to the 
unpaid balance on your car—spreading it conveniently. 


‘‘Three. Should you run out of funds away from home, 





‘*Watch it, Dusty,’’ he cries. 
**Stay out of North Dakota!’’ 


you can make arrangements to get money from Uni- 
versal C.I.T. offices. Four. If you move out of town, 


whether Far—”’ 


“Watch it, Dusty,” cries the customer. “‘Stay out of 
North Dakota!”’ 


“*__whether far or near,’’ I continue, “‘you won’t have 


to close your account— just transfer it to—”’ 


‘“‘To the nearest Universal C.I.T. office,’’ finishes the 
customer. ‘‘Now will you stop talking long enough to 


sign me up?” 


All this was ten years ago. He’s never been to Fargo— 
but I’ve sold him four cars since, and he’s financed 
them all on my nationwide Universal C.I.T. plan. 


11 











Eprror’s Note: Here is another 
in a series of articles written 
especially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he built 


(1916-1931) and the words he 
wrote about it. 


F SOME eminent engineer, an- 

other man skilled in manufactur- 
ing, a smart purchasing agent and 
a real salesman, will join me in 
measuring the values, included in 
the price of a 1951 automobile, I 
think I can show you how a car 
selling around $2,000 today is worth 
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ago; half again as much more than 
it was 20 years ago and now has 
at least one-third greater value 
than it had 15 years ago. 

I boldly make the statement 
that, value for value, the cost of 
an automobile to the owner has 
progressively decreased over the 
years in face of the fact that 
nearly everything else costs much 
more. 

What with the depreciation in the 
purchasing power of the dollar... 
WELL... maybe it’s time to call 
in the guy with the micrometer, the 
slide rule and an analysis of the 
bill of materials. He could figure 

any car with any name plate and 
give you the amount in dollars and 
cents. ; 

The manufacturing expert will 
tell you that PRICE is determined 
by VOLUME and the output of cars 
and trucks in the U. S. from Jan. 
1 to Nov. 11, 1950, totaled 7,027,270. 
The purchasing agent will tell you 
after one glance at the body con- 
struction, details of finish, and ac- 
cessories, that, “There’s a lot of 
dollars (value) in the bill of ma- 
terials.” 


* 
More Analysis 
HE ENGINEER will raise the 
hood, examine the chassis speci- 


* * 


The Tarrell Building Corporation put up 
a 300-house development called Southridge, 


at Glen Cove, Long Island. 


Southridge was advertised, in 165 lines on 


4 columns. Darn good ad, too 


you'd want to know, and how to get there. 
The houses were priced at from $6,495 to ro 4 
$7,495; small down payment, and so much a 


month. Glen Cove, incidentally, is 25 miles 


from New York. 


The advertisement was run on Saturday, 
May 13. Saturday is the day nobody is 
supposed to read newspapers in these parts. 

Well, by Sunday 6 pm, Southridge was 
sold out, $2,000,000 worth of houses 
one day, with one ad, in two papers... 
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twice as much as it was 30 years| 


told just what 





Central Ohio Olds Dealers— 


Central Ohio Oldsmobile dealers met with division executives recently in Columbus. G. R. 
Jones (left, front row), general sales manager, and S. E. Skinner (third from left, front), 
general manager, spoke. Front, left: Jones; W. H. Kay, Columbus; Skinner; A. E. White, 
Columbus; J. H. Matthews, Delaware, and C. W. Laird, Sandusky. Rear row, left: Nate 


Berlin, Columbus; W. C. Ingram, Mansfield; 


P. C. DeBarry, zone manager in Cleveland; 


R. B. Crawmer, Zanesville; D. B. Cole, Columbus; E. L. Curran, Newark; F. A. Pond, Mt. 


Vernon; C. A. Blake, assistant sales manager; 
and L. F. Carlson, executive assistant to the 


fications, shake his head and say, 
“They couldn’t do it if the industry 
wasn’t building and selling nearly 
a million cars a month.” 

The salesman or advertising man, 
which is what I am supposed to be, 
would say: “Isn’t it amazing how 
the public has been educated to ex- 
pect MUCH MORE in a car for the 








Come to think of it 


fea arithmetic wonde 
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than The Ne 


cheaply 


in 


York News 


DAILY .... more than 2,200,000 
SUNDAY more than 4,100,000 


W. L. Wood, district manager in Columbus, 
general manager. 


same money they used to pay for a 
ear which had MUCH LESS.” 

The young man in his 1930's 
can measure values in terms of 
things that were lacking in his 
dad’s car which he learned to 
drive 15 years ago. The list would 
cover nearly every detail, pertain- 
ing to physical and mental com- 
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| houses! 


The papers were the Long Island Press 
with 169,000 circulation ...and The News. 


, a two million dollar 


sale isn’t so much; less than $1 apiece from 
rhe News 2,275,000 daily circulation! Ain’t 


rful? 


1ything New Yorkers 


want, or even think they want... 
there is nothing in the world that will 
find more buyers for you, more quickly, more 
-ws. Fool around all 
you want with other media... but you'll stay 
in business longer, make more friends, 
influence more customers, pay more income 
taxes, when you use this newspaper! 





fort, so important in this mod- 
ern means of individual or family 
transportation. 

Count them yourself ... from 
bumper to bumper. Ask Dad how 


| | much those things would have cost 
when you were learning to drive. 
||Go ahead... 


ask him. He knows. 


Then ask Grandpa. He remem- 
bers when an ordinary windshield 
on an open car cost $100 extra; the 
old cloth tops $150 extra; head 
lamps $100; and those old single 
tube tires ... BOY! ... cars in 
those days were not “stripped.’ 
They were just born naked ; 
without even a diaper to help. We 
used to get $125 for a spare wheel 

* + * 

Titillating 

WNERS were happy in the old 

days with a car that afforded 
mere transportation. They went 
“chug! chug!” in their “Merry Olds- 
mobiles” .. . drivers and passengers 
“devil-may-care” in linen dusters 
and goggles .. . ladies with veils 
The ambitious American, tired of 
walking, took the first social step 
|forward, bought a bicycle. 

The more daring went for a mo- 
torycycle. “Putt ... putt... putt,” 
went the popping ponies with the 
light of love hanging on behind. Of 
course, the poor girl came home 





'“vibrating” and mad. Titillating 
|with terror ... them’s the words 
| for it. 


They bought a Ford, took on airs. 
Now papa wore his coat at dinner. 
\A “Buick Ten” (1910) passed them 
socially on the hill. The man’s in- 
jcome grew. His wife joined the 
|woman’s club, kept a maid. Papa 
|made the Athletic club, smoked 
|Corona Corona cigars, bought a 
|Cadillac. They had arrived socially 
|... envied by all. 

But .. . the average man 
| bought a car not so long ago for 
| $600... such as it was. Now the 
| same car lists at three times as 
| much, All he got then was the 
nameplate for his money and 
transportation. Now he gets a 
luxurious “Home on Wheels.” 

A list of what he now gets for 

|his money would fill a text book on 


|design . . . a treatise on modern 
|metallurgy ... a study of scien- 
tific comfort .. . a dissertation on 
|decibels . . . the fifth freedom ... 


|freedom from noise . . . and, more 
|than all the rest piled together, he 
gets an investment in happiness 
fand pride which will last him 
|through 100,000, maybe 200,000, 
|miles and come to the used-car 
|market retaining the value and 
| service that rests in the good name 
| of the car. 


The progress of the automobile 
toward perfection has been in keep- 
|ing with the constant demand of 
|all Americans for something bet- 
|ter. Those early engineers began 
with the standards of the “rule of 
| thumb.” 

+. + > 


The Builders 


OrvEe the years they have ad- 
vanced through research to 
|standards of high precision work- 
/manship. Chrysler, up from that 
locomotive shop in Ellis, Kans., and 
Oelwein, Ia.; Vance, up from the 
precision bench at Studebaker; Le- 
jland, up from apprentice days at 
|Brown-Sharpe; Kettering, up from 
|that telephone lineman’s job down 
|in Ohio; Sloan, up from the draw- 
ling board at Hyatt Roller Bear- 
ings; Knudsen, out of a bicycle 
|shop in Buffalo; Fred Zeder, al- 
| ways up with new ideas... dozens 
|more . . . thinking, thinking how 
|to make the product better. 

Price is merely what volume pro- 
|duction dictates must be paid for 
something we think we can’t do 
without . . . and the measure of 
price in a present-day automobile 
is not its cost in money but the 
terrific cost of having to do without 
the satisfactions it brings. 


‘Connecticut Assn. 


Elects 3 Officers 


HARTFORD, Conn.—The execu- 
tive board of the Connecticut Au- 
tomotive Trades Assn. has elected 
a treasurer, an assistant treas' rer 
and a secretary. The other officers 


were chosen at the annual conven- 
tion in October. 

Robert Pringle was _ reelected 
treasurer; Harry B. Hartley, 45- 
sistant treasurer, and Roger J. 
Soulen, secretary. K. D. She! < 

ou 


first was reelected secretary 
declined. 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 

iy IS well established law that 

all employers are responsible for 
acts of employes within the scope 
of their employment. Hence, if an 
employe, salesman, credit manager, 
ete., conceals from his employer 
important facts relating to the sale 
of an automobile the employer is 
primarily responsible. 

For example, in Casey v. Gib- 
son, 216 S. W. (2d) 266, the high- 
er court held that knowledge of 
an employe of an automobile 
dealer regarding a credit transac- 
tion renders the dealer liable in 
the same degree as if he had per- 
sonally received the information. 
The court said: 

“It is a general rule that notice 
acquired by an agent within his 
express, implied or apparent au- 
thority, is notice to his principal.” 

. * * 


Duty of Rear Driver 

AJ ODERN higher courts consist- 
1¥E ently hold that it is the duty 
of the driver of an automobile be- 
hind another automobile to regu- 
late the speed of his car with due 
care. Also, the rear driver must be 
prepared to avoid a collision in 
the event the forward driver is 
confronted with an emergency. 

For illustration, in Vinson v. 
Augusta, 54 S. E, (2d) 274, it was 
shown that driver named Augus- 
ta approached a parked auto- 
mobile from behind which a | 
pedestrian stepped. 

Augusta suddenly turned his au- 
tomobile in an emergency to pass 
the parked automobile and avoid 
striking the pedestrian without 
giving any signal. A motorist in 
the rear struck the parked car, 
knocking it against the pedestrian. 

In subsequent litigation the high- 
er court refused to hold Augusta 
liable for injuries to the pedestrian, 
saying: 

“It was Peek’s (rear driver) duty 
while driving behind the defend- 
ant (Augusta) to so regulate the 
speed of his car so as not to col- 


lide with the car.” 
* * = 


Not Valid Partnership 


CCORDING to a recent higher 
court a valid partnership never 
exists unless the testimony shows 
that both profits and losses were 
intended to be shared by the al- 
leged members of the business firm. 

For example, in Bussinger v. 
Ginnever, 213 S. W. (2d) 230, one 
Bussinger filed suit asking the 
court to dissolve a partnership | 
between himself and his alleged 
partner named Ginnever and di- 
vide the partnership assets. 

During the trial Bussinger testi- 
fied that several years ago Gin- 
never and himself entered into an 
oral agreement whereby they were 
to become partners in an automo- 
bile repair and servicing business. 
Bussinger proved that the busi- 
ness had prospered and he wanted 
his share of the large profits accu- 
mulated, 

Ginnever argued that there was 
no valid partnership. Since Bus- 
Singer did not prove that it was 
agreed both parties were to share | 
both profits and losses. the higher | 
court held that a valid partner- 
ship did not exist and that Gin- 
never need not divide the accumu- 
lated profits with Bussinger. The 
court said: 

“The burden was on plaintiff | 


Two Cities Order | 


75 Mack Buses 


NEW YORK.—Two bus orders, | 
totaling 75 units, have just been | 
received by Mack-International Mo- | 
tor Truck Corp., according to J. H. | 
Middlekamp, vice-president of the | 
company’s bus division. One order, | 
for 50 Model C-50 buses, has been | 
Placed by the city of Cleveland. 
These buses, with a seating capac- 
ity of 50, will be powered by super- 
Charged diesel engines. | 

he other order, specifying 25 
Model C-45 buses, was received | 
from Portland (Ore.) Traction Co. | 
These buses have a seating capac- | 
ity of 45. They will be powered by 
diesel engines and will be equipped 


tae hydraulic torque converter 
rive. 


ecisions 


(Bussinger) who alleged the part- 
nership, to establish such part- 
nership by a preponderance of 
the evidence .. .” 

Quite apparently, this legal con- 
troversy could have been elimi- 
nated if the parties had signed a 
written contract which clearly 
stated that both parties intended 
to share in both the profits and 
losses of the business. 

A striking disadvantage of a 
partnership is that any one part- 


ner may be responsible for the total | according to Ray Baker. 


amount of the partnership debts. | 
In other words, if only one part-| 
ner is financially responsible he is| 
obligated to pay all debts incurred | 
by the partnership business, al- 
though such debts are authorized 
solely by a partner who had little 
or no financial investment in the 


|partnership. On the other hand, if 


the partnership earns a profit, both 
partners share equally in the 
profits. 


Fire Ruins Baker Motor 

Baker Motor Co. (Ford), Wood- 
ville, Tex., suffered $75,000 damages 
from a fire which destroyed the 
dealership. Also ruined were the| 
company’s wrecker and three cars, | 


| Tyrell Chevrolet Loans School Car— 


| instructor. 


ca 


> 


For the second year, this Cheyenne (Wyo.) dealership has made available a driver-training 
car. Vern Hagestad (right), general sales manager, presents the car keys to James Murphy, 


| William Ullman, Washington correspondent, keeps AUTOMOTIVE NEWS readers up 
| to date on political and economic trends in the nation’s capital every week, 


Lioyd D. Crane, school principal, and Bobbie Logan, a student, look on. 


Ly 


PRODUCTION 


jp 22. 
GREY IRON CASTINGS 


a 


“ONE OF THE NATION’S ~ 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


a 


ESTABLISHED 


1866 


Tia Teme al hy 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 
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AUTOMOTIVE WASHINGTON 
Price, Wage Controls 
Believed on the Way 


By William Ullman 


Washington Correspondent 


ig wy IS A widespread belief in Washington that Presi- 
dent Truman’s request to increase the current defense 
budget from $25 billion to almost $42 billion leaves little 
doubt that price and wage controls will be a necessary se- 
quel. As a matter of fact, a statement by National Security 
Resources Board Chairman® a 

Symington before the Senate 
Banking committee the other | , 


be put into effect 
within the next 60 
days. Symington 


Department wants before we, you 
might say, straitjacket the econ- 
omy.” 

Later he was questioned by Sen- 
ator Douglas, Illinois Democrat, as 
to when the full impact on indus- 
try would develop. 

The NSRB chairman predicted 
that this would come in a “real” | 
way at the end of the first quar- 
| ter of 1951, that “it will grow 
from there on” and that in cer- 
tain cases it might come quicker. 

As the Senate committee made 
Symington’s testimony public, 


issued a statement calling for a| 
five-point program for all-out mo- | 
bilization. Among measures it urged | 
were firm price controls and the} 
stabilization of real wages on a) 
pre-Korean war basis through price | 
roll-backs and wage adjustments. 





Americans for Democratic Action | | 










L 





be required to handle that kind o 
a job is not ready.” 
* * * 


Controls Staff Inadequate 


N ECONOMIC Stabilizatior 
Agency official pointed out that 
lithe agency is in no position tc 
| impose such controls at this time 
It has a staff of only 150, while 
|OPA at its peak had a staff of 
=" 
| In an interview with Alfred 
Friendly, of the Washington Post 
ESA Director Alan Valentine de- 
|clined to state flatly that he was 
|contemplating direct wage and 
|price controls. But it was difficult 
|to draw any other inference from 
2 what he did say. 

- " “Certainly the situation in Ko- 
gow’ rea,” he declared, “has had drastic 

P and immediate effect on the eco- 
-—|}nomic and military situation here 
It’s the law: There’s a statute | These, in turn, are certain to affect 


(IF 


The ADA, which is headed by| against driving a car while asleep |the work of this agency in making 





day to the effect that by April 1\@ + fir ; 

the nation’s economy will feel the | ae } A a 

“real impact” of military produc- ally always|Francis Biddle, former attorney! jn Memphis. 
_ general, also advocated: (1) Fed-| eee 


t'on has been taken generally as 
an indication that the government 
may impose such controls by that 
date. 

Symington was asked by Senator 
Capehart, Indiana Republican, 
whether he believed all features of | a 
the Defense Production act, includ-| Wm. Ullman 


dependent upon 
what world devel- 
opments are... 
we ought to try 
and give the pres- 
ent controls more 
chance and get a 
little clearer view 


erally-enforced expansion of indus- 
try to meet national and interna- 
tional needs; (2) an excess profits | 
tax and a higher corporation tax, 








time rent controls. 


ing price and wage controls, might | of exactly what it is the Defense |said that the time is here for wage | thing, the organizatio 





..ebefore the Ranco Fresh Air Heater Control 


Remember those freezing winters when you 

had to drive a car bundled up like St. Nick him- 
self? Then, more than 10 years ago, Ranco developed 
and introduced the Fresh Air Heater Control— 
providing a new kind of driving comfort to millions 

of car owners. Today the famous Ranco control 

is widely accepted by the automotive industry. 


Today specific, precision-built Ranco 


controls fit the ‘‘weather'’ requirements of any 


7s Th) ha 


ae 


new model car. Leading automobile manufacturers 
keep an eye on the weather with Ranco! 


Kanco Duc. 


COLUMBUS 1, OHIO 


by Ranco 





WORLD’S LARGEST MANUFACTURERS OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 


land price controls in the case of | 
important scarce materials. 
while advocating selective controls 
and (3) reestablishment of war- | he added: “I am against putting) 
\into effect at present any overall | the necessity to impose wage and 
For one) price freezes without advance 


Senator Byrd, Virginia Democrat,|OPA type of controls. — 
n which would; warning or a waiting period. 








The Finest Cars are Comfort-Controlled 


more prompt action against infla- 
tion necessary. 

“It is still impossible to state 
| finally, for obvious reasons, the pre- 
cise timing of such action or its 


>| nature.” 


The “obvious reasons” include 


| Otherwise there would be a rush 


| of increases before the effective 
| date of the action. 


Valentine also indicated he was 
| resigned to some form of wage- 
|price action by saying that future 
and still unknown circumstances 
“might determine the extent selec- 
tive price controls were or were 
not to be applied as compared to 
overall wage and price controls.” 


He went on to point out that as 
a practical matter there was the 
| “obvious necessity of having an 
| adequate staff to deal effectively 
|with any action we may take.” 


| 

| Nevertheless, said Valentine, “no 
;one should assume that he will 
|await full organization before tak- 
| ing action, in whatever form action 
'may seem to us necessary.” 

* * 


Not Deductible 


Truck operators who violate the 

; loading allowances on_ state 
highways no longer will be able 
to deduct their court fines as busi- 
ness expenses in making their in- 
come tax returns. 


Internal Revenue Commissioner 
| George J. Schoeneman last week 
set aside an eight-year rule by de- 
claring that truck operators can- 
|not take a tax deduction for fines 
they pay for violating state weight 
and length laws. 

Schoeneman said the new ruling 
applies only to fines “paid or in- 
curred” on and after Dec. 1. The 
commissioner’s decision ends a war- 
time privilege that was accorded 
trucking firms throughout the na- 
tion in 1942. 

Because of the heavy demands 
on trucking companies during 
World War II for the shipment 
of critical war materials, the In- 
ternal Revenue Bureau sympa- 
thetically ruled that convicted 
companies could deduct the fines 
paid as legitimate business ex- 
penses, 

In the postwar years, however 
a storm of protest against this 
practice was raised by state offi- 
cials throughout the country who 
charged that the excessive over- 
loading of trucks was gradually 
ruining the nation’s highways , 

They asserted that the tax loop- 
hole contributed to overloading 
since the fines in many cases were 
negligible compared to the profit 
derived from the violation of the 
weight laws. 
* = o 


States Warned 


‘Th Department of Defense last 

week in a letter addressed to 
all state governors proposed a 
method for curbing non-defense 
overweight truck shipments by “ir- 
| resvonsible truck onerators.” 

The letter stated that the de- 
| partment has received reports that 
the increasing movement of defense 
cargoes has enabled some truckers 
|to claim urgent militarv necessitv 
as an excuse for violating weight 
and size restrictions on highway 
| movements. F 

It then suggested that each gov- 
ernor designate one official who 
| will be authorized to grant waiv- 
| ers or permits on illegal loads 
| when requested by authorized 

(Continued on Page 46, Col. 1) 
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Failure to Re-Budget Expenses Causes Drop 


| In 1950 Net Operating Profit 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 


[' : interesting to note in the 
NADA survey of dealer opera- 
tions nationally, as published in the 
N Vv. 


taken place in the 
first half of this 
year as compared 
with the first half 


profit of dealers 
included in this 


from 7.6 percent | 
of total sales to 
6.4 percent of to- 
tal sales in these 
periods. This de- 
cline in net operating profit is 
accounted for by a decrease in the 
percentage of gross profit of all 
departments from 20.9 percent of 
total sales to 18.5 percent of total 





J. B. Van Tassel 


sales and a decrease in the per-| 


centage of total expense to total 
sales from 13.3 percent to 12.1 per- 
cent. 

On the basis of a total gross 
profit of 20.9 percent of total sales 
and a total expense of 13.3 per- 
cent of total sales, these dealers 
showed a net operating profit of 
7.6 percent in 1949. However, in 
1950 the total gross profit was 
reduced to 18.5 percent and total 
expense was only reduced to 12.1 
percent, so the net operating 
profit was reduced from 7.6 per- 
cent of total sales in 1949 to 6.4 
percent in 1950. 

Had these dealers been control- 
ling their expenses in line with a 
combination of sales and_ gross 
profits, then they would have re- 
budgeted their expenses on a basis 


of 10.9 anneal of total sales in 
Alabama pr 
Opens Plans for 
Traffic Safety 
MONTGOMERY, Ala. — An in- 


tensified traffic safety program 
based on a local dealer committee 
plan has been decided upon by 
officers and directors of the Auto 
mobile Dealers Assn. of Alabama. 

President Rush Stallings, of 
Montgomery, and Safety Chairman 
Mel B. Casler, of Birmingham, will 
appoint dealers throughout’ the 
state to work with local law en- 
forcement authorities on the traffic 
problem. They will work through 
the office of Executive vice-presi- 
dent Frank R. Broadway, Mont- 
gomery. 

Dealers in each county and com- 
munity will consult with police 
officials and_ sheriff’s officers on 
local traffic hazards and methods 
of correcting them. The dealers also 
will make available for distribution 
to school children and grown-ups 
a continuous supply of safety book- 
lets and other materials. 

Through the dealers, new de- 
velopments in the field of safety 
will be channeled to local authori- | 
ties. With Broadway’s office as a 
clearing point, any worthwhile sug- 
gestions and plans developed in one 
town or county will be passed along 
to other cities and counties. 

This program is a continuation 
of the Alabama dealers’ general 
traffic safety promotion, for which 
the organization won a national 
award of merit from the American 
Trade Assn. Executives recently. 

Stallings said: “I believe it is only 
it the local level that we will be| 
ible to accomplish the desired re- |} 
sults of correcting today’s traffic 
hazards and educating tomorrow’s 
irivers.” 


Lynch Gets Buick Deal 

William C. Lynch has taken over | 
as owner of Springfield Buick Co., | 
630 Main St., Springfield, Mass. He 
had been general manager of the 
dealership since 1935. Under 
Lynch’s directien, Springfield Buick 
was cited by the military in 1943 
for outstanding performance on 
war contracts. The firm started a 
tool production department in 1942 
and doubled its output capacity 
within a year. 


27 issue of AvToMoTIVE NEWS, | 
some of the changes that have 


of 1949. First, the | 
net operating 


survey dropped | 


Automotive News.) 


order to maintain the 7.6 sania 
net operating profit they made in 
1949 

N OTHER words, on the basis of 

a total gross profit of 18.5 per-| 
|cent in 1950, less a desired net oper- | 
ating profit of 7.6 percent, the 
allowable expenses to total sales 
should have been 10.9 percent of 
total sales. 

The more competitive the new-| 
car market gets, the harder we | 
have to fight with our new-car| 
profit dollars to beat competition. | 
When we use these new-car gross | 
profit dollars to get more new-car 
|volume, we must reduce expenses | 
if we are to protect our net profit 
picture. 

So the best way to do this is | 
to control your expenses on a | 
sliding scale basis in relation to 
gross profit margin as produced 
by current new-car volume and, 
of course, _ depending on how 
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KENT-MOORE SPECIAL TOOL MANUAL 


| ear would be the reduced amount 
| of new-car gross profit per car. 


experience 





much net profit you want to 
make on the sales volume. 

In this survey, we also find where | 
the selling expenses have increased | 
from $130 per new car delivered in | 
1949 to $134 per car in 1950. Of) 
course this difference of $4 per car 
doesn’t look like much, but when 
you multiply it by this year’s esti- 
mated production of nearly 8,000,- | 
000 vehicles, it accounts for $32,-| 


000,000 of lost profit to dealers | 
in 1950 
N THIS survey, NADA shows | 


where the amount of total ex-| 
pense decreased from $485 per new | 


ei 


% 


; a” 
iS 


yeh d 
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eee aw 
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car delivered in the 1949 period to| ~@ 


| $403 in 1950, or a reduction of $82 | 


per car. When you consider that | 
approximately 70 percent of this} 
total expense is made up of so-| 
called fixed items, coupled with the 
|fact that automobile production is 
up better than 25 percent this year 
|over last year, I doubt very much 
that expenses have been actually 
reduced anywhere near this amount. | 


What I don’t find in this analy- 





| sis and what I think should be a 


very interesting comparison to tie | 


in with the trend of expense per | 


Personally, I know from my own | 
in analyzing dealers’ | 


| We know the job’s 


KENT-MOORE 


SPECIAL SERVICE TOOLS 





| trend 


|pared with 1949. 
|analysis as shown in this survey, | 


Poa 





Steffan Motors Shows Contrasts— 
This Hamburg (N. Y.) Studebaker dealership featured a display showing 75 years of 


transportation changes. At far left is an 1876 surrey 


is a 1911 car. 





statements nationally that 
duced because of the increased) 
in overallowance and dis- 
counts on new cars in 1950 as com- 


In the used-car 


this | 
|new-car trading profit has been re- | 


“with the fringe on top."’ In the center 





the 1949 period to $10 per used car 
in 1950. This drop of course ac- 
counted for some of the decrease 


|in total gross profit from 20.9 per- 
|cent to 18.5 percent. 


(Any questions concerning busi- 
ness management will be gladly 


the amount of used-car gross profit | answered by J. B. Van Tassel, 


decreases from $83 Per used car in| 
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It's a good feeling to know from the start that every job you do is going 


FOR “HYDRA-MATIC" TRANSMISSIONS! 


Here it is! 8 fact-filled illustrated pages describing 
the essential Kent-Moore Special Service Tools re- 
quired to perform factory-recommended “HYDRA- 


MATIC” service on Cadillac, Oldsmobile, Pontiac, 


Lincoln, Nash, and Kaiser-Frazer 
free... 


| Sold by 
| 
| 
\ 
| 






p00 


«MO 





ENGINEERS AND 


cars. And it's 


© 


GENERAL 


yes, absolutely FREE! Yours for the asking 
without obligation. So send for your copy today! 


each job done right . 
with greater profits for you. 

So if you want to increase your service volume, boost profits, build 
if you want to save the time, money and 
effort that’s wasted by makeshift service methods, better send for the 
brand new 1950 Kent-Moore Special Service Tool Guide. It contains all 
the information you need to select the tools you have to have. 


Kent-Moore 


lasting customer confidence... 


. better, faster, easier .. 


RGANIZATION, 


MOTORS BUILDING ¢ 


inc. 


to be done right. Right for you and right for your customers. And that’s 
the feeling you get when you're properly equipped with Kent-Moore 
Special Service Tools. For Kent-Moore, you know, has specialized in 
Automotive Service Engineering over the past 30 years. Working with 
major automobile manufacturers, they study service methods, chart 
service operations. Then, for each new model car, they design, engineer 
and manufacture the special service tools and equipment required to zet 
. more economically, too, 


DETROIT 2, MICHIGAN 


Sales and Service Engineering Representatives in Principal Cities Coast-to-Coost 


MANUFACTURERS OF 
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HA 
_ 
to change 


use, duit. 


lf you're like a lot of advertising men, you probably don’t 
know an ohm from a kilowatt. Electrodynamics—that’s for a 
different fraternity. 





But there’s one kind of power that’s your bread and butter 
—the power to move merchandise through advertising! 


The power lines that transmit your sales messages are the 
media you use. 


Among national magazines, the three big Sunday magazines 
are the high-voltage transmitters. Through mass circulation and 
exceptional readership, they pack more merchandise - moving 
power than anything else around! 

Mighty METRO, the picture magazine section in more 
than a score of the nation’s leading newspapers, leads the other 
Sunday stalwarts, American Weekly and This Week, in both 
circulation and readership! 


First, Circulation: Metro delivers 40% more circulation 
than either of the other two! Metro has the world’s largest 








AoW 


Le 


you sure can understand 
the power of METRO... 


THE WORLD’S LARGEST 
MAGAZINE CIRCULATION! 


ASTONISHING READERSHIP 
OF EDITORIAL AND ADS! 





magazine circulation—and it’s worthy of bold face type: 


METRO circulation ....over 14,000,000 


Metro has 50% to 100% coverage, not only in every one of its 
publishing cities, but in 541 of the’ nation’s leading cities! 
Metro's circulation is concentrated where two-thirds of all retail 
sales in the U.S. are made! 


Readership: Metro’s is electrifying! Your ads in Metro 
can get up to three times higher average readership per dollar 
—among both men and women—than in other leading maga- 
zines! Compare 1949 campaigns that ran in Metro and in other 
leading publications. Or, better still, easier still, let your Metro 
man show you the detailed, impartial figures! 


You don’t have to be an M.I.T. professor to appreciate the 
power of Metro! Just switch on the juice—the Metro powerline 
will transmit your sales message to the largest magazine audi- 
ence in the world! 


Individually edited by these leading Sunday newspapers: 


ATLANTA Journal-Constitution CLEVELAND Plain Dealer 


BALTIMORE Sun DES MOINES Register 

BOSTON Globe and/or Herald DETROIT News and/or Free Press 
BUFFALO Courier-Express INDIANAPOLIS Star 

CHICAGO Tribune LOS ANGELES Times 
CINCINNATI Enquirer MILWAUKEE Journal 


ST. LOUIS Globe-Democrat 
and/or Post-Dispatch 


MINNEAPOLIS Tribune 
NEW ORLEANS Times-Picayune & States 


NEW YORK News ST. PAUL Pioneer Press 
PHILADELPHIA Inquirer SEATTLE Times 
PITTSBURGH Press SPRINGFIELD Republican 
PROVIDENCE Journal SYRACUSE Post-Standard 


WASHINGTON Star 


—— 





AUTOMOTIVE NEWS, DECEMBER 11, 1950 


LOCAL INTEREST 


unmatched among national magazines! 


It’s the reason for Metro’s great ad readership. 


People like to read about what they énoze about! They like 
to see their neighbors, their friends, local events and insti 
tutions in print. That’s a basic principle of journalism. 
Unfortunately, national magazine editors can follow it in 
only a token way. 

But not the editors of Metro! Metro, edited on the spot 
by each of its member papers, provides /ocal and sectional 
interest that no other leading national magazine can approach! 
‘The readers of Metro feel at home in Metro's pages and 
they read Metro cover to cover—editorial and ads! 


The FOCAL FEATURES are LOCAL FEATURES! 





THE GOLDEN TRIANGLE in the City of Steel is having its face lifted. Pittsburghers 
like to see pictures and stories about it. Metro, edited independently in Pittsburgh, 
gives its readers articles and pictures of the local scene. It’s a special magazine for 


Pittsburgh, read from cover to cover. 





Tans aonmmemameNess = 





BUFFALO’S LOST IN THE SHUFFLE in most national magazines. There may be 

a piece now and then about Niagara Falls and that’s about all. But in Metro, 

edited right in Buffalo, Western New Yorkers see their story every week! 
' That’s why they read Metro so avidly. 





AUTO MOTIF. The Detroit edition of Metro is angled toward the interests of the 
people of Auto-dom. The editors know that Belle Isle is more interesting to 
Detroiters than Catalina, that Birmingham, Mich., is more interesting than Bir- 
mingham, Ala. In Metro, readers feel at home. 





METROPOLITAN SUNDAY NEWSPAPERS, INC. 


Sales Offices for 
Metro Magazines and Metro Comics... 


‘NEW YORK ° CHICAGO - DETROIT 
SAN FRANCISCO > LOS ANGELES 


ff 
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.. Merchandising 


Memos to Dealers 


By Bob Finlay 





CC the war news shifting so 
rapidly, yesterday’s ads may be 
worthwhile only as wastepaper. 
We've been looking in vain for a 
market that might be _ called 
normal. But the only consistent 
thing about the market is that it 
is changing from week to week. 
Tomorrow may bring a rush 
of buyers prodded by war fears. 

Just in case that doesn’t develop, 
however, here are some of the 
gimmicks used the other day 
when sales were slow to try to 
lure the buyers in: 

Sumption Motors in Rock Island, 
fll., stressed the theme of “person- 
ally endorsed” used cars, 

In Kansas City, Kans., Clasen- 
Morse Chevrolet offered free home 


radios with used cars in a recent | 


sale. 
Sanders (Dodge-Plymouth) in 
Des Moines advertised that “X 


marks the spot for low down pay- 
ments,” explaining that the low 
down payment was due to re- 
duced prices. 

Over in Kansas City, Mo., Allbrit- | 
ten Motors pointed up that all cars | 
were winterized and priced below | 
the market. 

Reduced prices was a _ repeated | 
refrain for many dealers. 

* * * 


Lease Storm 

N MILWAUKEE, Capital Sales 

(Lincoln-Mercury) stirred up a 
storm among used-car dealers by | 
advertising an “exclusive car use | 
plan” for used cars, quoting low 
down payments and easy terms. 
Then the Badger Used-Car Deal- | 
ers Assn. took an ad to warn pros- 
pects: 

“Be sure to buy, not just rent a 
car.” B. J. Koeppel, treasurer of 
the association, declared the ad was | 
misleading. 

In a counter advertisement, 
Capital Motors asserted that “It 
is cheaper for you to lease a car.” 

Edward M. Goemans, owner of 
Capital Sales, said the public re- 
sponse to the plan had been tre- 
mendous. 

An attorney for an automobile 
dealers’ group said that if any of 
the rental payments were applied 
as any part of an eventual purchase 
price of the car there would be a 
violation of Regulation W 


* * * 


Meet the Men 


EINRICH MOTORS (Chevrolet) 
in Rochester, N. Y., brought its 
entire personnel to the attention of 





Industry Opposes 
Direct Curbs on || 


Prices, Wages 
NEW YORK. - 


Unless another 
war occurs, industry generally is 
opposed to use of direct price and 
wage controls, according to a sur- 
vey by the National Industrial Con- 
ference board. 

Controls at this time could de- 
stroy much of industry’s incentive 
to produce and thus hamper rather 
than help defense, the survey 
pointed out. 

However, if controls must be im- 
posed, industry favors “across the 
board controls,” rather than meth- 
ods now planned, it said. 

The opinions of 174 manufactur- 
ing firms checked by the board 
were predicated on the fact that! 
an increase in the proposed defense 
budget was small in relation to the 
size of the country’s total economy. | 

The buying wave brought about 
by the Korean war has abated and | 
industry believes it can now suc- 
cessfully police its customers 
through allocating materials on a} 
yoluntary basis, thereby avoiding 
the necessity of government con- 
trols. 

Some opposed controls, it was 
said, because indirect curbs such 
as credit restrictions and tax legis- 
lation might obviate needs for 
other controls. 





the motoring public through an in- 
stitutional newspaper ad _ built 
around the theme: 

“Meet the Men Who Meet the 
Public at Heinrich’s.” 

Jopy read: “We’re proud of our 
personnel at Heinrich’s—just as 
we’re proud to represent General 
Motors and Chevrolet in Ro- 
chester. Many of you already 
know many of our people—many 
of those pictured may be known 
to you from associations other 
than with our organization. 

“If you are a present Chevrolet | 
driver or are now interested in a} 


| 


car or truck, come in and be as-| 
sured of a friendly greeting . 


vy 















|from any one of us whose picture 
|appears on this page.” 


Photos of 26 employes’ were 
| carried in the ad. 
| Orchids 


— the Studebaker showing, | 


Morse-Batchelder in Manchest- 
|er, N. H., offered to any woman who 
|brought her husband to the show- 
rooms to see the new 1951 Stude- 
baker two “Princess Aloha” orchids 
from a supply flown fresh from 
Hawaii. 


The Why of It 
ALKER’S OLDSMOBILE 
Wakefield, Mass., 

| customer is entitled to explanations, 
and it gives them in its advertis- 
ing. 


* * 


|time to buy your new or used car 
|at Walker's, famous for car values,” 
| the firm asked: 
| Why?” 

The answer: 


|is perfect in engineering, tone and 
beauty and is proven in the 1950 
models. Immediate delivery. Free 
storage till next year. Also our used | 
|cars have been reconditioned and 


months ahead. 





H. JAY HAYES 


pioneer auto body builder 
says: 


in | 
believes the 


In an ad, captioned “Now is the | 


“Want to Know! 


“New 1950 Oldsmo- | 
|bile, the car that has everything, 
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Pontiac Ad Personalities— 


B. B. Kimball (third from left), 


girls in the firm's 1951 advertising campaign, 


Pontiac advertising manager, 
greatest in its history. At extreme right are 





is shown 


with a few of the 


John Daly and Arlene Francis, TV personalities featured in Pontiac video spots, and Brad 


shaw Crandall, 


lear in in trade to keep our mechanics 


| working during the winter 


| Also our used car prices are at 


new or used Chevrolet passenger | made ready for the hard winter|their lowest level now. Take ad- 
vantage of our high trade-in offer 


“We would like to take your old!on either a new or used car today.” 
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Gabriel Horn . 
Inner Tube. . 
Lamp covers . 
Trunk rack. . 
Casing Cover . 
Foot Rest. . 
Robe Rail . . 
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APRIL 23, 1907 





Top with curtains. . . . 
Warner Speedometer .. 





who has created Pontiac art for a number of years 
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BILL OF SALE 


MODEL H -- 4 CYLINDER 


$ 95.00 


$ 







60.00 
15.00 
8.80 
6.00 
5.00 
4.00 
3.00 
1.25 


198.05 


1800.00 
$1998.05 







END RAILS AVAILABLE FOR MOST MODELS 


Elro Appoints Wahl 
Appointment of Ben J. Wahl as 
new and used-car sales manager of 
Elro Motors (Hudson), 


has been announced by A, J. Al- 
bers, president. 


Cincinnati 






























































Pictured at left 1905 Packard 
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In Their Fight 


By Bernard Brown 


Staff Correspondent 


NEW YORK. — The big dealers 
long New York’s “Automobile 
Row”’—Broadway between 55th and 
57th Sts.—don’t like Regulation W 
iny more than the dealers in 
Podunk and Pottawatomie, but they 
aren't taking it lying down. 

Sales admittedly have taken a 
nosedive since government re- 
strictions were clamped down on 
credit sales of motor cars. But 
that has helped revive a lost art 
in the disposal of new and late- 
model used cars: Salesmanship. 
An example of the new approach 
is contained in the message posted 
in the window of Charles Kreisler, 
Inc., (Nash), 1745 Broadway. It 
reads something like this: 

“Hey, Wait a Minute! Govern- 
ment regulations are easier than 


you think. Check these prices. They | 


are lower than before Korea.” 
Other big dealers along “Automo- 
bile Row” are advertising drastic- 


65 Weeks to Pay! 


N. Y. Dealers Are Stressing Salesmanship 


_AUTOMOTIVE NEWS, DECEMBER 11, 1950 _ 


Against Reg. W 


|cars. Instead of talking about only | 


| 15 months in which to pay, they 


|are now saying, “Look, you've got | 


65 weeks in which to pay!” 

Psychologically, that is a device 
that attracts many people. “Sixty- 
five weeks” sounds like a longer 
period than 15 months, even though 
it describes the same interval of 
time. 

One dealer, who preferred to 
remain nameless, put it this way: 
“Some of these birds have very 

| short memories. They’ve had it 
so good for so long they’ve com- 
pletely forgotten how to SELL 
automobiles. 

“There is no reason why they 
can’t apply pressure for the re- 
moval or easing of credit restric- 
tions and at the same time apply 
some good, old-fashioned salesman- 
ship to the problem of moving cars 
off their floors. Did they think the 
honeymoon was going to last for- 
ever?” 


This dealer admitted that his | 
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sir. Tomorrow’s 


“There you are, 
car today!” 


15-month credit limitation went into 
effect, but he says it has taught 
him once again the importance of 
salesmanship and the dangers in- 
herent in lazy thinking and lazy 
habits, which afflict all dealers 
when business is “too good.” 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 


ally lower prices of late-model used | sales had dipped sharply since the | and sales every week. 
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PIPROPIT MAKER IN THE INDUSTRY 
And Now Today 


HELMS GRILLE 
DECK GUARDS 


destined to be your key profit 





maker in ’51 











THE 


GRILLE 





HELMS INDUSTRIAL DEVELOPMENT CO. 


62 8B Keeler Building 
GRAND RAPIDS, MICHIGAN 
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New York Dealers Propose 
=| | Fairer Jobless Pay Law 


ALBANY.—A proposal that New 
York state provide more incentive 
for stable employment was made 
at a hearing of the joint legislative 
committee on unemployment insur- 
ance administration by George D. 
Gardner, Binghamton, president of 
the New York State Automobile 
Dealers. 


Gardner suggested that a “more 
realistic and fair experience rat- 
ing system,” based on each em- 
ployer’s individual employment 
experience, would offer business 
an effective and reliable incen- 
tive to eliminate avoidable un- 
employment. 


“Automobile dealers in New York 
state have not had any unemploy- 
ment in their business for more 
than a decade,” he declared. “They 
have occasioned very little, if any, 
drag on the unemployment insur- 
ance fund. 

“Yet, despite this fact, every deal- 
er is forced to contribute an aver- 
age of $90 a year per employe to 
the fund. These dealers get no con- 
sideration for maintaining stable 


s 
SS 





GUARE 


HELMS 
' 
i 


employment, but instead are forced 
to contribute toward the support 
of seasonal and unstable indus- 
tries.” 

Gardner said a recent survey 
showed that automobile dealers 
in New York state employ more 
than 100,000 persons, at an aver- 
age annual salary of more than 
$3,200. In addition, he said, about 
400,000 persons in the state are 
dependent for their livelihood on 
the automobile dealer business, 

“Many of the 2,100 members of 
the New York State Automobile 
Dealers,” he said, “have voluntarily 
provided a number of additional 
benefits, such as life insurance, hos- 
pitalization and pension plans, for 
their employes. However, if too 
heavy a financial burden is placed 
on the dealers, they will not be able 
much longer to do the things they 
would like to do for their employes. 

“Thus, the constant drain on em- 
ployers who are required to make 
unfairly high unemployment insur- 
ance contributions will actually 
work to the detriment of employes. 
It wiil also hurt all retail busi- 
nesses, since it will force those in- 
dustries which can carry on their 
work elsewhere to move out of the 
state.” 

Gardner pointed out that indi- 
| Vidual experience rating, which 
| takes into account the past ex- 
| perience of each separate busi- 
ness, is already in effect in the 
state workmen’s compensation 
program. He said it could be 
made to work in the administra- 
| tion of unemployment insurance 
without additional expense or red 
| tape. 

Gardner also urged that the pres- 
|ent unemployment insurance law be 
jamended to bar payments to em- 
ployes who leave a job of their 
own volition, or who are fired be- 
cause of misconduct. 

“At present,” he said, “too many 
employers have had employes who 
refuse to do their work, who are 
insolent to their customers and who 
|do things that are definitely detri- 
mental to their business in order 
to get fired and live off unemploy- 
ment insurance. The employers 
\Should not be forced to pay the 
freight for such employes.” 
Gardner declared that the “en- 
| tire intent of unemployment in- 
| surance is being ruined by loop- 
| holes in the law. 
| “This law was enacted to tide 
over those persons who lose their 
jobs through no fault of their own,” 
he declared. “It was not intended 
to permit persons to take a vaca- 
|tion for a few months while being 
| subsidized by their employers.” 
| Gardner said the New York State 
| Automobile Dealers were members 
of the New York state conference 
;on unemployment insurance, and 
{subscribed to the entire program 
|which that organization submitted 
|to the Hughes committee. 

Dealers from all parts of the state 
and their representatives appeared 
at the hearing. Among those pres- 
ent were: Norman C. Lawson, of 
Central Valley; William G. Her- 
pich, president of the Rochester 
Automobile Dealers Assn.; Marjorie 
Baker, executive secretary of the 
Buffalo Automobile Dealers Assn.: 
William Haas, president of the 
Greene County Automobile Dealers 
Assn.; Harold Craig, vice-president 
of the Albany Garage, Inc., Albany; 
Carl E. Fribley, chairman of the 
board, Chenango County Automo- 
bile Dealers Assn. and NADA di- 
rector and public relations com- 
mittee chairman of the state asso- 
ciation; A. Richard of Poughkeep- 
sie, president of the Dutchess Coun- 
|ty Automobile Dealers Assn., and 
C. D. Henderson, executive vice- 
president of the state association 
| 


K.C. Buses Shift 
‘To Propane Fuel 


KANSAS CITY.-—-In the hope of 
obtaining cleaner and more power- 
|ful engine operation, the Kansas 
| City Public Service Co. is convert- 
|ing nearly half its fleet of buses to 
propane fuel. 

The company said that during 
ithe next few weeks 114 of its 288 
buses would be converted to the 
high-octane fuel, and an additional 
30 new coaches would be fitted for 
propane at the factory 
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Reports from Various Areas... 


Auto Market Page 





Market Influences 


Editor’s Note: New-car sales 
reports from some cities indicate 
relatively small declines since 
Regulation W was tightened Oct. 
16. In some instances, registra- 
tions have increased although 
dealers insist that sales are off 
as much as 50 percent. 

It should be remembered that 
there are three factors affecting 
these registration reports: (1) 
Time lag—There is often a lag 
of several weeks between the 
sale of a car and its registra- 
tion; (2) Distress sales—Observ- 
ers contend that many dealers 
are discounting heavily in at- 
tempts to move stocks, and, (3) 


new-model cleanup. 
a * * 


Columbus, O. 


Credit regulations, model changes, | 
weather and just about everything 


else that adversely affects automo- 
bile sales got together in Franklin 
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county (Columbus), O., during No- 

| vember to reduce auto registra- 
tions to the lowest level of the year. | 

New-car sales during the month 
amounted to 1,354 units, against 
2,193 in October. The November | 

| figure was the lowest monthly 
total of 1950. 


The same thing was true for 


62; Ford, 198; Henry J, 9; Hud- 
son, 60; Kaiser, 12; Lincoln, 6; | 
Mercury, 63; Nash, 32; Oldsmo- | 
bile, 61; Packard, 30; Plymouth, | 
169; Pontiac, 96; Studebaker, 18; 
Willys, 5, and miscellaneous, 4. | 
| New-truck sales were: Chevrolet, | 
| 64; Diamond T, 2; Dodge, 28; Ford, | 
|36; GMC, 16; International, 6; | 
| used-car sales. Only new and used-|Mack, 7; Reo, 1; Studebaker, 12, 
truck sales missed hitting the bot-| and White, 1.—(Bert Strang.) 
|}tom during November. Used-truek | * * * 
| transactions totaled 483, more than H 
|the 401 sold in February, but less ouston 
New-car sales in November 


| than any other month this year. 
New-truck sales in November |Harris county (Houston) dropped 
| amounted to 173 units, four more |‘t° 2,325 units, the lowest total since | 789, and last month dropped to 
than were sold in January, but |!@st April when only 2,250 new cars| 2,925. 
were titled, due principally to the New -truck and commercial-ve- 


lower than the total for any other 
|month of 1950. Used-car sales to- fact that Chrysler Corp. dealers had | hicle sales continued strong, how- 


in | presented to Linn at a 





|taled only 5,961, well under the| Virtually no new cars to sell at/ever, with 541 sold in November, 
previous low of 7,233 set in Feb- | that time. against 564 in October and 629 in 
ruary. | The November total of 2,325 | September. 


Earl McMillian led Ford dealers 
in the county with 127 new-car 
sales. Dow Motor Co. paced Chev- 
| rolet outlets with 94, while Burkett 


new-car sales continued a trend 
begun in October. New-car sales 
in September amounted to 3,443; 
in October, the figure fell to 2,- 


New-car sales by makes in No- 
vember were: Austin, 2; Buick, 
132; Cadillac, 40; Chevrolet, 281; | 
Chrysler, 37; DeSoto, 37; Dodge, | 


ie beautiful thing about those empty Quaker State cans is the 
way they keep on piling up. 


Each one means a sale completed. Each one is a tribute to the extra 
quality and extra protection that have made Quaker State such a 
country-wide favorite with motorists...such a steady source of 
income for dealers. 


Made from 100° pure Pennsylvania grade crude oil, Quaker State 
is refined with the most modern oil processing equipment and tech- 
nical skill unsurpassed in the industry. It is the finest motor oil, 
we believe, produced anywhere in the world. 


| 
| 
| 
| 


Quaker State Motor Oil - Quaker State Superfine Lubricants - Quaker State Oil Refining Corporation - Oil City, Pennsylvania 





Ford Cites New Orleans Motor— 

New Orleans Motor Co., 180! Canal St.. New Orleans, was awarded the Ford Four Letter 
| Plaque. Olin Linn (center), president, is receiving the award from C. H. Weigand (left) 
| district manager, and E. S. Davidson, assistant district manager (right) 
banquet given to his 112 employes 


The plaque was 


Motors, Inc., headed the Plymouth 
dealers with 74 sales. 


MeMillian also led the new-truck 
sales field with 69 deliveries, fol- 
lowed by Raymond Pearson (Ford) 
with 40 and Jack Roach (Ford) 
with 34. 

New-car sales by make in No- 
vember were: Anglia-Prefect, 1; 
Buick, 170; Cadillac, 53; Chevro- 
let, 406; Chrysler, 40; DeSoto, 70; 
Dodge, 140; Ford, 485; Frazer, 1; 
Hudson, 28; Kaiser, 8; Henry J, 
21; Lincoln, 36; Mercury, 224; 

| Nash, 51; Oldsmobile, 99; Pack- 

| ard, 30; Plymouth, 282; Pontiac, 

137; Studebaker, 41, and Willys, 2. 
| New-truck and commercial-ve- 
|hicle sales were: Chevrolet, 170; 
| Dodge, 36;. Ford, 225; GMC, 42; In- 
|ternational, 49; Mack, 2; Stude- 

|baker, 5; White, 11, and Willys, 1 
-(R. Fenoglio.) 

* 


* * 


Cincinnati 


The October total of 2,956 new- 
|ear registrations in Hamilton coun- 
ty (Cincinnati) brought the 10- 
month cumulative figure for 1950 
Ito 29,742 units. This topped the 
itotal for the entire year of 1949 
by 2,769 units. Registrations during 
| October declined less than 100 units 
|from the previous month’s figure. 
| Used-car volume also showed a 
slight decline during October, with 
|2,848 units registered compared 
with 2,968 in September, but again 
the 10-month total of 32,531 for 
1950 was greater than last year’s 
12-month figure of 29,170. 

New-truck sales for October 
jumped to 477 units from Septem- 
ber’s total of 394, advancing this 
vear’s 10-month total to 4,279—some 
700 units ahead of the total 1949 
figure. 

New-car registrations by make 
for October were: Chevrolet, 637; 
Ford, 621; Plymouth, 416; Buick, 
214; Oldsmobile, 168; Pontiac, 164; 
Mercury, 189; Dodge, 119; Stude- 
baker, 31; Nash, 44; Chrysler, 83; 
DeSoto, 67; Hudson, 17; Packard 
46; Cadillac, 51; Kaiser, 27; Willys, 
9; Lincoln, 9; Crosley, 5; Henry J 
36; MG, 2, and Hillman, 1. 

New-truck sales during the month 
were: Ford, 154; Chevrolet, 154; 
International, 21; GMC, 48; Dodge, 
23: White, 41; Mack, 5; Studebaker, 
14; Willys, 5; Diveo, 2; Diamond T 
4; Federal, 1; Reo, 2, and Autocar 


3.—(Emery Bacon.) 
* * * 


San Antonio 


Although dealers reported that 
credit regulations seriously cur 
tailed sales for October, neverthe 
less motor vehicle sales for Bexar 
county (San Antonio) totaled 1,40’ 
units, as compared with 1,271 for 
October of the previous year. 

Of these, 1,181 were new cars, 12 
Commercial vehicles and 96 trucks 
In September, new-car sales totaled 
1,398, while new-truck and com 
mercial-vehicle sales amounted t¢ 


| 230 units. 


lin 


| (Ford) 
| Chevrolet with 14. 


Milam Chevrolet Co. led new- 
car sales for the month with a 
total of 115, followed closely by 
Smith Motor Sales (Chevrolet) 
with 112 sales. The Ranger Pon- 
tiac Co. was in third place, with 
83 new cars sold. 
Gilliespie Motors (Ford) was firs' 

commercial vehicles, with ‘ 
sales, followed by Jordon Motor Cc 
with 16 sales and Milan 


Jordan led in the new-truck field 
with a total of 18 sales, followed b; 
Mitchell Motors (Dodge) with 1 
sales and Motor Truck Sales (GMC 
with 10. 

New-car sales by makes in Oc 
tober were: Buick, 79; Cadillac. 
40; Chevrolet, 330; Chrysler, 31; 


(Continued on Page 23, Col. 1) 
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(Continued from Page 22) 


DeSoto, 15; Dodge, 64; Ford, 202; 
Frazer, 1; Hudson, 2; Kaiser, 7; 
Henry J, 8; Lincoln, 6; Mercury, 
#2; Morris, 1; Nash, 16; Oldsmo- 
bile, 56; Packard, 17; Plymouth, | 
120; Pontiac, 87; Studebaker, 18, 
and Willys, 1. 

New -truck and commercial-ve- | 
hicle sales were: Autocar, 1; Chev- 
rolet, 68; Diamond T, 3; Divco, 2; 
Dodge, 26; Ford, 80; GMC, 22; In- 
ternational, 11; Studebaker, 4; 
White, 4; Willys, 2, and miscellane- 
ous, 1.—(J. H. Reed). 

+ * 


| 
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Manhattan, Kans. 


New-car sales in Riley county 
(Manhattan), Kans., declined in Oc- 
tober under the September total. 
Credit regulations were blamed by 
dealers for part of the slump. 


There were 119 new cars regis- 
tered in October, against 131 in 
September. New-truck sales 
dropped to 13 in October against 
the previous month’s 18. Losses 
were also reported in the used-car 
field. In September there were 276 
such registrations, against 245 in 


October. Used trucks, however, 
gained from 33 to 40. 
New-car sales by makes in 


October were: Chevrolet, 35; 
Ford, 18; Buick, 10; Cadillac, 1; 
Chrysler, 1; DeSoto, 2; Dodge, 7; 
Lincoln, 1; Mercury, 10; Nash, 2; 
Oldsmobile, 2; Packard, 1; Plym- 
outh, 18; Pontiac, 10; Studebaker, 
4, and Willys, 2. 

New-truck sales were: Chevrolet, 
3; Ford, 4; Dodge, 2; Studebaker, 3, 
and International, 1. 

In the first 10 months of this} 
year there have been 1,328 new car | 
registrations in Riley county, and 
174 new-truck registrations. — (G. 
M. Hunholz.) 

* 





* 


Akron 


Sales of new cars and trucks fell | 
another notch in Summit county | 
(Akron) during October as the local | 
auto industry continued to feel the | 
effects of Regulation W. 


New-car and truck sales for the 
month totaled 2,010, off 11 units 
or about 5 percent from Septem- 
ber. The October figure was 25 
percent below August. 

The reduction as a whole wasn’t 
as bad as expected, dealers re- | 
ported. Most of them look for the | 
November decrease to be consider- | 
ably more because of model | 
changes as well as tightened credit 
regulations. 

October new-car sales fell to 1,- | 
813 as against 1,893 in September. | 
In trucks, sales were down to 197) 
as compared with September’s 228. | 

For the first time this year, | 
Ford registrations topped Chev- | 
rolet in the county. There were | 
353 Fords registered against 338 
Chevrolets. 

October used-car sales showed a| 
comparatively minor reduction, hit- | 
ting 2,116 as compared with 2,194 | 


for the previous month. — (Joe | 
Kuebler.) 
* ¢ ® 

| 

Buffalo | 


Large price discounts on new | 
1950 automobiles are available at | 
some Buffalo-area dealers. The dis- | 
counts range to about $200. 

The price cuts are not general. | 
They are available only from those | 
dealers who have built up large 
stocks of new cars and want to | 
dispose of their 1950 models before | 
1951 models are introduced. Other | 
dealers are sold out of 1950 models. | 

Some dealers have the largest in- 
ventory of new cars they have had 
in years. Some have dozens of cars 
awaiting sale. There are many 
more dealers around town with new 
cars on hand for quick delivery | 
than those without. 

Late-model used cars have be- 
come hard to sell and prices of 
these have fallen sharply. Dealers 
attribute the lag in sales to credit 
curbs. 

Older used cars are moving satis- 
factorily and prices are fairly 
Steady, but a majority of new-car 
dealers now would rather make 
“clean deals” because of the lull 
in the used-car market. 

Dealers whose new-car inventories 
are mounting said they are not 
alarmed by the growing supply. 
Some said they are confident the 
cars will be sold easily when it 
becomes clear to the public that | 





government restrictions will result 
in a drop in auto production during 
1951.—(George E. Toles.) 

+ * + 


New York 
The dangerous turn of events in 
the Korean war and President Tru- 
man’s demand for an _ increased 
defense appropriation to build up 
American military might have com- 
bined to stiffen prices again in the 

New York auto market. 

Although dealers are anxious to 
dispose of their remaining 1950 
models, they are not indulging in 
any panicky price-cutting. 


A 1950 Chevrolet will still bring |~ 


$1,795 even after it has been driven 
five miles to make it, technically 
speaking, a “used car.” A _ 1950 
Oldsmobile in the same category 
will bring $2,590, a 1950 Buick 
about the same, and a 1950 Cadil- 
lac, $3,850. 

Auto registrations in the New 
York area amounted to 4,689 
units during the week ended Nov. 
25, an increase of 4.2 percent 





FLOOR BUTTON 





SWITCH KEY 


| 


| 


| Mics. 





same 1949 week. Registrations 
totaled 6,367 in the week ended 
Nov. 18. 

As for 1949 cars, they’re holding 
up pretty well, too, with the low- 
priced group bringing between $1,- 
295 and $1,395 on most used-car 
lots. 

Prices of 1948 and 1947 models 
'seem to have stiffened similarly 


a 
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Worcester (Mass.] Dealer Remodels— 

George Motor Co. (Dodge-Plymouth) has modernized the front of its building and show- 
room. The firm also added 130 frontage feet to its used-car and truck lot across from the 
dealership, reposts James M. Hamilton, general manager. 


over the 4,498 registered in the |since the war news took a turn 


for the worse. 

The local auto market in both 
new and used cars is extremely 
sensitive in its reactions to war 
developments. Because credit re- 
strictions have hit sales hard, 
dealers have liberalized tradein 
allowances considerably, but they 
have not gone in for the dis- 
astrous price-cutting tactics that 
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have apparently been common in 
some sections of the country. 

Once again they are thinking in 
terms of cutbacks in production for 
civilian purposes and that has 
helped restore some of their con- 
fidence with respect to holding the 
price line.—(Bernard Brown.) 


Minnesota Action 
Hits Employers 


ST. PAUL.—An 8.2 percent in- 
crease in workmen’s compensation 
premiums, effective Jan. 1, has been 
ordered by the Minnesota compen- 
sation rating board, following a 
hearing attended by insurance com- 
pany representatives and insurance 
buyers. 

In issuing the order, which af- 
fects 84 insurance companies, the 
board said it had considered in- 
creased costs of medical and hos- 
pital expenses and, for the first 
time in the computation ,of com- 
pensation rates, was allowing a 
profit and contingency factor. The 
new rate will add approximately 
$1,250,000 to the cost of workmen’s 
compensation insurance in the state 
for 1951. 
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More than a quarter of a century ago, Bendix pioneered 
the starter drive. Today, and over 85,000,000 drives 
later, Bendix is still starter headquarters for industry. 


In automotive vehicles 
in stationary engines 
motors start, 


of all types, in the marine field, 
and aircraft, in fact wherever 


Bendix* Drives have established an 


unrivaled record for dependable performance. Perhaps 


even more remarkable 


is the fact that in most installa- 


tions manufacturers have paid less for the Bendix 
Drive than for other types. 


This unique combination of dependable performance 


ECLIPSE MACHINE DIVISION of 


ELMIRA, NEW YORK 


ACCELERATOR 


CLUTCH PEDAL 






SPECIALISTS 


IN ALL TYPES OF 


STARTING! 


and low cost is made possible by Bendix exclusive 
design features. For example, the Bendix Starter Drive 
requires no actuating linkage and the solenoid may 
be placed in any convenient position. Result—the 
starting motor can be mounted more easily and in 
more positions. Also the Bendix Drive has fewer parts 


and needs fewer adjustments. 


If you want true economy from installation to service, 
plus performance proven by over 85,000,000 installa- 
tions, be sure to specify Bendix Starter Drives. Your 


inquiry will receive immediate attention. 





Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


*REG. U.S. PAT. OFF 
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Service and Used Car Reconditionin 


A Regular Monthly Section for Dealers, Jobbers and Maintenance Men who Service and Lubricate 
America’s 40 Million Motor Vehicles and Appearance-Condition 5 Million Used Cars Annually 





Through Better Use of ‘Shop Space... 





Pushing Productivity 


NEW book for use of Chrysler 
Corp. dealers is aimed directly 
at one of the most important phases 
of dealership operation that the 
industry faces today, in the think- 
ing of many service and business 
administration experts. 
The book, “Better Use of Space 
for Greater Productivity,” is syn- 
onymous with the problem that 





Higher Coverage Need 


Cited by Cadillac 


CHICAGO.—George Otto, serv- 
ice manager of Cadillac, empha- 
sized at the new-model preview 
here, the need for closer super- 
vision of the service operation 
and the need to fight for higher 
coverage. In five years, Cadillac 
customer labor sales have in- 
creased from $12,000,000 to $29,- 
000,000, replacement parts alone 
from $8,000,000 to $19,000,000. 
Total service sales, including ac- 
cessories, are now $52,000,000. 

Facilities and use of facilities 
have not kept pace with service 
growth, he said. Repair orders 
have doubled in the same period. 
Otto proposed neighborhood 
Cadillac service stations in major 
centers to take care of quick 
service needs and maintain 
Cadillac owner goodwill. 





dealers may face soon if present 
indications are confirmed. 

It is possible, this coming year, 
that dealers again may be up 
against a situation where they | 
will have to live off the income | 
from their service departments, 


from every square foot of useable |ume—is thus for storage that even 
space. And Ford has a revision of|in cities could be bought for not 
its dealer plan book on schedule.|more than $25 per month. 

The GM book was not only placed _ = 2 
in the hands of every GM dealer MANY dealers are literally throw- 
but was also given wide circulation ing away thousands of dollars 
among the leading libraries of the!in monthly and yearly profits be- 


nation. 
* > * 
HE Chrysler book is not intend- 
ed for distribution to any group, 
but it may be borrowed by Chrys- 


|gional or district managers or a 
central service representative. 

Space and time are two of the 
functional things that a dealer can 
turn into revenue, especially if he 
is in a fast-trading market, or if 
|he has no vehicles to sell. 

Obviously, efficient use of space 
in the service and parts depart- 
ments is most important when 
all or a great part of the dealer’s 
net income must come from this 
phase of his business. 
| Efficient use of work space is 
|not universally recognized by fran- 
chised dealers, especially those who 
never have had the experience of 
keeping their businesses in the 
black .on service profits alone. 

Far too many dealers have more 
stalls than they need for the num- 
ber of workmen they employ—or 
not enough mechanics to fully 
utilize the facilities. Many let in- 
come-producing space be used for 
storage of cars—either new cars 
awaiting sale and delivery or offi- 
cials’ cars, 

The use of space—that could be 
returning from $2 to $4 per hour 
in customer labor and a corres- 








Whether production, because of 
controls on scarce material and 
the shortage of manpower and fa- 
cilities, slows to a trickle or wheth- 
er we have another top output year 
with keen competitive trading, a 
high absorption of fixed expense 
will be greatly desirable—if not 
necessary. 

* . . 

_ a large percentage of deal- 

ers now housed in buildings 
that cost two to three times more 
than those of the early days of the 
last war, and with all overhead 
expenses up correspondingly, deal- 
ers now face a more difficult prob- 
lem in bringing service profits in 
line with the increased “fixed.” This 
is especially true in face of the 
actual‘ty that customer labor profit 
margins have dropped approximate- 
ly 10 percent in the same period. 

Both General Motors and Chrys- 
ler have brought out books that 
would aid dealers in constructing 
new buildings or modernizing old 
ones, 

Both books are designed to show 
the dealer how to arrange his 
building to get the most retur 


<> 


Training of Mechanics Is Spurred 


TMHE enlarged GMC diesel truck | 

service training program 
started last week with four travel- 
ing schools on the road is but one 
of many mechanic training pro- 
grams, either under way now or 
planned to start right after the 
first of the year, in the automotive 
industry. 

There is no question in any 
automotive man’s mind as to the | 
great dearth of trained service | 
men—and one that will continue 
to creep up on the industry, as | 
more and more men are called to 
the colors. 

The industry went through a 
similar situation during the last 
war and now that skilled automo- | 
tive manpower is again being taken | 
by the armed forces in great num- 
bers, it faced the maintenance of | 


ponding return in parts sales vol- 


‘ler Corp. dealers from their re-| 


| cause the maximum earning space 
lof the facilities they own are not 
being employed to greatest advan- 
| tage. 

| In addition to the misuse of 
workable space, as in the case of 
storage, other dealers are allowing 
too many stalls per workman in 
the shop. Some dealers have an 
idea that two or even three stalls 
per workman is necessary for an 
efficient shop. 

According to experts and deal- 
ers who always make upwards of 
100 percent absorption, rarely are 
two stalls per mechanic needed 
to gain greatest efficiency. Addi- 
tional stalls usually are an indi- 
cation that either the dealer has 
poor parts supervision or poor 
analysis of the parts needed for 
the job. 


In most cases, it is felt that be- 
ing out of the parts needed and 
not knowing it before the job was 
torn down is responsible for the 
majority of cases where stalls are 
used to hold cars in the process 
of being worked on. This definitely 
can be classed as inefficient opera- 
tion and not utilizing the facilities 
to their maximum. 


Proper parts supervision, plus 
thorough and competent analysis of 





the needs, would prevent any job 
being started unless sufficient parts 
(Continued on Page 30, Col, 1) 





Mobile School Instructors Get 


Training— 


Eight GMC diesel school instructors who will man the four mobile schools now in the 
field are shown with the tables, cut-away models, equipment, tools and live engines that vehicle dealers, who do a whole- 
will be carried in the school truck. Facilities for easy loading and unloading make it readily 


n | possible for them to set up school in any dealer's service shop where sufficient students 


are available 


at least 10,000,000 additional ve- 


rubber” transportation and which | 
the defense effort. 
* * * 

YEN before the call for the} 

armed forces, the industry had 
felt the need of training programs 
to develop skilled mechanics. Cus- 
tomer relations were being strained, 
principally because of the almost 
universal lack of proper diagnosis 
of the service customers vehicles. 

Despite the fact that practically 
every survey showed that dealers 
were getting the largest share of 
the repair work, the lack of good 
diagnosing and thorough work- 
manship was not building satis- 
fied customers for the average 





dealer through his service depart- 


that |hicles that represent essential “on| ment contacts. 


Many factories had programs in 


|will be needed acutely to further|the field this year and more are|that at least nine out of every 10 


planned for the coming year to try 
and provide dealers with mechanics | 
who can properly and accurately | 
diagnose needed service on the cars | 
and trucks brought in to the service | 
department. 
These programs in many cases | 
have been and will be directed | 
toward developing certain skills | 
in automotive repair that are| 
needed to offset the high unit re- 
placement that now takes place. | 
- * * 

NE evidence of this is the al- | 
most universal replacement of 
voltage regulators instead of merely 
adjusting those which are function- 





Backshop 


--+ by Jack 


CHIcAGo 

HE Automotive Service Indus- 

tries show is the same “old rat 
race” it always has been for news- 
| men every show year for the last 
|decade at least. Four miles of ex- 
| hibits on the pier; aisles filled with 
| jobbers from every nook and cranny 
jof this country of ours, jamming 
their jaws over the problems of the 
day; multitudes of association meet- 
ings, sales conferences and club 
| blow-offs; the T.B.A. section of the 
|oil industry throwing a two-day 
|shindig at the Edgewater Beach 
|hotel and, as if that was not 
|enough, Cadillac selected opening 
|day of the show to hold its 1951 
model preview here. 
| One of the things that stood 
| out at this year’s extravaganza 
| 





was that most exhibitors had 
their booths almost ready for the 
opening as early as Sunday morn- 
ing. This year there wasn’t that 
grand rush and confusion all day 
Sunday of exhibitors fighting to 
get their booths decorated and 
their exhibits set up. 

The boys with the “million-dol- 
lar” displays evidently had their 
gangs over here early enough in 
the week so that the “four mid- 
ways” of the Pier had taken on 
the carnival atmosphere and me- 
chanics were testing out the me- 
chanical exhibits as early as Sat- 
urday 
Wage-Hour Debate 

IGHLIGHT of the MEWA meet- 

ing to me was the discussion | 
on why the jobbers should be held 
under the Wage and Hour act when 
franchised car and truck dealers 
and chain store retailers, who also 
wholesale much of their replace- 
ment parts, are not. It seems that 
many jobbers were criticizing their 
wholesaler organizations for falling 
down on the job when this legis- | 
lation was passed. 

And no one in the big “full | 
house” meeting, nor on the panel 
rostrum, brought out the fact that 
this law does protect the jobber 
by setting a definite percentage 
on the amount of total sales that 
can be made wholesale. 

Out of the discussion, however, 
did come a demand that something 
should be done to make franchised 


sale business, come under the regu- 


lation so that they would be sub- 


| 
| 
ally good, but need minor correc- | 
tions. | 

Voltage 


regulator makers claim | 


regulators sent back last year had | 


nothing the matter with them that 
a minor adjustment wouldn’t cor- 
rect; yet, so few mechanics under- 
stood the working of the voltage 
regulator that it became practice to 
replace rather than make any at- 
tempt to correct the trouble. 
In many cases it was found that 
the regulator was not the cause 
(Continued on Page 27, Col. 1) 


Service Highlights 


New Products ...... 
Goodwill Planting .. 
Developing a New Car 


Pages 34-39 
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ject to the same hour restrictions 
as the jobber. 

So look out for some action—and 
stirring of the mud on this one 
| * * * 


Mostly Facelifting 
EMINISCENT of NADA at San 
Francisco, the fog that envel- 
oped Chicago Saturday before show 
opening forced the boys flying in 
from both the East and West to 
set down in Indianapolis and at 
Willow Run, near Detroit, Airlines 
went into the bus business to get 
their passengers to the Windy City 
The serious implications of the 
war news seems not to be hitting 
most of the jobbers and manu- 
facturers reps that I have talked 
to. All that seems to be in their 
mind is how the material short- 
age is hitting their ability to get 
parts and equipment now. I 
haven’t seen one who was won- 
dering what will be the situation 
six months from now. 

While many exhibitors are claim- 
ing new models and stuff (as near 
as I can determine from an early 
hurried run through of the show) 
it looks like the after-market boys 
have taken a page from the vehicle 
makers’ book and done a bit of 
“facelifting” and used some differ- 
ent colored paint. I suppose that 
before the shindig is over, however, 
we will be made to understand that 
most everything is all new and 
wonderful. 

Judging from the undercurrent 
the size and amount of the orders 
for immediate shipment that are 


left with the exhibitors this year 


(Continued on Page 41, 


Col. 1) 








Over 60 Percent 
Of Space Sold 
For NADA Show 


N IAMI.—Well over 60 percent of 
. the exhibition booths available 
in the fourth annual NADA Equip- 
ment Exposition have already been 
sold and space allotted, according 
to Ray Chamberlain, convention 
and show manager. 

Some 47 firms have been assigned 
space and a number more have 
signified their intention of display 
ing their products in the Miam 
show, Jan. 7-10. 

Offsetting the fact that this com 
ing exposition will have to be held 
in a hard-floored tent adjoining the 
Municipal auditorium where all 
meetings will be held, advance 
registrations for this year’s conven 
tion already have assured a high 
attendance, it is claimed, and the 
show will be held in a section of 
the nation where the dealers have 
a hard time getting away to NADA 
conventions and trade shows. 

It is claimed also that many 
small and medium-sized city deal 
ers in the South never get an 
opportunity to go to automotive 
equipment shows or attend the na 
tional dealers’ convention becauss 
their seasons are already under 
way when the convention is held 
and they cannot take the time off 
to go long distances to attend 

Many of these dealers, it is 
claimed, have signified their inten- 
tion of going to the Miami conven- 
tion. 

Following is a list of the firms 
whose space requests have been 
definitely granted: 

Automotive News, Auto Vent 
shade Co., Bay Mfg. Co., Refinish- 

See NADA SHOW 


Page 44. Col 5) 
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Indiana Dealers Told 


For Sales in Future Buyers’ Market 


INDIANAPOLIS. — It’s goodwill 
planting time again in the retail 
,uto business, says Fred Smith, in- 
dustrial relations vice-president of 
William Powell Valve Co., of Cin- 
‘innati. 

Speaking to 10 regional groups 
of the Automobile Dealers Assn. 
of Indiana, he told the dealers 
that they may soon have more 
customers than cars to sell. 

As in the early postwar years, 
this situation can lead to much 
customer dissatisfaction unless the 
would-be buyer is handled intelli- 
gently, says Smith. 

“Treat him good, make him feel 
that you are a right guy and you 
have a hot prospect for future 
sales,” the Hoosier dealers were 
told. 

Reminding his listeners that 
every customer is important, 
Smith gave a few basic rules on 
customer treatment, He said, 
“Don’t keep the customer waiting 
but meet him with a smile and 
mention his name. Concentrate on 
him and make him feel that he is 
receiving a good deal.” 

Listing qualifications of a good | 
salesman, Smith said that he should 
be proud of his job, interested in| 
repeat sales, truthful and willing to | 
give service. 

Smith suggested that salesmen 
make periodic personal contacts to 
see if their customers are satisfied 
with their purchases. 

Salesmen should also keep in | 





Service Plan 
Launched for 
Truck Leasers 


CHICAGO.—A cooperative main- | 
tenance program to provide emer- 
gency service for users of its mem- 
ber-owned vehicles has been an- 
nounced by the National Truck) 
Leasing System. 

NTLS licensees lease trucks on 
long-term or daily rental arrange- | 
ments. The new servicing program 
will be available to users in 33 
states and the District of Columbia. 

Under the plan, a member’s truck, 
which is leased or rented to a cus- 
tomer, will be serviced at the near- 
est garage of any NTLS member. | 
The lessor-owner will be invoiced | 
direct for repairs if mechanical | 
trouble is encountered while the 
truck is away from its own term- 
inal. 

A courtesy card will be installed 
in truck cabs to identify them as 
NTLS-owned vehicles. A directory 
of garages will also be provided. 





Painting School 
Binks Reveals Schedule 


Of Winter Classes 


CHICAGO.—Registrations is un- 
der way for winter classes in spray- 
painting methods and spray-finish- 
ing equipment at the school spon- 
sored by Binks Mfg. Co. 

The courses, of one-week dura- 
tion, will begin Jan. 8, Feb. 5 and 
March 5. 

William Beecham, director of 
Binks’ research laboratory, is in 
charge of the classes. Reservations 
should be sent to E. F. Watts, Binks 
Mfg. Co., 3122 Carroll Ave. 

There is no tuition charge but 
students must pay their own trans- 
portation and expenses. 


Essay Winners Listed 
By MEWA Executives 

CHICAGO.—The junior executive 
group of the Motor & Equipment | 
Wholesalers Assn. has announced | 
winners of its recent essay contest. | 
They are: First prize—E. Weston | 
Littlefield jr. Boston. “So You 
Think Prices Are High!” was the 
subject of his essay. 

Second prize — Joseph Nathan, 
New York. He wrote on “Our In- 
dustry’s Future and Our Own.” 
Third prize—Fred R. Carlson, Eu- 
gene, Ore. His subject was “Three 
Is Not a Crowd.” 


Lucas Builds 
Lucas Motors, Ltd., 40th Ave, and 
West Blvd., Vancouver, B. C., is 
constructing a 50-by-120-foot addi- 
tion to its premises. The project 
will cost about $75,000, 


Goodwill Planting Time 
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to Line Up Prospects 


touch with customers through 

postcards, birthday cards, survey 

cards and service charts, he said. 

Reminding the dealer that every 
sales, service and office employe is 
on the same team, Smith said that 
one disgruntled worker can harm 
the entire organization. 

Noting that some employers 
claim that their help is not loyal to 
the firm, he said that this is often 
the fault of the boss, because he 
also is disloyal to the employes. 

For both customers and em- 
ployes, the owner should practice 
the golden rule, Smith said. 


Packaging Exhibit 





‘Slated Apr. 17-20 | 


NEW YORK.—The eee | 
Management Assn. announced last | 
week that it will sponsor its 20th | 
national packaging exposition Apr. | 
17-20 in Atlantic City. Machines, 
equipment and services used in 








Sales Operational Board— 
This board was designed and constructed by John B. Goff, 


sales manager of John S. 
Goff, Inc. (Nash), Portland, Me. The center section contains tags for used cars in stock 
and the length of time in stock; the left section lists the description of cars represented 
by the used-car tags; the right section contains cards describing new cars in stock, The 
extreme upper and lower sections, running the length of the board, list the salesmen's 
activities by months. 


packaging, packing and shipping iy 3,000 square feet of floor space, 
will be on display. showed products and services to 

AMA has presented the packag- | fewer than 2,000 visitors. At the} 
ing exposition annually, with the | 19th exposition last year, 240 ex- 
exception of one war year, since|hibitors covered almost _ 75,000 
1931. In the first show some 34 | square feet of space and attendance | 
exhibitors, occupying approximate- | exceeded 19,000. 
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All Space Leased 
For Southwest 
Show in April 


DALLAS.—More than 150 auto- 
motive manufacturers have leased 
all space presently available for the 
1951 Southwest Automotive Show, 
according to D. A. Johnson, show 
manager. The ninth annual ex- 
hibit will be held in the Municipal 
auditorium, Oklahoma City, Apr. 
26-29. 

Negotiations are under way for 
an additional exhibit hall in the 
show building, Johnson says. If 
this space is secured, 40 additional 
10-by-10 booths will be available. 
The drawings for actual booth 


{numbers will be held in the show 


building Jan. 26. 

Sponsoring jobber applications 
are likewise far ahead of last year 
with 180 parent jobbing organiza- 
tions already signed up to partici- 
pate, says Johnson. It is expected 
that this figure will increase to a 
minimum of 250 by show time. 

In addition to Southwest jobbers, 
about 150 from Missouri, Kansas 
and Nebraska have been invited to 
| sponsor the show. 


IN FACE OF SKYROCKETING PRICES ... 


KRW OFFERS YOU THE MOST DARING 
WRENCH SET BARGAIN OF ALL TIME! 


C) ka 
Cutt thal ipl all 


with your order 
you get THIS 
POCKET PRECISION 
WRENCH SET 


to 7/16”. 
into the pocket. 
for cash with order! 


215 MAIN ST. 





It’s the handy companion set to the KRW indispensable 
WRENCH SET — and you get it free when you send 
your $17.95 cash with your order. Sizes from 13/64” 
Encased in beautiful plastic box that slips 
Both sets shipped postage prepaid 
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durable leathere 


Weight 10 Ibs. 


@ This wrench set bargain was 









checked comparative sets. 


brand C $29.61; brand D $2 


saving ! 


equipment could make such a 


-—— 


K. R. Wilson, Dept.67 
215 Main St., Buffalo 3, N. Y. 


(0 My $17.95 is enclosed, so incl 


NAME 
RENN sis sscsaxciascascaxaes 
CcrTry 





BUFFALO 3, N. Y. 


ie forged from chrome 
nickel molybdenum steel 


=, to be the most daring tool offer ever made. 
You can too! Here's 
what you'll find: brand A $49. 


Figure it for yourself! 
world’s largest manufacturer of garage tools and 













COMPLETE 14-piece Box and Open End set in 


tte roll. 


COMPLETE range of sizes from 3/8” to 1-1/4”. 


deliberately planned 
We've 


10; brand B $30.14; 
7.85. Man, what a 
Only KRW — 


startling offer. 


DON'T WAIT FOR TOOL SHORTAGES AND 
SKYROCKETING PRICES. PROTECT YOURSELF 
NOW ... USE THE COUPON TODAY ! 


1 
O. K. KRW / Send me the 14-piece KRW Pe Oe I 
WRENCH SET in Leatherette Case. | 

1 


ude the 8-piece pocket 


! 

l set free. (KRW pays postage ) 

{ © Send me (C.O.D.) the 14-piece wrench set. (No free 
i pocket set with this deal!) (I pay postage) 

| 

1 

‘ 


STATE 








26 


Developing 





LOS ANGELES. — The interplay | 
of technical and economic factors | 
during the development of a new | 
automobile is normally buried in 
company archives and human mem- 
ories. 

Recently, however, L. H. Nag- 


Nash Technical Advisor Tells of Factors 


Behind the Rambler 


AUTOMOTIVE NEWS, DECEMBER 11, 1950 


a New Car? 


ler, Nash technical advisor, gave 
a southern California SAE sec- 
tion meeting here some behind- 
the-scene glimpses of what went 
on during the conception of the 
Nash Rambler. 

Nagler said that Nash’s manage- 





Rambler Front Suspension— 


Front of the engine rests on a new motor support cross member, which can be made|ogtablished to at least equal other | Mission and front-wheel drive. 
relatively light—only 4'/, pounds in the Rambler. The Rambler front suspension complete, | 
including the engine support cross member, weighs 74 pounds, as compared with 187 pounds | better fuel economy was demanded. 


in the Statesman. 


Any Way YOU LOOK AT IT.. 
Ampco makes Money 


IF YOU DEAL IN NEW OR USED CARS - - - 
Turn the Demonstration into Sales with engine performance 


as smooth-as-silk 


IF YOU RUN A SERVICE DEPARTMENT FOR PROFIT - - - 


Help your owners get more miles of driving with pleasure 
for the life of their engines 


IF YOU WANT TO 


HEAR YOUR CUSTOMERS TALK 


And tell their friends a story of “Better-Than-New-Car 


Performance” 


IF YOU WANT TO TURN CUSTOMERS 


INTO FAST 
Grateful because of 


FRIENDS 


low upkeep and continued powerful 


performance from your product 


Equip Every Engine with Ampco... 


The Constant Oil Source for the Heat-Wear Zone 
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Here's What Ampco Does 


Ampco is the engineered and field-proven 
method of Auxiliary Lubrication for the mod- 
ern, high-output engine. The Ampco-method 
alone provides metered vapor spray lubrica- 


to decrease deposits, 
bustion efficiency, reduce engine wear and 


more powerful performance for the life of 
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improve com- 


valve and ring action with 





RIA TRENDY 


Patents Pending 














|ment had realized for many years} 
that if the company was to become | 
a large factor in the auto industry, | 
|it would be desirable to increase the | 
price coverage of the models it 
produced. 


He explained how yearly re- 
| designing, additional equipment and | 
|}more luxurious trim and appoint-| 
|ments had moved the Nash States- | 
|man up into the low-medium field, | 
jleaving the low-price range open 
|for an entirely new vehicle. 

Immediately after World War II, | 
|Nagler reported, Nash began ex-| 
|tensive study of the requirements | 
|of everyday basic transportation. | 
| Engine designs studied and built, | 
jhe said, were of many types—one, 
|two, four and six cylinders, and of 
|both “V” and in-line types. 

As a result of preliminary | 
study, Nash decided that its “X 
Car”’—as the Rambler was first | ; 
called—would have to be reason- | be from 500 to 600 pounds lighter | 
ably full-sized to meet the needs (than any modern full-sized car. | pected. 
and wants of average families. Following establishment of the| It was also found that it would 

However, it was found that over-| general specifications, the first ex-|take $3,000,000 alone to provide a 
= a ho a be about two feet ‘perimental car was built. Engine | Plant and tool it for producing the 
Ipriced cars, with wheelbase about |W@8 of the six-cylinder pancake| engine. This, Nagle® note, Way <n 
'a foot shorter. itype, developing about 45 horse- | $n ceseling price of ‘ enn one. 
General performance goals were |Power. It had a two-speed -" Altogether, Nash built six experi- 


mental cars during the major part 
|of the development of the Rambler. 
| These consisted of two convertibles 
and four two-door sedans. 


The final design, Nagler said, 
represented many major changes 
from the first experimental speci- 
fications to obtain desired char- 
acteristics as to durability, maxi- 
mum utilization of weight, handling 
ease, minimum tire wear, ride char- 
acteristics, fuel economy and pas- 
senger comfort. 

Stating that weight savings has 
for many years been a major 
objective with Nash engineers, 
Nagler said that this policy was 
intensified on the Rambler. He 
explained how the front suspen- 
sion in the Rambler is attached 
directly to the body, without need 
of cross members. 

According to Nagler, a novel ap- 
proach to the rigidity problem of 
convertibles in the Rambler re- 

sulted in a light-weight open vehi- 
cle which has the road feel of a 
well-designed sedan. 

In the Rambler, permanent over- 
head rails are used to provide a 
girder-like body structure, thereby 
making unnecessary the under- 
structure of the usual convertible. 

The overhead structure also tends 
to avoid the looseness and flexi- 
bility of convertibles on rough 
roads. The overhead rails also pro- 
vide a safety feature in case of 
accident. 

Nagler claimed several innova- 
tions for the Rambler in its front 
compartment as follows: 

1. Steering wheel mounted flush 
on instrument panel. 

2. Gearshift and directional sig- 
nal levers also mounted directly on 
the panel, rather than on the steer- 
ing column. 

3. Front seat divided off-center to 
accommodate three persons with 
great seating comfort. 

Nagler attempted to answer 
two questions that are frequently 
raised: Why was the Rambler 
convertible introduced first, and 
why was it equipped with nearly 
$300 worth of accessories? 

The answer to both, he said, in- 
volved production capacity. Because 
capacity was limited, it was de- 
cided to first build the convertible 


Front Compartment in Rambler— 
Clock and radio are standard equipment in Custom models 
gearshift lever, etc., are mounted flush on panel. 


Note how steering wheel 


ufacturing savings as was ex- 





However, Nagler said, a cost 
study soon indicated that the 
It was estimated that the car should! front-wheel drive offered no man- 


cars on the road, but materially 


- - - and if you want to give 
Your Customers 


A "BUY" THEY'LL 
NEVER FORGET - - - 


SERRA YR SNARE RES CR which normally represents about 5 
aD, < percent of the total car market. 

* > Nagler pointed out that the con- 
oti With Ampco Alone You Can vertible also made an _ excellent 
x showroom model, and as_ such, 


served to create traffic for dealers 
to concentrate their sales effort on 
Statesman and Ambassador models 

The wide range of factory - in 
stalled accessories was also includ 
ed, he said, to further limit initia 


Promise and Deliver Unbelievable 
Engine Performance for thousands of 
plus miles - - - and the broadest, 
friendliest smiles from your customer 
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. 
friends. : demand by artificially increasin 
ss the list price. 
APES CORRELA Ree Ng St ae oe Introduction of the Rambler 


station wagon was in line with 
the same policy, as station wag- 
ons also represent only a small 
portion of the total market, 
With new production facilities 
|nearing completion, said Nagler, th« 
Rambler Suburban was introduced 
He described this model as a 
| “stripped” station wagon. However, 
;}even this model is equipped by the 
|factory with radio and heater. 


Swift Buys K-F Deal 

Floyd B. Swift, with factory ap- 
proval, has purchased Henry Beaty 
Motors (Kaiser-Frazer), Memphis. 
Swift, who will transfer the busi- 
ness to 971 Union St., named Tom 
Cheairs sales manager and Max 
Logan, service manager. 


Write Today for the Ampco 
Profit-Performance Story 
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~ Mechanic T. raining Is Spurred 


(Continued from Page 24) 


the trouble. The mechanic, it 
emed, did not understand when a 
iitage regulator was at fault and 
automatically replaced it hoping 
that this would correct the service 
complaint. 

In addition to factory training 
courses, testing equipment mak- 
ers like Sun Electric Corp. and 
Allen Electric Mfg. Co. conduct 
continuous schools devoted to 
training mechanics in electrical 
diagnosis and trouble shooting. 
Sun also has night courses in 

diagnosis running in approximately 
17 schools across the nation as well 
as a field force of men capable of 
training mechanics in the technics 
of their equipment “on the job” in 
the dealers place of business. 

Product makers such as Bear 

Mfg. Co. and Barrett Equipment 
Co. also maintain schools for the 
training of mechanics in front-end 
aligning or steering correction as 
it should be called and brake 
repairs. 

Carter Carburetor has a school 


o! 
st 
ve 


for training jobber repair men in} 
the skill of carburetion and Auto- | 
Lite conducts a school in the repair | 


and setting of its electrical pro- 


ducts. 
* + * 

LL the facilities of these manu- 
“% facturers and more are going to 
be needed this coming year, it is 
claimed, if sufficient skilled men are 
to be trained to offset those sched- 
uled to go into the armed services 

those who leave automotive main- 
tenance to take defense jobs and 
those who leave the business for 
other causes. 

And then there are those firms 
like GMC truck, who although it 
has been training diesel mechanics 
at the General Motors Institute and 
its own school patterned after the 
Institute in Oakland, Calif., find 
the need for greatly enlarging the 
number of trained men on diesel 
engines. 

Up to the present time the 
10,000 GMC diesel trucks now in 
use have been serviced in the 
main by the 350 existing diesel 
service stations located princi- 
pally in the centers of greatest 
diesel concentration. 

Knowing that sales of diesel 
trucks are now being limited by 

the lack of widespread service fa- 
cilities, the additional four mobile | 
schools have been created to train | 
at least one mechanic in each of 
1,000 GMC truck dealerships across 
the nation. 

By the end of the coming year, 
it is hoped that the 1,500 additional | 
mechanics these mobile schools are | 
scheduled to train will triple the) 
number of diesel-trained service 
stations under the GMC banner. 

The scope of the mobile school 
program can be judged by the fact 
that but 800 trained diesel mechan- 
ics have been graduated by the In- 
stitute in the 12 years the training | 
has been in force and that but 200 
have completed the course in the 
three years the Oakland school has 
been in existence. 

* + * | 
‘TH mobile training program is 
a five-day course, limited to 12 


Ford Parts Depot 


Planned in Dallas 


DALLAS. — Ford Motor Co. has | 
purchased a site in the Trinity in- 
dustrial district of Dallas for erec- 
tion of a district parts depot, it is | 
learned here. Information as to| 
details and estimated cost of the 
operation were not available, al- 
though it is presumed that the 
depot would be comparable to a 
Similar facility which serves Ford’s 
Houston district. 

_The depot here would serve the 
North Texas area Ford, Lincoln 
and Mercury dealers, if plans which 
the company has drafted for the 
Dallas operation are carried out. | 
Ford is known to have had plans | 
for the Dallas depot in the making 
for some time. 











Dockson Building 


_ $40,000 modern automobile 
building of concrete and brick is 
under construction in Denton, Tex., 
fo Ray Dockson, Cadillac Olds- 
mobile dealer. The building will be 
two-story with a plate glass front 
ind is expected to be completed 
early in 1951. 


drivers with a “driver’s directory 
which lists all available service | 
stations with trained mechanics | 
and also provides him with a | 
service where by calling Western 
Union operator 25 on the phone 
the driver will be informed where 
he can find the nearest station. 


The mobile units, mounted on 
GMC 650 diesel chassis are ex- 
|pected to remain in some cities for | 
| several weeks to run all the courses | 
necessary for the large number of 
mechanics anticipated in these 
areas. 

Dealers invited to send their me- | 


|mechanics to a class with two in- 
structors. Each student will work 
on live engines and sub-assemblies 
| while being taught operation, main- | 
|tenance and overhaul. Each student 
|will get actual experience in per- 
forming all the mechanical opera- 
tions on the engines. 
An important medium utilized in 
|the service training is 35 m.m. slide 
| films on the construction and oper- 
jation of the GM series 71 diesel 
lengine and on the maintenance of 
the same engines used in trucks. 
These films can be used by experi- 
jenced diesel mechanics for giving 
“on the spot” training in shops. 


schools or programs now in opera- 
_They are not supposed or de-/|tion or that will start off soon after 
Signed to substitute for the com-|the new year should keep in mind | 
plete diesel training program but |that the situation as to skilled me-| 
|do provide a familiarity with the|chanic supply is certain to worsen 
engine and do lay a ground work |\as the defense program proceeds 
|for further instruction. and that his need for skilled me- | 
Demonstrating the need for the (chanics will become greater. 
| greater number of diesel service ee 
| stations and for skilled men 
trained in diesel service, GMC 
| provides all diesel equipped truck 


JF HE expects to continue in busi- 
ness, he should measure the steps 
he should take in complete realiza- 
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Always Ask, ‘How's your Oil Filter?” That simple time- 
proven question gets you under the hood to sell Fram 
Filters, Cartridges and other service and accessory 
items. And, remember, there’s a genuine Fram re- 
placement cartridge for most every make filter! 


You've got to tell ‘em... to sell em 


It’s up to you to start the sale. Selling is your business. Once 
you’ve started, the name recognition of Fram helps you with 
the payoff. It’s easy. Just remember, “‘How’s your Oil Filter?” 
has started the sale of millions of Fram Filters and Cartridges. 
See your Fram Jobber now. FRAM CORPORATION, Providence 
16, Rhode Island Jn Canada: J. C. Adams Company, Ltd., 


Toronto, Ontario. 


Cooper's New Building— 





WF COOPER INC 
WDESANER 


A 62-by-93-foot showroom has been completed by W. F. Cooper (Studebaker) Dover, N. J. 


truck service. The glass front has sloping sides. 


tion that present indications may 
portend a complete stopping of car 
production or that it may be cut so} 
drastically that his share of ve- 
hicles will not provide sufficient | 
income in itself to keep his dealer- | 
ship operating. 

Dealers in the early part of this 
decade just passed were not only 
able to keep open but to make 


and 


chanics to any of the training the addition supplements an older structure which is now being used solely for car and 


comfortable profits on service and 
parts sales alone. 

Now, while factories and product 
makers are able to keep schools 
going and men are available for 
training, seems a good time for the 
dealer to insure his own future in 
the business regardless of what 
transpires industrywise during the 
next few critical months. 


Here's your source of steady 
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Fram Oil & Motor Cleaners 


Cartridges! 


EVERY TIME YOU SELL 

a famous Fram Oil & Motor 
Cleaner, you start an endless 
chain of profits. When the 
cartridge inside has trapped 
all the dirt it can hold, it has 
to be replaced... and that 
means more sales for you... 
season after season. 





“The Dipstick tells the story.” Show it to your customers 
as a guide to oil condition as well as oil level. When the 
oil shows dirty tell them why they need a replacement 
cartridge ...and sell them a FRAM. It’s a product 
they know through powerful national advertising. 


TT el 
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Dealer 


Charles L. Milliken of Milliken 
Chevrolet, Culver City, Calif., has 
been elected to the board of the 
Culver City chamber of commerce 
of which he is president. 

- + * 


Portland Service Managers 
Have Radio Safety Program 


The Parts and Service man- 
agers Club of the Automobile 
Dealers Assn. of Portland is on 
the air. To inform the public con- 
cerning safe driving habits and 
on how to care for their automo- 
biles, one member of the club 
participates in an interview on a 
radio show every Monday after- 
noon. After the club officers have 
had turns, other members will ap- 
pear in alphabetical order. 


+ * * 


Buick Group Elects Deppen 

H. W. Deppen jr., service man- 
ager of Westwood Motors, Inc. 
(Buick), West Los Angeles, has 
been elected president of the Buick 
Service Managers club of Los An- 
geles at recent annual meeting. 
R. E. Moulden, service manager of 
Becherer Buick, Inc., Monrovia, was 
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Doings 


elected vice-president, and R, E. 
McCune, service manager of Ed 
Fant Buick, El Monte, secretary- 


treasurer. 
* * 


* 
K-F Experi 
-F Experiment 
Full-Fledged Dealership 
Opens in Tiny Town 

Smallest town in Florida with a 
franchised automobile dealership is 
Venice, which has a permanent 
population of 866, according to the 
1950 census. 

Located on the main business 
thoroughfare, the town’s new Kais- 
er-Frazer firm is owned by Thomas 
Maticka, who lives in neighboring 
Nokomis. 

With no regular dealership in the 
surrounding towns and hamlets, 


|Maticka says his sales area may 


cover approximately 5,000 persons. 

Other dealers are said to be 
watching with much interest Ma- 
ticka’s experiment to see if a town 
of under 1,000 population can sup- 
port a dealership, 

The firm occupies a 35-by-70- 
square- ~foot section of the town's 





GLASS WINDSHIELD DEFROSTER 


@ Securely fastens to windshield with 4 large suction cups. 
Knurled brass nuts permanently attached to frame. Allows 
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ADVERTISED 
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JUNIOR: 


one positioning of suction cups for entire season. Defrosting 
unit easily removed until needed again. 


No. A-15 for 6 volt eee 


No. A-16 for 12 volt ‘ene. $390 
ul 


Finest! Most Dependable! 


CASCO SPOTLIGHTS 


INNER CONTROLLED! SEALED BEAMS! 


® Pierces deepest darkness ® Turns in complete 
left or right, up or down © Comfort grip 
with fingertip switch © Smart, streamlined chrome- 
plated © Separate pre-assembly insures no elec- 
trical disconnections. 


No. $40, Thru-the-Post Mounting. 
No. $35, Thru-the-Door Mounting. LIST 


STANDARD: No. $41, 
Mounting only 


CASE 


d 


_ $340 


$16-50 


Fair Traded 


$17-00 


Fair Traded 


Thru-the-Post 
List 





As part of the employe relations program 
includes a profit-sharing plan, 
periodically for dinner at the dealership. At 





"or 











after a war-service lapse. 


of children born to employes since September, 





New Members of Dealer Team— 


Dalias, which 


at Dick Price (DeSoto-Plymouth), 


families of all members of the organization get together | 


the last meeting, the above picture was taken 





main building and consists of a 
showroom, office, service and parts 
department. Don Winslow, former 
Nash dealer, is a salesman; Orville 
Ives heads parts and service, and 
Lonnie Briley is bookkeeper. 

* * - 


Ore. Ford Dealers Meet 


Portland area Ford parts and /| 
service managers staged their an- 





HUB REPLACEMENT ASSEMBLY 
for 6’ RUBBER-BLADED FANS 


A huge market awaits you this Fall and Winter for replacing 
wornout 6" rubber-bladed fans of any make with a Casco 
Hub Assembly. Motorists need their fans in good working 
order to remove the blur of sleet and snow from their wind- 
You get 6 Hub Assemblies in merchan- 
dising package, attractively mounted on selling 


shields. 


No. F-14 display. Order now, and cash in. 


CASCO 2-SPEED e 
6” RUBBER-BLADED 


AUTO FANS5%&9 


@ Chrome-plated metal trim and 759 List 
swivel arm @ Die-cast motor fair traded 
case @ Universal mounting 

bracket. 
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embossed and rigid. (V-1 Series.) 


divider ond 1939-40 Fords. * MODELS V-17 


FOR NEW AND UNUSUAL AUTOMOTIVE ACCESSORIES, WATCH CASCO 
PRODUCTS CORPORATION « BRIDGEPORT 2, 


tt CASCO VISORS 


Outstanding in style, finish and value! One models fits 
90% of all cars. Choice of two beautiful, 
finishes: Pearl gray Hammerloid enamel on smooth aero- 
aluminum (V-15 Series); silvery anodized aluminum, 


MODELS V-15 and V-1 fit all 1946-50 cars with center windshield 
dividers except 1947-50 Studebakers and 1948-50 Hudeon * MOD- 
ELS V-16 and V-2 fit Studebokers with windshield 


fit all 1946-50 cars with one-piece windshields 
except 1948-50 Hudson and 1947-50 Studebokers. 


proximately 200 members and 
guests attended from throughout 


Oregon and Washington. T. Cavnar | 


of Seattle, northwest branch man- 


|ager for Ford, was one of the main | 
| speakers. Organization officers are | 


president, Del Kitlinger, Wolfard 
Motor Co., Portland; secretary- 
treasurer, Bev Popple, MacKenzie 
Motor Co., Hillsboro. Chairman of | 
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and V-3 


$18.75 


Fair Traded 












CONNECTICUT 


1945, when the dealership was reopened | 


nual meeting at Gearhart, Ore. Ap- | 


|sales council, 


the gathering was Pat Mullin o 
Francis Motor Car Co., Portland 
* * 


$100,000 Fire Destroys 


Walkerton (Ind.) Dealership 


The Walkerton Motor Sales build 
ing, Walkerton, Ind., and part o 
its contents has been wrecked b: 
fire that caused an estimated loss 
of $100,000, according to Omar Bali, 
owner. The structure had 50,000 
square feet of floor space. 

Seven new automobiles wer: 
saved from the fire. Two trucks 
and two automobiles left at th: 
shop for repairs were destroyed 
Ball said the loss was partially 
covered by insurance. He said busi- 
ness had been resumed in a quonset 
hut near the scene of the fire. 

* . * 


2 Local Assns. in Oregon 
Elect Officers for 1951 


Two Oregon local dealer asso- 
ciations held elections recently— 
the Umatilla County Automobile 
Dealers Assn. and the Medford 
Automobile Dealers Assn. 
| Heading the Medford group for 
the coming year is Les Taylor 
(Dodge). Larry Barnes (Chevro- 
| let) was elected vice-president, 
| and Frank Humphrey (DeSoto- 
Plymouth) was elected secretary- 
treasurer. Hugh Coleman (Ford) 
was elected publicity chairman. 
| The Umatilla group elected 

Clyde Richey (Studebaker), presi- 
| dent; John Nirschl (Chrysler- 

Plymouth), vice-president, and 

Howard Hagen (International), 
| secretary-treasurer, All are from 
Pendleton, Ore. 

* 








* * 


Galles Heads Club 


H. L. Galles jr. (Oldsmobile- 
Chevrolet - Cadillac), Albuquerque, 
N. M., has been elected president 


of the Albuquerque Kiwanis. 
- * + 


Ore. Ford Dealers Elect 


A. C. Hagestad of Wolfard Motor 
Co. (Ford), Portland, Ore., is the 
new president of the Ford truck 
Portland area. He 
succeeds Forest Fulton of Valley 
Motors, Salem. Verne Thomas of 
Grandy Motors, Vancouver, Wash., 
was elected vice-president and Ed 
Chappell of Hollywood Ford Mo- 
tors, Portland, secretary-treasurer. 

+ * ” 


Wisconsin Lists 


28 Changes 


In Dealerships 


A list of 28 dealership changes 
has been issued by the Wisconsin 
department of motor vehicles. 

New dealers are: K-F Sales and 


| Service, Spring Green; Valley Hud- 


son Sales, Menasha; Elmer’s Elec- 
tric Service (Crosley), Kewaunee; 
Weber’s Service, New Holstein; 
Ginn Motor Sales, Milwaukee; Lee 
& Ed’s Service Station, Sheboygan; 
Beldenville Garage, Beldenville, and 
Reedsburg Motors, Inc., Reedsburg. 
The last five are used-car opera- 
tions. 

One new-car and nine used-car 
dealers went out of business. Staf- 


‘ford Hudson Motors, Inc., Madison 
{sold to Kimport Motors. Dropping 
|their licenses were: Avenue Motor 


Sales, Milwaukee; Hermans Auto 
Exchange, Milwaukee; Millersville 
| Garage, Sheboygen; Valley Service 
| Station, Marengo; Howland Motors 
Spring Green; National Truck 
|Equipment Co., Waukesha; A¢ 


| Auto Sales, Milwaukee; Cole Sale: 
|& Service, Beloit, and Bowers Mo 
‘tors Sales, Janesville. 


involved Bari- 
1) 


Other changes 


(Continued on Page 29, Col. 





INAME PLAT=S 
gw! PRECISION CAST... 

N ELIMINATING ALL DIE COSTS 

Quantities as low as 100 may be 

ordered with original design for ever: 
job! Proof of design submitted for 
approval. Heavily chrome plated. 

Write for details. 
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Dealer Doings 


(Continued from Page 28) 








necht Motors, Rice Lake, which 

:oved to Almena as a K-F dealer. 
Rarfknecht formerly handled used- 
ars exclusively. Hennricks Motors 
Sales (used-cars), moved from Two 
Rivers to Reedsville. 

Sneens Auto Sales (used-cars), 
Baldwin, became a K-F dealer. Kiel 
Motor Co., Kiel, added Hudson to 
its Dodge-Plymouth line. Howard 
& Sell, Superior, now sells GMC 
trucks as well as Oldsmobiles. Paul-| Seamen, service manager and 
son Equipment Co. (IHC moved to| Ray Snyder, parts manager. 
Amery from Clayton. H & * Motors a. 
(Studebaker), Hayward, formerly 
operated under the name of Hilde- Howard Ups Wells 
brand Sales and Service, and City 
Auto Service, (used-cars), Racine, 
changed its name to City Auto 
Sales & Service. 

* 


late A. K. Seaman, owned the 
first manufactured automobile in 
Fleetwood, started in the automo- 
tive business in 1917 at the same 
location as his present building. 
In the early days, he worked in 
the shop himself and was assisted 





x * 


K-F Singers in Ore. 

The Singing Sentinels from the 
Kaiser-Frazer plant have just 
filled a series of engagements in | 
Oregon. Milton A. Wurzweiler of | 
Portland Motors, K-F distributor 
for Oregon and southwest Wash- 
ington, sponsored their appear- 
ance before the Portland chamber 
of commerce, Rotary club, East 
Side Commercial club and on sev- 
eral radio programs. They also 
were in Eugene, Ore., to sing at 
the opening of a new plant for a 


K-F dealer, Zachary Motors. 
+ * * 


Diehl Succeeds His Father 


As Chevrolet Dealer in Pa. 


Appointment of Richard H. Diehl, | 
son of Miriam Diehl and the late 
R. S. Diehl, as the Chevrolet dealer | 
for Lewisburg, Mifflinburg and | 
vicinity, (Pennsylvania) was an-| 
nounced by the Chevrolet Harris- | 
burg zone. 

Diehl began to learn the automo- | 
bile business as a boy at his) 
father’s dealership in the same com- 
munity. His father opened a branch | 
in Lewisburg in 1930 and erected 
the brick building along Route 15 | 
in 1939. “Bucky” Diehl had been a 
Chevrolet dealer almost 20 years | 
before his death Feb. 12, 1944. 


* > * 


20 Years with Chevrolet 


Marked by Casselberry 


H. C. Casselberry, president of 
Casselberry Motor Co. (Chevro- 
let), Lock Haven, Pa., observed 
his 20th anniversary as a Chevro- 
let dealer in November. He has 
been engaged in the automobile 
business in Lock Haven almost 
30 years. Casselberry started an 
automotive sales and_ service 
center in June, 1921. 

The floor space available to his 
business has been doubled since 
1921. The present building has 
16,000 square feet, compared with 
only 8,000 square feet 29 years 
ago. In addition, Casselberry op- | 
erates two gasoline service 
stations. | 


Citizens Vote 
5 N. Dakota Dealers 


Into Legislature 


Five North Dakota dealers were 
elected to the state legislature dur- 
ing the November balloting. 

Dean -of the dealer-legislators is 
John Fleck of Bismark, who was 
reelected to the house. He will be 
joined by Guy A. Engen, McVille 
Ford dealer. 

Reelected to the state senate was | 
Hugh Work of Langdon and Orris | 
Nordhaugen, a former Ford dealer | 
in Leeds. Newly elected was Wil- | 

| 


bur Klusmann of New Salem. 
+ * ” 


Wolfard Marks 20 Years 


With Ford in Portland 


Wolfard Motor Co. (Ford), Port- | 
land, Ore., is observing its 20th an- | 
Niversary. The company was in- 
corporated Oct. 30, 1930, by Catlin 
A. Wolfard. Out of the present or- 
ganization of 150, two were with} 
the firm 20 years ago. They are 
Walter Taggesell, service superin- 
tendent, and Tom H. Hourston, 
parts manager. 


| 
| 
| 
| 





_On behalf of the management, 
Gov. Douglas McKay presented 
Yaggesell and Hourston with en- 
eraved billfelds. 
+ * 7 
Seaman’s Silver Year 
William H. Seaman, Fleetwood, 
Pa., is observing his 25th anniver- 
sary as a Chevrolet dealer this 








year. Seaman, whose father, the | 


by only one mechanic. He now | 
employes eight men at his dealer- | 
ship including his son, Russell A. | 


Appointment of Ellis Wells as | 
manager of Howard Buick Co., 
Burlingame, Calif., has been an-| Farmington, 


nounced by Lindsay C. Howard, 
president. Wells has been con- 
nected continuously with the How- 


ard company for the past 18 years. 


+ * * 


Ryan Elected to Rotary 

William M. Ryan, Ryan Cadillac 
Co., Seattle, has been elected to the 
Seattle Rotary club. Ryan is a 
member of the Automobile Old 
Timers and is on the legislative 
committee of the Washington State 
| Automobile Dealers Assn. 
| * * * 


Harris K-F Opens 


Harris Kaiser- Frazer Co. has 
| been opened in The Dalles, Ore., by 
|Glenn and John Harris, brothers. 

* * * 


| Blanchard Heads Yule Plan 


Carl C, Blanchard, owner of 
Farmington 
~ ay 


OuRi CHECK 


y CaSTHRON Prime DET 





Motor Co. (Ford),| 
hasbeen) 





Heads Essex County (N. J.) Assn.— 


Robert B. King (right), Oldsmobile dealer in Verona, has been elected president of the 
Essex County (N. J.) Automobile Dealers Assn. With him is Elmer Blauvelt, Pontiac dealer 


| in Montclair, who is outgoing president. 





named co-general chairman for the|be sponsored by the Farmington 
third annual Christmas program to| Businessmen’s Assn. 


No} Bing forall replacement jobs! 
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or More Productivity . . 
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of Space 


Accented for Shop 


(Continued from Page 24) 


were immediately available to fin- 
ish the job. 
* * * 

NOTHER source of faulty oper- 

ation is the shop that has two 
to three stalls per mechanic and 
not enough work to keep the idle 
stalls filled with working mechan- 
ics. Such a situation calls for more 
than a casual diagnosis. It might 
be that the dealership cannot at- 
tract sufficient work to utilize its 
facilities. 

One Michigan dealership, noted 
for its service operation, provided 
for more shop space than the 
number of cars of its make in 
the service area. But that did not 
stop this dealer from getting full 
return from the space, He turned 
to cars of other makes that were 
not being properly serviced by 
that dealer. As a result, in less 


















_ 








| than a year’s time, he was servic- 
| ing more of the competitive make 
than the dealer in that make, 

A Detroit dealer utilizes two 
stalls where such work as front- 


ator to turn out more work, This 
“two stall” department has two 
racks, and in the middle of each 
rack is a single post hoist. 

The one operator with this equip- 
ment can turn out more jobs in a 





suitably hardened and ground bore. 


day than is normal for two opera- 
tors working in the usual manner. 
The operator is happy as he makes 
more money and the dealer is 
pleased because he gets more net 
return on the space allotted. 

* * * 


Beane higher burdens, dealers 


will have to do a better job of 


Here’s another design advantage 


with HYATT HY-LOADS 


When space is limited for the housing bore or a 
bearing of larger size is desired, the outer race 
of a separable outer race type Hyatt Hy-Load can 


be omitted and the rollers operated directly ina 


Many other design advantages are yours with 


Corp., Harrison, N. J. and Detroit, Michigan. 


| 
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Craven Motor Co., New Bern, N. C.— 


Bivd. This is the fourth new structure for the firm since it was founded in 1933, according 
to J. W. Babson, president, and Leo H. Harvey, partner. 








handling their service volumes if 
they are to make sufficient profit 
from customer labor and parts 
sales to offset the higher “fixed.” 

In the thinking of most students 
of service operation, two things 
will have to be done in many mod- 
ern dealerships. 

The first calls for a better job 
of diagnosing and improved inspec- 
tion of the work done to ward off 
dissatisfied customers and “re- 





and ground shaft. 


works.” 


The other recommendation is bet- 


ter selling of the service needs of 
each customer so that the number 
of items per ticket can be increased 
without “gouging” the customer or 
selling unneeded work. 

Items per repair order nation- 
‘ally, taken from an analysis of 
over 500,000 repair orders from 
coast to coast, have risen from a 
low of 1.51 in February of this 
year to a high of 1.73 in Sep- 
tember. 

But returns per ticket on both 
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OR BEARING applications where the design is such that an inner or 
outer race can be omitted, the separability features of Hyatt Hy-Load 


Roller Bearings are a distinct advantage. 


When a shaft of larger diameter is needed for 
greater rigidity, or a bearing of smaller size is 
desired, the inner race of a separable inner race 
type Hyatt Hy-Load can be omitted and the 


rollers operated directly on a properly hardened 


Hyatt Hy-Load and likewise with Hyatt Spher- 
angular Roller Bearings, both of which are serving so well in so many 


millions of cars, trucks and buses. Hyatt Bearings Division, General Motors 
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HYATT ROLLER BEARINGS 





customer labor and parts sales have 
not reflected the amount of ir- 
crease that should have been gained 
from this rise in the number of 
items. 

It is generally conceded, however, 
that if dealers could increase the 
number of items per ticket by an 
average of one the result should 
nearly double the gross “take” per 
repair order. 

* * * 
= INCREASE the volume and 
profits of the average shop to- 
day to the point where a satisfac- 
tory burden coverage can be ob- 
tained, it will be necessary for the 


end adjustment will allow the oper-| A new building for this Chevrolet-Buick dealership has been completed at 140! Neuse| dealer to acquire good management 


in his service and parts depart- 
ments and increase the traffic in 
his shop. 

It is essential that dealers keep 
every workable stall filled with 
profit-producing work for a large 
proportion of his business. Older 
cars need more parts and utilize 
more customer labor hours in their 
repair. 

While the need for immediate 
action may not be demanded 
now, it is a good time for every 
dealer to make a careful survey 
to find out if his shop is being 
managed capably. 
| Dealers are advised to look at 
| the service operation through the 
jeyes of the customer to see if the 
|customer is satisfied. Dealer suc- 
cess in a large measure depends 
upon how well the products and 
services offered please the cus- 
tomer. 

Customer satisfaction must be 
the final consideration if a_profit- 
able operation is to be maintained. 

And customer satisfaction will be 
most important if the industry 

again is driven into a_ position 
where the dealer must live off his 
|service and parts sales. 


Ford Fete 


870 35-Year Employes 


To Be Honored 

DETROIT.—Ford this month will 
j|honor 870 employes who are cele- 
|brating their 35th anniversary with 
the company. 

Each of the 35-year veterans will 
be presented with an engraved gold 
watch. 

First of the banquets was held 
|Dec. 6 for four employes of the 
| Ypsilanti plant. 

Other banquets are: Dec. 11 for 
53 Detroit area employes of the 
Ford division; Dec. 12 for 23 Lin- 
|coln workers; Dec. 14 for 60 High- 
jland Park employes, and Dec. 16, 
18 and 21 for 642 Rouge division 
| employes. 
| Another 71 employes outside the 
Detroit area also will be feted dur- 
|ing the month. 


Your advertising dollar 

in the Courier-Express 
| buys greater impact on 
the families with more 
money to spend. That is 
why it is the potent sell- 
ing power tothe 1,400,000 
people in Buffalo and the 
great 8-county Western 
New York market. 


It Gets Results 
BECAUSE 
It Gets Read Thoroughly 


+ BUFFALO 
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REPRESENTATIVES 








| OSBORN, SCOLARO, MEEKER & SCOTT 
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hay f | should it be imposed above a 
it ] basis point. 
ine3 Emergency Tax Counse t, he conoittion. ts lnleeaibulhil 
r of the well-being of all business as a 
New Business Group Urges Corporate Defense Levy || proved effective system of satisty- 
Vv > jing increasingly e requirements 
“th ¢ But Opposes One on Excess Profits lof the country for goods and serv- | 
y an JEW YORK.—A new roup and will be responsibly suggested.” | ces. a s 7 ss 
jould oe. as the Business Committee Seven basic principles outlined | Wilson W . W yatt 7 _ — ? 
per in Emergency Corporate Taxation by the committee were summarized the committee . gene at : Se = 
1as been formed to seek what it as follows: chairman is a e o aoee — e | 
alls “constructive corporate de- | 1. The defense program may last Witllam bf — = sid a oe 
and ‘ense taxation,” instead of the pro- a long time. | W a et a ic wy, ee roe . 
)_to- »osed excess profits tax. 2. The tax and fiscal program | the aks Sorp., Ne ’ 
sfac- Composed of more than 100 of the federal government must | executive chairman. ‘ 
ob- ‘ a ffi of industrial be geared to a long-time high Vice-Chairmen of the commit- 
the principal officers alin * | level of defense expenditures. tee are as follows: 
nent financial and other ae eatiadiy. 3. Business profits must bear; Harold V. Bozell, president, Gen- | 
art- ganizations, the committee esta their fair share of increased taxa- eral Telephone Corp., New York; 
e in ) lished offices at 580 Fifth Ave., tion |Edward S. French, president, Bos- ? : 
here. : 4, The excess-profits tax as pro-|ton & Maine Railroad, Boston; | Aft Blackburn's New-Model Showing— 
Although it seeks to have busi- |posed is unfair and destructive. Robert J. McKim, president, Asso-| This picture shows how the East St. Louis (lll. Lincoln-Mercury dealership unveiled its 
~P ness profits bear their share of the |" 5 Undue profits arising out of|ciated Dry Goods Corp., New York; | 195) models. 
with emergency defense burden, the/qdefense contracts with the gov-| Willard F. Rockwell sr., chairman, | __ 
arge committee announced, it Opposes grnment should be prevented by| Rockwell Mfg. Co., Pittsburgh; | 3 
td the use of an excess profits tax! offective negotiation and renegotia-|Louis Rutherberg, chairman, Ser-|ident of Bankers Trust Co. is;and O. B. Jesness, of the Univer- 
ilize in the belief that such a levy is|tion procedures. |vel, Inc., Evansville, Ind.; Vernon |chairman of the program commit- sity of Minnesota, are consulting 
heir “inflationary and destructive.” 6. A defense-profits tax should | Stouffer, president, Stouffer Corp.,|tee, and Dudley W. Figgis, chair- | economists to the committee, and 
The committee was set UP 88 8! be adopted to produce such rev- | Cleveland, and Robert C. Tait, pres- | man of American Can Co., is chair- Dan Throop Smith, of the Harvard 
ate temporary organization for the sole enues as should be taken from ident, Stromberg-Carlson Co., Roch-|man of the budget and audit com- | graduate school of business admin- 
led purpose of combatting the excess| corporation profits. It should not | ester. | mittee. a istration, will be an unofficial con- 
ery tee ba and of nrtredhe. | ~~~ impose high marginal rates, nor |B. ‘A. Tompkins, senior vice-pres-| Leon Henderson, of Washington, | sultant. 
| alternative corporate taxation r| . " é 
i the duration of the defense emer-) 
gency. 
A statement by Beardsley Rum, 
fat tax authority, attacking the ex- 
the cess profits tax, was issued in 
the conjunction with the new com- 
Buc- mittee’s announcement. ; 
nds “No excess profits tax has ever . 
and been devised that will not do more 
cus- harm than good,” Ruml’s statement e r W PS 4k € Me e o e 
declared. “The committee is clear 


be that it wants defense without in- 

























ofit- flation, that it expects business to| 
ned. bear its fair share of defense costs. | 
1 be But the committee condemns the | 
etry excess-profit tax as a form of tax’ ai J ’ J ' 4d 
tion that is dangerous and destructive, ; e i. ° " 
his and for which other sound methods | J I I J 
of corporate taxation have been} 1 ! ( 
ae woe JIUY wu 
No Single Type ‘CHOOSE YOUR Own Comrorr” 
o 
Seen as Air 
= Us ¢ , 
‘ Cargo Solution sate: , ee 
oo NEW YORK.—An Air Force ex- | } Nig My iy 
- pert on the transportation of cargo} 10ufy 
vith by air took a peek into the future “ F 
here last week and predicted that | 
will i no single type of cargo aircraft | 
zold : will provide the answer to the “air| 
cargo problem.” 
oT He said the air cargo of the fu-| 
te ' ture, both military and commer- 
cial, will be transported by “an| 
integration of transport helicopters, 
for pack-carrier aircraft—both fixed | 
the and rotary wing, and integral fuse- 
uin- lage fixed wing aircraft into a sup- | 
igh- i ply system whereby the specific ad- | 
16, | vantages of each can be fully real- 
sion | ized.” : 
i Before the full effect of helicop- 
the ters can be realized in an air cargo} 
can. operation of any proportion, de- | 


clared Lt. Col. Lucian S. Rochte, 
chief of the Cargo branch, Engi- 
neering division, Headquarters, Air 
Materiel Command, Wright-Patter- 
son Air Force Base, Dayton, O., 
much remains to be done to reduce | 
maintenance requirements. 

Other factors are to increase) 
cruising speeds, solve rotor blade | 
anti-icing problems, increase inher- | 
ent stability and otherwise design | 
to permit full scale operation with | 
conventional aircraft in an _ all- 

' weather Air Force. 

Rochte spoke at the 1950 annual | 
meeting of the American Society 
of Mechanical Engineers at the| 
conclusion of “air cargo day,” spon- | 
sored by the Aviation and Mate-| 
rials Handling divisions of the! 
ASME, the Institute of Aeronauti- 
cal Sciences and the Society of | 

re Automotive Engineers. 

The detachable cargo compart- | 
ment, referred to in military par-| 
lance as the pack-carrier principle, | 

| long a dream of air cargo men, is| 
i now a reality in the Air Force's | 
XC-120 aircraft built by the Fair- | 
child Aircraft division at Hagers- | 
town, Md., he said. 

Considerable conjecture has been | 
offered concerning the validity of 

this principle in which the expen-| 
Sive power unit is detached from | 

the relatively inexpensive cargo 

| unit, Col. Rochte said,.and the re- 
sults of its testing by the Air Force 
tre anxiously awaited by military 
ind commercial circles, Rochte 
dded. 


CAR MANUFACTURERS POUR ADVERTISING AND 
PROMOTIONAL LITERATURE INTO THEIR DEALERS 
TO CLOSE NEW CAR SALES FASTER!... 


The story of “Select-O-Seat's” importance to the car manufacturer,* his 
dealers, and the driving public has spread like wildfire throughout America! 
Intensive sales promotion by car manufacturers* to their dealers and dis- 
tribution of powerful consumer pamphlets by the dealers is selling new car 
buyers faster than ever before! The public goes for the makes of new cars 
having seat cushions with “Select-O-Seat" spring constructions that are 
instantly adjustable as desired, for “Personalized Comfort", without dis- 
turbing the upholstery! The driving public is definitely sold on “Select-O- 
Seat". Perhaps YOU can profit more with “Select-O-Seat”. 


*8 LEADING MAKERS OF 
CARS FACTORY-INSTALL 
“SELECT-O-SEAT” 

The unique design of “Select-O- 
Seat" provides spacing between 
the rows of coils, making it simple 
to add extra coil spring support for 
your personal comfortl 





















# 3 | 
Lawrence Ups Peterson | 

J. A. Peterson has been named 
general sales Manager of Lawrence 


Motor Co. (Dodge-Plymouth), Rich- 
mond, Va. 
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NOW-—MILLIONS ARE CALLING ON | 


NEW 1951 








AMERICA’S LARGEST 
FINEST LOW-PRICED CAR ! 


Ant 


The Smart New Styleline De Luxe 4-Door Sedan 








Yes, Chevrolet dealers are entertaining record crowds 
—the happiest and most enthusiastic crowds in their 
entire history—as men and women throng their show- 
rooms to see the refreshingly new and thoroughly 
reliable 1951 Chevrolet. 


Moreover, these men and women are pronouncing 
the new Chevrolet the smartest buy of the year, and 
backing their words with solid buying orders. 


For here’s America’s largest and finest low-priced 
car—looking even longer, lower and wider than its 
famed predecessor—thanks to distinctive new styling 


with entirely new front- and rear-end design and new 
America-Preferred Bodies by Fisher of surpassing 
beauty. 

And, with all these new things, it also brings motor- 
ists the proved things which cause more people to buy 
Chevrolets than any other car, year after year. 

It brings them extra-sturdy, extra-rugged, extra- 
durable Chevrolet construction; it brings them that 
more thrilling and thrifty Valve-in-Head engine per- 
formance for which Chevrolet is world-famous; it 
brings them comfort feature after comfort feature 





and safety feature after safety feature found only in 
Chevrolet and higher-priced cars. 

And, above all, it brings them sound, solid, de- 
pendable quality in every part, together with lower 
over-all costs than they would pay for comparable 
quality anywhere else. 

So overwhelming is the enthusiastic public’s in- 
dorsement of this car—and so great the outpouring of 
orders for it—that Chevrolet dealers are fully con- 
vinced that they again have the Number 1 car of the 
country . . . in styling, in efficient and economical 
performance, in driving-ease and safety, and in sales! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


YOU’RE FIRST WITH CHEVROLET 
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CHEVROLET DEALERS TO SEE THE 
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Refreshingly 
new 


IN ALL THE THINGS 
CAR-BUYERS WANT! 


N EW! Longer, lower, wider 
big-car look! 
J a RAT @ 
N Ewl Strikingly smarter 
2 Fisher Body styling! 
N EW! Luxurious Modern- 
: Mode interiors! 
N Ew! Jumbo-Drum brakes— 
: largest in field! 
N Ee W f Glare-Proof Safety-Sight 
: instrument panel! 
N f- wi Improved, easier 
: Center-Point steering! 
TIME PROVED 
Us POWER Gide 


AUTOMATIC TRANSMISSION* 


—proved by over a billion miles of perform- 
ance in the hands of hundreds of thousands 


of owners. 
*Optional on De Luxe models at extra cost 





AMERICA’S FINEST FRANCHISE! 
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DISPLAYS PIPES—Everhot Products Co., 314 
offers this stand 


N. Damen Ave., Chicago, 
which holds 24 uniflex bendable exhaust pipes 


It contains pipes that will service more than 


100 car and truck models, the firm states. 


+ * * 
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WIPER REPLACEMENTS—A complete ANCO 


windshield wiper replacement service depart- | 


ment, requires but I7 by 22'/2 inches space 
for two metal cabinets containing organized 
full-range service-for-all cars assortments of 
Maxi-Vac motors, Dead-Locker arms, Clear- 
Flex blades, Fog Wiper blades, Clear-Fiex 


and Fog Wiper blade refills and Rain-Master | 


blades. Anderson Co. Ind., is the 


manufacturer 


Gary, 





FOR BRAKE WORK—An improved heavy 
duty brake reliner and grinder, incorporat- 
ing several new developments, has just been 
announced by Barrett Equipment Co., St. 
Louis. Although very similar in appearance 
to previous models, the new Barrett B5!-C 
is now equipped with heavy bali bearings at 
grinder support and countersink spindle, has 
@ new simplified countersink depth adjust- 
ment which can be made while machine is 
operating and has an improved belt adjust- 
ment, Barrett states. 
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NEW PRODUCTS 


RUST SHOWS IN BOWL—A coolant scale 


and rust eliminator, which has a collector 
bow! that allows the motorist to see the re- 





sults of the unit, is being produced by 
Butler Engineering Co., 2612 Rousseau St., 
|New Orleans. The bow! can be removed for 
| emptying 
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SOLDERING TIPS—A 20-page pocket man- 
ual on soldering is being distributed by 
Weller Electric Corp., Easton, Pa. Designed 
as a handy reference for professionals and 
a simplified soldering course for newcomers, 
the handbook is said to cover every impor- 
tant phase of soldering. 








DOES 2 PISTON JOBS—A dual-purpose ma- 
chine, recently introduced by Burd Piston| 
Ring Co., Rockford, Ill., provides both piston | 
| knurling and re-grooving operations from the | 
|single piece of equipment. Features of the | 
reconditioner are a capacity for either alum- 
}inum or cast iron pistons in diameters 3 to 


}4/2 inches, and a mechanism that permits | 
knurling with or without connecting rods 
attached, the firm states. | 





| 
| 
FOR EMERGENCIES—Klip-on-Chains, pro- 
duced by Fral Mfg. Co., 2915 S$. Michigan 
Ave., Chicago, are easily applied. according 
| to the firm 
' 





FREEZING WEATHER ITEM—Lock-Thaw pro- 
tects, lubricates and prevents freezing of all 
locks and removes frost and ice from wind- 
shield, according to Gold Eagle Products Co., 
1050 W. Kinzie St., Chicago 22. It contains 


in severe sub-zero temperatures, the firm adds. 
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PLUG-IN SPOTLIGHT—Distribution of 
new general purpose portable spotlight is 
announced by Auto Lamp Mfg. Co., 290! S. 
Indiana Ave., Chicago, manufacturer of the 
Pathfinder line of automotive lighting acces- 
sories. It is a five-inch sealed beam unit 
which requires no installation. A 10-foot cord 
provides extreme flexibility in use and range 
of light power, the firm states. 


TESTS HEADLIGHTS—New pin-point nreci- | 
sion checking is now possible with the Bear 
No. 560 headlight tester, Bear Mfg. Co., Rock 
Island, Ill., states. Finding the hot-spot or 
highest intensity area is made positive by a 
unique photo-electric cell process, it adds. 
The exact center of the light being tested is 
identified by a small light dot on the tester 


no graphite and does not gum up or harden | 


its | 





| STEAM CLEANS, FLUSHES—A combination 
}announced by Homestead Valve Mfg. Co., 
| Coraopolis, Pa. 
oil-fired, electric motor-driven steam cleaner 
| which operates at 80 to 120 pounds pressure, 
and a cleaner that reverse flushes complete 


| cooling systems. 
| 


| * * * 
| 
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LIFTS SERVICE WORK—A combination serv- 
ice jack with detachable adaptor for han- 
dling transmissions, clutches, differentials, 
axles and other heavy parts, is announced by 
Tow Bar Sales Co., 40 S. Clinton St., Chi- 
cago. With the adaptor removed, the unit 
| can be used as a regular jack, says the firm 
The gear ratio is approximately four to one, 
lit is stated 








VALVE FACER—Cedar 
Co., Cedar Rapids, la., 
valve 


Engineering 
announced a 
the Kwik- 


Rapids 
has 
facing machine designated 


Way model W valve master. It is a preci- 
sion wet grinder designed for continuous 
duty on long production runs in refacing 
automotive and aircraft engine valve, and 


for heavy duty refacing of large valves such 











screen. The positioning of the cell has finger- 
touch control 


as diesels. With quickly interchangeable 
chucks the valve master has a capacity for 
valve stems from 3/16 inch to I'/, inches in 


diameter. Valve heads to 6!/, inches can be 
accommodated 





the firm states 
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ALL-PURPOSE TOOL—Powered by air, this 
tool drills, chips, rivets and performs other 
jobs, announced Burgess Thomas Co., Box 
287, Bloomfield, N. J., its manufacturer. The 
unit weighs five pounds and has a one-inch 
diameter piston. It operates on pressures from 
30 to 100 pounds 







steam cleaner and cooling system flusher is | 


The combination features an | 
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FOR BRAKE CABLES—A brake-cable short- 
ener, which is said to put new life into cables 
| stretched beyond adjustment, has been an- 
}mnounced by United Parts Mfg. Co., 1250 W 
|Van Buren St., Chicago. It is installed by 
|screwing on, It provides a quick adjustment 
| without removal of the cable. 





* * * 





SPARK PLUG CONNECTOR—Contact (V-S) 
connectors with telescoping springs are an- 
nounced by Menaugh-Dutterer Co., 549 Wash- 
ington Bivd., Chicago. Each spring coil tele- 
scopes within itself and side thrust on the 
sleeve is eliminated, says the firm. The device f 
is sold as a unit and there are no small parts 
to assemble. 








CLEANS RADIATORS—The hot cleaning vat 
now marketed by Inland Mfg. Co., Omaha 
practically eliminates hazards of burns from 


hot solution as the controlled, fast-acting 
elevator allows operators to raise 
with 


out splashing, the company says. Worker fa 
tigue is reduced too, as this easy-to-operate 
the back-breaking work of 
by hand, 


* . > 


replaces 
radiators 


device 


lifting heavy it adds 


| 
electric 
and lower radiators into the chemical 


Cal 
. 
ie eee | 





OIL CHANGER—A hand-operated port 


vacuum unit is now in full production, a 
mounces Vacu-Vac division, Apex Mfg. © 
1501 Powell St., Oakland, Calif, Full suct 


for the operation is created by 10 strokes 
the pump, says the firm. It requires no 
or electrical connections. Old oil is withdra» 
through the car's dipstick hole 


(Continued on Page 35, Col. 1) 
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| temperatures for industrial wash 


: ai jrooms and _ processes, and the 
Bulletin SM-41, “Packaged Water | o Brien steam-water mixers for 


| Heating,” gives ratings and speci- | small-capacity hot-water service. 
|fications for five sizes of O’Brien!O’Brien Steam Specialty Co., Inc., 
|all-bronze steam mixer water heat-/310 Heffernan’ Bldg., Syracuse, 
: ae : : lers. They are packaged units, com-|N. Y., is the manufacturer. 

A color card, using actual paint |catalog insert, has been issued by plete with all controls and acces- 8 

istead of ink, which shows the | Aircraft-Marine Products, covering | CUTS BOLTS—A 15-inch cutter with formed | sories which mix steam directly Head Lamp, Rheostat Switch 
1951 color line of Totrust enamel, | its new line of automotive terminals | steel handles is announced by Manco Mfg. | ith water to provide hot water Announced by Cole-Hersee 
may be obtained from Wilbur & | and tools. |Ce., Gradiey, IN. The jaws of the device we | at controlled temperature. Also de-| A combination head lamp and 
Williams Co. Greenlead and Leon| Copies are available on request |ojsctsbls end can, be raterpened. TM scribed is the O'Brien combination | rheostat switch, complete with elt- 
Sts., os - pone ay no o j to Aircraft-Marine Products, 1523 | 5, .eat covers. links on skid chains and other Safety unit which supplies hot| cuit breaker, mounting bushing and 
line of paints will match almost 30/N 4th St.. Harrisburg, Pa. luses, reports the firm. water at two or more controlled (Continued on Page 36, Col, 1) 
equipment makers’ original colors. set eee immeasiainlidaticatl al : ; a ‘ : 


/ ey | | 





New Products 


(Continued from Page 34) 


| O’Brien Water Heaters 
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t~ 
EASY CHECKING—Oil-Eye Corp. of Amer- 
ica, Winona, Wis., has developed a _ two-| 
eyed model of its device for checking levels Ja 
and condition of oil from the driver's seat. ete 
The two-eyed unit has a divided inspection & be 
chamber for crankcase oil and automatic oe 
transmission oil. A push of a button is said ¥ 
to present a sample of the oil and to do a oF 
away with dipsticks. 50e : 
De] . 
* * * a : 
Vartin-Senour Develops 
Silicone Polish Remover 
A silicone polish film remover 
has been developed by the Martin- | 
Senour Co., 2520 Quarry St., Chi- | 
cago. The company says that sili-| 
| cone film must be removed before | 
_ a car is refinished and that its| 
ah, product can do the job. 
sle- 
the om a ” 
ice | 
rts ' 
Pat to eed 
Complete accessibility to undercar parts makes repair jobs New Flush Controls with “piano key action” are an 
easier and faster . . . and more profitable. Rotary Mechanic’s efficient, time-saving feature of Rotary Mechanic’s Lifts. 
Lifts put work right out in the open, where it can be done in Operator is in position to see exactly what’s going on as 
a convenient standing position. Keep mechanics happy! he raises lift. Faster and safer than wall controls. 
i 
t 
TURNOVER SAFETY SWITCH—Manufactured | 
by the Clapp Co., Dallas, this switch shuts | 
of the ignition instantly should an auto, — 
or truck overturn, the company states. It con- 
sists of a cylinder about one inch in diam- | 
eter and 2!/, inches in height, injection mold- | 
at ed of transparent Plexiglas. This material is | 
a highly shatter-resistant, enabling the switch | 
m body to withstand the impact of a slipping | 
1g wrench or other accidental blows. It remains | 
se unclouded in the presence of gasoline and | 
h oil fumes, is unaffected by under-hood heat, | 
a and does not become brittle with age, the | 
te firm adds. Rohm & Haas Co., Philadelphia, | 
of is the manufacturer of Plexiglas. | 
1 * * * 
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} GC 


Sinclair Refining Offers 
Radiator Rust Resistor 


Sinclair Refining 630 Fifth Ave., | 
New York 20, reports it has de-| 
veloped and placed on the market a 
new radiator rust resistor for use| 


‘ in automotive cooling systems. In | 
addition to being an active inhibi- | 





aa Sinclair —_. ag oe a Servicing automatic transmissions can be done in 1/3 Savings up to 50% on all types of repair and lubrica- 
sistor contains sufficient oil to coa mn time! Wi » Mechanic’s Lift 2 able tion jobs are being reported by Rotary users fr ‘oas 
metal austasen of tha tadlater and less time! With a Rotary Mechanic’s Lift and a portable n j ré ig report y ry users from coast 
engine block and provide a thin unit as pictured, it’s only a one-man job to handle these to coast. Many car dealers, after trying one lift, have 
film on the water surface. heavy units. Another hard job made easier and safer! bought a lift for each mechanic’s stall. They find it pays! 


This surface film tends to de- 
crease the evaporation rate of both 
vater and antifreeze and at the 
same time prevents corrosion by | 
decreasing water absorption at the 
surface, it is said. In addition to 
being compatible with rust inhibi- 
tors contained in antifreeze mix- 
tures, says the firm, it provides 
ibrication for the carbon seals of 
vater pumps. 





MECHANICS LIFTS 


Call your Rotary distributor or write us for catalog and prices. 





' 
* * * | 
| 
| 
| 





{utomotive Terminals, Tools 
Described in Catalog 


eee mation bul ROTARY LIFT CO., 1142 KANSAS, MEMPHIS, TENN. 


letin, which also serves as a counter 








New Products 


(Continued from Page 35) 


knob, is announced by Cole-Hersee 
Co., 20 Old Colony Ave., Boston. | 
The knob pulls out for three posi- | 
tion headlight operation and can be 
rotated for variable dash illumina- | 
tion, the company says. 











LABELS METAL TUBING—Colorful printed 
| labels for permanently labeling metal tubing 
|have been developed by Everhot Products 
| Co., 514 Damen Ave., Chicago |. A special 
| moisture-proof adhesive on the back of the 
| label causes it to adhere permanently to the 
smooth metal surface. The printed side is 
coated with a tough, luminiscent lamination 
of protective cellulose acetate, thus moisture- 
| proofing both sides for lasting service, the 
firm states. 





REPLACEABLE CELLS—When one of the| Phillips Products Announces 
cells in a Nu-Form battery goes dead it can "9 @ 
be replaced by merely pulling it out of is | Body Finish Protector 


slot and replac "as with a now one, accord. | Aurillium is a liquid sealer used 


ing to Nu-Form Battery Co., Port Clinton, O. , 
: J protect body finish, chrome 


There is no need to replace the whole bat- | to 


tery, the firm states. The battery is featured| work and interior trim. The prod- | package will be used by Perfect Circle Corp., | 


by air cooling through slots in the plastic- 
fibergias case. It also has suspended plate 
construction. 


uct is sprayed as a mist from a 
pressure can and is said to form 


| 
| 
| 
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a clear, hard surface within 40 min- 
It is manufactured by Phil- 
\lips Products, 343 S. Dearborn St., 
| Chicago. 


utes. 


* + x 


American Bosch Wipers 


» Described in Catalog 
A 28-page catalog describing elec- | 


|tric windshield wipers made by 


|American Bosch Corp., 3664 Main | 





| 
| 


St., Springfield, Mass., is available. 

Dual models for  undercowl 
mounting on Ford, Chevrolet, 
Plymouth and Mercury and GMC 
and I-H trucks are manufactured 
by the company. 


l Perfect 





RING SETS—Three boxes in one over-all 
52 S. Washington, Hagerstown, Ind., to mer- 


chandise its new 2-in-| chrome piston ring 
sets. 


TOP 


TELEVISION SHOW! 





A PRODUCT CHAMP GETS TERRIFIC BACKING! 


PT strikes a KO blow against winter for car owners who rely on Texaco Dealers 
for expert car care. It delivers a terrific sales punch too—for Texaco Dealers. 
Behind that punch... striking advertisements in the big magazines... 


powerful poster boards coast to coast ...spectacular selling on 


America’s top television show starring America’s ace 
TV performer, Milton Berle... plus plenty of strong 
dealer promotion. Result: car owners know about 
PT... buy PT from their Texaco Dealers. 


A Great Line-up for 
TEXACO DEALERS 





Sky Chief and FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS - 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 





MARFAK CHASSIS 





| 





BEAR'S LATEST FOR FRAME ALIGNMENT—In the Bear No. 197-84 super frame-alignment 
service, efficiency and power are coupled with easy operation and a minimum of setup 
time to handle the toughest frame and alignment jobs, Bear Mfg. Co., Rock Island, Ii! 
states. Especially designed step beams, clamps and heavy iron arms provide quick hookups 
for any type of bend. Clumsy, hard-to-handle chains are eliminated in this new service 
The famous Flex-O-Power, which is part of this super unit, provides ample power to 
straighten the four ‘'major bends''—sidesway, sag, buckled siderail and diamond frame—at 
one time, Bear adds. Is designed for flush or floor installation. Axle straightening and front 
end alignment are easily accomplished—checking of caster, camber, toe-in, king pin angle 
and turning radius is done easily and quickly, the company states. The step-beams, arms 
angle clamps, camber hooks and extension bars can be purchased separately to bring old 
racks up-to-date or make frame straightening possible on Bear alignment racks. 


* * * * * + 


duced by the newly organized firm 
of Jack Churchward Welding Ac- 
| cessories, North Haven, Conn. The 

A scaling hammer, forerunner of | patentable features claimed for the 
a complete line of welding tools | scaling hammer are: (1) its multi- 
j}and accessories, has been intro- |point hammering surface which 
ae ge ne —|speeds descaling by loosening scale 
| over a large surface with each tap; 
| (2) its hollow-ground head, which 
provides an effective weldscraper, 
and (3) its slagging pick, which 
permits accurately pin-pointing re- 
moval of slag from weld pockets 
and corners. 


Welding Scaling Hammer 
|Developed by New Firm 








| GAUGE KIT—Number 4718K gauge clamp- 
airline kit is being announced by A. Schra- 
|der's Son division, Brooklyn, N. Y. With this 
outfit, dealers can quickly and easily convert 
their regular air lines into handy, gauging 
and inflating equipment, the firm states. It 
speeds up air service by keeping an accurate 
gauge where it's needed—when it's needed. 
The low cost makes it practical for dealers 
to place extra air lines in the lubritorium, 
tire repair section and other convenient 
places, Schrader adds. 


* * * 


Catalog on Torches 


Air Reduction Sales Co., 60 E. 
|42nd St., New York 17, a division 
lof Air Reduction Co., Inc., has an- 
nounced publication of a catalog 
on hand torches for gas welding 
jand cutting. The catalog contains 
|information on the firm’s line of 
|welding and cutting torches, out- 
| fits, tips and accessories. 


* * * 








INSTALLS RAILOCK LETTERS — Frederick 
| Automotive Co., Frederick, Md., has pu 
chased this new type of sign produced 
Wagner Sign Service, 421 Hoyne Ave., © 


cago. The letters used are of I2-inch a 
eight-inch sizes and have a black wriné 
finish. 


* * * 


Northern Cranes Described 


| 

| A four-page illustrated bookl: 
describes the line of super crane 
hi-lift cranes, electric hoist cranes 
hi-lift hoists and travelators manu 
factured by Northern Engineerin: 


Works, 2615 Atwater St., Detroit. 
(Continued on Page 37, Col, 1) 
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varallel; maintain proper center 
distances at all times; finish-bore 
semi-finished babbitted rods; finish- 
bore rod forgings, and bore king- 
pin bushings, says its manufacturer, 
Van Norman Co., 3640 Main St., 
Springfield, Mass. 





lare a guide to mailing lists of | 


! individuals, business firms and or- 

| N e W p r O u Cc t sS |ganizations. Arranged alphabeti- 

jcally, each prospect category in- 

-- |cludes the number available and 

= (Continued from Page 36) |the price per thousand. One of the | 
|two directories is devoted entirely | 

‘to lists of stock and bondholders in | 


National Machine and Tool Co., 
America’s largest corporations. 
* + * 


Jackson, Mich., has announced pub- 
lication of a 28-page catalog show- 
ing it’s line of automotive hand 
tools. 


| Center-Control Fork Trucks 
Introduced by Baker-Raulang 


Baker Industrial Truck division | 
of Baker-Raulang Co., 1250 W. 80th | 
St., Cleveland, has introduced its | 
line of type FC center-control fork 



















































trucks. Baker says the trucks are 
ment j designed for convenience, maneu- 
etup verability and utility in the hand- 
WW FITS LIGHTER SOCKET—A spotlight, said | ;; if 
kups to throw a 1,000-foot beam, is announced by ling of 3,000 to 6,000-pound loads. 
vice Arrow Safety Device Co., Mount as N. J. * * * 
f to The lense is five inches in diameter. he unit | 
eH can be stored in the — pee gots of 
ront when not in use. An extension cord permits | 
; | CHECKS ALIGNMENT GAUGE—A fixture 
= we as 2 trouble light. designed to check a wheel alignment gauge 
old * * * that contacts the wheel has been announced 
by a Co., ae oe la. It can be| LEFT FOOT GAS PEDAL—An extra gas 
ope ° ° ° installed on a wall or post. pedal for use with the left foot on cars with 
Mailing List Directories * * * | automatic transmissions is announced by the 
— ‘eee sabe Published by Dunhill ee see ne oe oe 
5 A : ® . , : ‘ 7 ve., icago |. Consists of a pedal on a 
Ac- 9 et PALME Two directories issued by the Van Norman to Market formed rod which is attached to the regular 
The " BD "7728 Dees 5: . sacivindsle Dunhill International List Co., 565 PONTIAC, STARTER WRENCH -aTile wrench, Pin-Fitting Machine gas pedal with two spring steel clamps. 
. . j i roduced watonna Tool °., 31 . ‘ > . | Tighteni ingl i . 
the rae ves zee aa aoa — > Cedar St., Owatonna, Minn., is said to sim-| Pin Shop will bore wristpin holes | ques. an nies. Tee oie oan he Same 
advertisers directing their MESSABES | plify installation and removal of starter bolts|in pistons and rods concentric with | or altered in any way and the twin-throttle 
ich to specialized markets by mail. on 1949-50 Pontiacs. It is made of high alloy original hole or with worn bushing; | does not affect its operation. 
ale : tae steel and finished in chrome plate, the com- P : . : : 
ap These pocket-size advertising tools | pany reports. bore piston-pin and bearing holes | (Continued on Page 38, Col, 1) 
AD ; acnnaiAionnatscaeshaianiisiiaceiiedishshapsililads sonaeheeinnatetinnatiadiadheanatiaeaiona anes om sinilidncnelidancniuiaeanansintillcaiitil . cinenpanineh panei siacietdihesht: \nsonennianadicasniiiecsegell 
ich REFINISHES DASHBOARDS—A plastic fin-| 
er, ish which gives a metallic look to instrument 
ich panels and mouldings is announced by Arndt- 
re- Palmer Laboratories, 17730 Dora St., Melvin- 
ts dale, Mich. It dries in minutes, says the firm, 
ets and it comes in six colors. It adheres to the 
old finish or to bare metal, and can be| oO # 
brushed or sprayed on. en 
* +. * \ 
| te 5) OY e* . . 
es In 1896 vigilant motorists cut tire 
replacement costs by using ammonia squirt guns 
to discourage dogs from nipping the 
fragile pneumatic tires and causing punctures. 
Automobile dealers in that day did a 
| thriving business selling these 
| squirt guns as an accessory. 
cll i Ce ala Pane 
ie FOR CHEVROLETS, PONTIACS—A hot water | 
4 heater for cars, trucks and station wagons of | 
re- these two General Motors divisions is an- 
his nounced by E. A. Laboratories, Myrtle Ave. 
ert and Spencer St., Brooklyn, N. Y. The GM és ea 
ng Deluxe Air Flow has a control panel which ‘ G : - ae p Sie 3 
It regulates defroster, temperature and its mo- : " re , wn, P a ; on” 
ste tor speed. The motor is an II-section, multi- | one we - 
»d blade unit. | ~ ao ar or —lrom Floyd Clymer's Historical Motor Scrapbooks 
as * * * 
m, 
N OW 
"Running Record” t 
| ess KUNNINg Kecora TIME TICKETS Cu 
” | Service D C d | Dealers Profits! 
» ervice epartment osts ana Increase Dealers Frotits: 
rg 
od This Running Record Time Ticket makes it . 
- easier to analyze the efficiency of each mechanic. 
It gives you an accurate record of time spent on 
each operation and unapplied time. With these 
basic facts before you, it’s easier to keep your 
= | . . . 
service department operating at top efficiency. 
PAINT. SPRAYER—Pressure Maid, a. direct: In a “flat rate” shop the Running Record Time 
i rive, piston-type single cylinder air com- . . s $ 
| pressor and cavamer ia’ gnocuneed ee Come Ticket greatly simplifies payroll computing. No 
bell-Hausfeld Co., Harrison, O. The unit has . : ss ° : 
. | splash type oiling and is of cast iron con- need to recap time from individual job tickets 
| struction. It comes complete with bleeder- ° ° ° ae 
type gun, nozzles and I5 feet of air hose. | or repair orders. Time disputes are eliminated, 
| too, since the mechanic retains an identical copy 
| e . . 
| of the time record used to figure his earnings. 





The Reynolds & Reynolds Company 


. one of the several hundred 
Celina, Ohio 


sales aids and operating systems 
that build and protect your profits, 
produced by Reynolds & Reynolds 


PU AIG accaisiniinitiaataaaaaiataaaeiaiiiaanainaiiainaiaanrinniacaeiatianiaiiit 





Firm Name. 


| Please send me information on "'Running Record’’ Time Tickets. 
| Address. 








= Cit 

»4OP BOXES—Lyon Metal Products, Au- . 
rors, Ill, offers these shop boxes in five dif- 
feront_styles. Illustrated is the Style RB shop 
‘ The RB boxes can be stacked on the 
flocr and used for regular bin type storage. 
Hooper end permits easy removal of con- 
tents from boxes even when stacked, the firm 
stetes. The front top rail is rounded for use 
@s & handle. The opposite end has a drop 
‘endle. Size is 10 inches wide, 20 inches long 
“rd 8 inches high. 


sv 











38 


New Products 


(Continued from Page 37) 






“all - purpose 
light" serves as spotlight, trouble and utility 


TRIPLE-DUTY LIGHT — This 


light when plugged into a cigar lighter 
socket. It is the latest addition to the MoPar 
line of parts and accessories. The four-inch 
sealed beam unit has a brillance of 45,000 
candlepower, is only 8!/4 inches long, and 
can be carried in the glove compartment, 
the firm states. Its pistol-grip handle enables 
a motorist to use it from the driver's seat 
as a conventional spotlight for reading street 
signs or house numbers. Eleven feet of elec- 
trical cord permits the driver to carry the 
light to any part of a car or truck. Is being 
offered by Plymouth, Dodge, DeSoto and 


WHEEL BALANCE WEIGHTS—Mid-Western 
Auto Parts, Kokomo, Ind., offers seven types 
of weights covering 5! sizes for cars, trucks, 
buses, motorcycles and aircraft. The devices 
are designed to clear wheel trim rings, the 
firm states. 





ss SS 


FOR BODY REPAIRS—Two panels for cer- 
tain models of 1949-50 Chevrolets, Pontiacs 
and Oldsmobiles have been announced by 
Schofield Mfg. Co., 1140 E. 222nd St., Cleve- 
land. P-220 is for four-door Chevrolets and 
Pontiacs and for Oldsmobile models 78 and 


j 
| 
| 
| 
| 
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ENGINE PROTECTION—A radiator cap 
which automatically locks itself when the en- 
gine is overheated thus preventing addition 
of water which might crack the cylinder block, 
has been invented by Robert R. Perrino, 133 
Kenwood Ave., South Plainfield, N. J. 








DECORATION—Beautiflow Rocket ornament, 
designed to dress up fender skirts, fenders or 
body panels, is announced by Williams and 
Bennett Co., 2900 N. Alameda St., Compton, 
Calif. It is made of stainless steel, and is 


Pruden Tool Co. Announces 


Improvements in Nibblex 


The Nibblex metal cutter can now 
be operated in four different direc- 
tions, thus allowing the tool opera- 
tor to cut the difficult contours in 
panels of late model cars, says its 
manufacturer, Pruden Tool Co., 
|Inc., 310 W. Sixty-Eighth St., New 
|York. Also, the size of the anvil- 
|head has been reduced and 
strengthened at the neck, says the} 
company. 


| 


* 


* * * 





JACK STAND—A disappearing wheel align 
er jack stand for John Bean stationary align 
ers is being marketed by the John Bean 
division, 1305 S. Cedar St., Lansing. The dis 
appearing jack stand is said to eliminate the 
conventional | beam jack support where the 
work is on knee-action cars. 


. * > 





| Super series seat covers is plastic trim on 
the front seat from the floor to the top of 
the seat, announces Rankin Mfg. Co., Cedar 
Falls, la. This will strengthen a wear spot, the 
company reports. The trim at the top is 
quilted plastic. New colors and materials are 








Chrysler dealers. 





88. P-215 is for 1949 Pontiacs. 


22-inches long and 3%-inches wide. 





available. 





HOUDAILLE* is your answer to the business 
increase you want — to make '51 your biggest year. 

If you’re selling Houdailles already, you know the 
profit they yield — better than $12.00 an hour for the 
time it takes to install them. You don’t need to be told 
that a Jittle extra push will yield a big extra profit. 

If you're not selling Houdailles, investigate this out- 
standing opportunity for new business. Look into the 
market. You'll find 8 out of 10 cars need new shock 
absorbers. Check the broad coverage a small investment 
in Houdaille gives. Learn how easy it is to sell Houdailles 
—how quickly they can be installed without special tools, 
equipment or training. They're the new line you've been 
looking for to give a new lift to your business. 

The complete Houdaille profit story is yours for the 
asking. Phone your distributor or write us. 


PLASTIC TRIM—A new feature of 


| I¥ 
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HOUDAILLE 
Rotary SHOCK ABSORBERS Brand NEW — 


NOT Rebuilt, original equipment units for more than 
7,500,000 Fords, Mercurys, Lincolns and Studebakers 
now on the road. You can service these cars satisfac- 
torily only with Houdaille Rosaries, 


HOUDAILLE 
Direct-Action SHOCK ABSORBERS For the 


service needs of virtually all cars originally equipped 
with shocks of this type. That's a market of more than 
15,000,000 additional cars best served for a better ride 
for more miles with Houdaille Dérect-Actions. 


BS ia oo} Sa Be ae meee 
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CHARGES BATTERIES—A portable 75-am- 
pere battery charger with automatic trans- 
former has just been introduced by Bishman 
Mfg. Co., Osseo, Minn. Because the auto- 
matic transformer has complete contro! of 
the charging rate under all battery condi- 
tions, the manufacturer claims that the charg- 
er will not over-charge a battery, no matter 





THE SAV-A-LIFE CUP 


THE SAV-A-LIFE CUP 
IN HOMED ( oversize) 
WHEEL CYL 


NEW (unhoned ) 
WHEEL CYLINDER.... 


SELF-SEAL CUP—A rubber hydraulic brake 
wheel cylinder cup which is said to provide 


j}an automatic, self-adjusting brake fluid sea! 


in cylinders honed to 0.020 oversize has been 
developed by Everhot Products Co., 314 N 
Damen Ave., Chicago. Called Sav-a-Life, the 
cup, which is installed in the cylinder, ex- 
pands at the beveled rim and lip or sealing 
edge. Brake fluid pressure crowds the heel of 
the cup back against the piston, expands the 


| disc outward toward the lip of the convex 


rim, tilts the taper of the rim to a sharper 
angle and increases the diameter of the cup 
at the lip until a tight seal is effected against 
the cylinder wall. 





i 


AIR COMPRESSORS —Lynch Corp.'s Par 
Compressor division, 3600 Summit St., Toledo 
has announced four new models. They include 
units powered with from two horsepower to 
Ya-horsepower engines. The company says 
there is a model to suit every need. 








CUTTING TOOLS—Two additions to i 


oui 
ee en - 


HOUDAILLE - HERSHEY 


HOUDE 


BUFFALO 11, NEW 


Americas Pioneer Builder 


ENGINEERING 


HUST ewe L 


DIVISION 
ba O) <3 .4 


of Hydraulic Shock Absorbers 





cutting tools has been announced by Ve 
Norman Co., Springfield, Mass. Shown is 
a line of adjustable reamers in carbon or 
high speed steels. The other new product i 
@ screw extractor set which gives Van Nor 
man a complete line in this item, it state: 
No. 62 includes five extractors in sizes mos’ 
commonly used, the firm adds. 
(Continued on Page 39, Col, 1) 
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New Products 





(Continued from Page 38) 





TESTS BATTERIES — An electric hydrometer 
that quickly shows the condition of each bat- 
tery cell has been introduced by Bishman 
Mfg. Co., Osseo, Minn. The device consists 
of a meter with a dial that shows the exact 
condition of the cell being tested. 


* . * 


Whenyou Install a 
ms a VL Mic 





ADHESIVE BACKED—A counter or wall dis- 
play card, said to adhere to any clean, smooth 
surface, is announced by Chicago Show Print- | 
ing Co., 2635 N. Kildare Ave., Chicago. The 
card measures 10 by !7 inches and is printed 
in two colors. It can be furnished with holder 
hooks. 


Transit Systems 
Termed Essential 


By Mack Official 


CHICAGO. — Stressing that city 
transit systems “are absolutely es- 
sential for military victory, for 
wartime production, and for civil- 
ian morale,” John H. Middlekamp, 
vice-president of Mack Trucks, last 
week urged federal military and 
defense authorities to take steps to 
keep transit systems in operating 
condition in case of war. 

Middlekamp spoke at an emer- 
gency conference of transit oper- 
ating and manufacturing executives 
of the American Transit Assn. here. 

During World War II, Middle- 
kamp pointed out, transit com- 
panies were caught unprepared. 
“Urban transit was so neglected 
that toward the end of the war it 
was on the verge of collapse from 
lack of essential parts,” he said. 

To prevent a repetition of such 
a misfortune in the event of an- 
other allout war, Middlekamp 
urged operators to adopt a pro- 
gram surveying current needs for 
manpower, vehicles, spare parts, 
etc. He also urged the transit in-| 
dustry to enlist government and 
public support 


Sa Tests 


Vv. C. Labs-on-W heels 
Check Quality 
RALEIGH, N. C.—(UTPS) 
Twelve laboratories on wheels have | 
been put into service by the state 
agriculture department for check- 
ing standards of gasoline and oil 

supplies throughout the state. 
Purpose of the new service “is 
to provide better protection of the 
public against adulterated or ille- 
gally blended gasoline, and kero- 
Sene which has a flash point so 
low that its use might be hazard- 
ous.” 
he laboratories will make re- 
liable tests possible at the point of 
Sale, the department said. Then, | 
if it is found that the gasoline fails | 
to meet minimum requirements, or | 
thet kerosene is dangerous, sales | 
be halted immediately. | 
"he roving chemists and other| 
dad inspectors will constantly be 
ecking retail outlets as well as 
rminals and sources of distribu- 


n, 
| 
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Styling, Safety Revisions 
Mark 1951 Ford Trucks 


DEARBORN. More than 180)|and fumes. Dual windshield wipers 


models of the 1951 Ford trucks were are standard equipment and posi- |! 
introduced here by L. D. Crusoe, tioned to give a full vision pattern | 


Ford division general manager. on the one-piece windshield. 
Factory retail prices are higher : 
by 6.4 to 8.8 percent. 


Scores of engineering, styling F-1 light duty models provides 


and safety improvements cover- ™®°re cab and floor space. Perform- 
ing the four Ford truck engines Ce of the F-1 truck has been im- 
and chassis were reported in- | proved by changing the rear axle 
corporated into the new models. ratio from 3.73-to-1 to 3.92-to-1. 


The '51 trucks feature automatic The standard three-speed 
power pilot carburetion-ignition| transmission for the F1 has been 
control on all engines. redesigned for more rugged loads, 


Cabs and front ends have been longer wear and easy shifting, 
restyled to give a more rugged and _ Crusoe said. It has constant mesh 
smarter appearance. The rear win-| helical gears with synchronizers 
dow was redesigned and enlarged’ in second and third speeds. 
to more than three and one-half Distribution of braking force on 
feet for full range vision. F-4, F-5 and F-6 trucks was modi- 

A new instrument panel incor- fied to obtain better balanced brak- 
porates new full-vision instru- ing and longer lining life. The 
ments, rheostat type instrument (clutch disc on F7 and F-8 heavy 
light switch and a hand throttle | trucks has been made more rugged 
on all conventional models, for severe service. F-1, F-2 and 

Weather sealing on doors is said | F-3 trucks have new front bumpers. 


to be improved, and the floor pan! Cast spoke wheels with demount- | 


area also is sealed against weather |able rims to provide interchange- 


A steering column gearshift on) 







| #8 
i’ 


Aristocrat of Ford Trucks— 
This 1951 F-S Ford stake truck has the new ‘'5-Star Extra’’ cab which was designed to 
| give drivers more comfort and convenience 


| ability with trailer wheels are now] expansion control pistons and 
|standard on F-7 and F-8 models,| new high-lift camshafts. 

| but steel disc wheels still are avail- Offset piston pins now are used 
| able. on 95 horsepower 6-cylinder and 
All engines now have chrome | 100 horsepower V8 engines to insure 


| top piston rings, authothermic | quieter operation. | 





For fast, comprehensive service on finest quality 
parts, your NAPA Jobber is ¢4e man to know. 

e From his own stocks, your NAPA Jobber can 
meet the vast majority of your normal requirements 
on parts and supplies for cars and trucks of a// 
makes and ages. Seldom-used parts your NAPA 
Jobber can supply overnight or quicker from the 
nearby NAPA Warehouse. There is no waiting for 
“shipment from the factory.” 

@ And you can be sure of quality parts. Allthe NAPA 


lines listed below are recognized by automotive 
engineers as meeting the highest standards of gen- 
uine quality. Many of them are widely used as orig- 
inal equipment. And through NAPA advertising in 
The Saturday Evening Post, your customers know the 
quality of NAPA lines and will accept them readily. 
* e e 
Add it all up. From every angle—better service, 
broader coverage, finest parts—it pays to concen- 
trate your parts purchases with your NAPA Jobber. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION - DETROIT 1, MICHIGAN 
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Stallings Opens in Montgomery— 


Studebaker was well represented at the recent opening of the new home of Rush Stallings, 


Inc. (Studebaker), Montgomery, Ala. Paul R. Davis, general sales manager of Studebaker '\Co swell Head K 
(extreme right), was a guest. Others shown (left to right): W. K. Erdman, regional man-| | 8 s ellog Sales 


ager, Atlanta; Stallings, and R. D. Smith, Alabama district manager, 
3,000 persons attended the opening and the showing of the ‘51 models. 


Collins & Aikman Names 


Four More Directors 
Election of four new members 


to the board of directors of Col- | 


lins & Aikman Corp. is announced 
by Albert R. Jube, president, 
which will increase the board 
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Charles J. Soss, president of 
»|Soss Mfg. Co., has announced the 
election of two additional mem- 
bers to the company’s board of 
directors, increasing it to five. The 
new directors are Scott Carpenter 
and Frank W. Donovan, both of 
Detroit. 


* * + 


Russell Names Fergus 


William J. Fergus has been ap- 
pointed midwest division manager 
for Rusco brake linings and clutch 
facings, it was announced by L. S. 
Sullivan, manager of automotive 
wholesale division, Russell Mfg. Co., 
| Middletown, Conn. 

* * 





Montgomery. Some |For American Brake Shoe 


Fred L. Cogswell has been ap- 
- = pointed sales manager of the Kel- 
logg division of American Brake 








from eight to 12 members. The | 
new members are: Edward Hop- 
kinson jr. and William H. | 
Loesche, both of Philadelphia; 
D. F. McCullough of Stamford, | 
Conn.; and R. W. McCullough, 
Greenwich, Conn. 


Kelly jr., division president. 
Cogswell joined the National 
Bearing division of Brake Shoe in 
1935, as a foundry apprentice. He 
| transferred to sales in the di- 
| Vision’s Chicago office in 1937, 


Auto Personnel 


Shoe Co. according to William T. | 








serving there until 1942 when he 
entered war service. Upon rejoin- 
ing the company in 1946, he rep- 
resented the Kellogg Division in 
Chicago until his present appoint- 
ment. 


Cathey Named Manager 


Of 1-H Portland Branch 


| Homer A. Cathey has been ap- 
pointed manager of International 
Harvester’s Portland (Ore.) truck 
branch, announces J. T. Sullivan, 
Portland district manager. 

Cathey succeeds Warren A. 
Tegan, who was transferred to 
Tacoma, Wash., in the same capac- 
ity. Cathey had been used-truck 
| Supervisor of the branch. 

. * * 


| Waters Joins Aro Equipment 


As Lube Sales Manager 

| Appointment of E, J. Waters as 
jsales manager of its Automotive 
Lubrication division is announced 


by Aro Equipment Corp., Bryan, O. | 
Waters has had long service with | 


|Oldsmobile. He comes to Aro from 


PMAEN DETROIT 


Two-Speed Double-Reduction Axles 


Offer the Famous 


Spring-Flex Power Shift 





with Choice of ELECTRIC, VACUUM 
or COMPRESSED AIR ACTUATION! 





PLANTS AT: DETROIT AND JACKSON, MICH. @ OSHKOSH, WIS. 


WRITE FOR FREE ILLUSTRATED LITERATURE! 
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IT’S THE SPRING THAT MAKES THE DIFFERENCE! 


The easy, instantly responsive control of the Timken- 
Detroit Two-Speed Double-Reduction Final Drive is not 
dependent upon the type of power unit used (electric, 
vacuum or compressed air), but is controlled by the flex- 
ible, predetermined force of the spring built into the 
shifting mechanism. It enables drivers to meet a// con- 
ditions of speed, load and road INSTANTLY! 


TIM 


aA 


A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 


Sn ecepted Standara 
co 
TRADE MARK RecistersD 






@ UTICA, N.Y. @ ASHTABULA AND KENTON, OHIO @ NEW CASTLE, PA. 


Allen Electric & Equipment C»)., 
| Kalamazoo. 
* * * 


Plomb Tool Names Rich 
| Sales Vice-President 


Lawrence M. Rich has been ap- 
pointed sales vice-president of 
Plomb Tool Company, Los Angeles, 
it is announced 
by Morris B. Pen- 
dleton, president. 
In his new capac- 
ity, Rich directs 
all sales and re- 
lated activities for 
Proto tools. He 
also supervises 
the sales opera- 
tions of the corn- 
pany’s subsidi- 
aries. 

Rich joined the 
company in 1929 and was eastern 
sales representative until 1932, He 
then served the Marlin-Rockwell 
Corp. for eight years as New York 
branch manager. From 1946 to 1950 
he was director of sales of Durkee- 
Atwood Co., Minneapolis. 

* * * 


Legislative Group Probing 
Arkansas Vehicle Buying 
Alleged purchases of automo- 
biles and trucks by various Ar- 
kansas state departments and 
agencies without public bids will 


be among the practices investi- 
gated by a committee of the 








L. M. Rich 


| 


| Arkansas legislature currently 
| probing all state purchasing 
methods, 


Rep. Jack Clark, Miller county, 

| committee chairman, has invited 
all persons having information on 
charges of such illegal practices 
to appear before the committee 
as a whole or to give information 
to individual committee members. 


* * * 


Nicholls, Fitzpatrick Head 
Industrial Tape Corp. 


Industrial Tape Corp., subsidiary 
of Johnson & Johnson, New Bruns- 
wick, N. J., has announced the 
|}appointment of J. S. Nicholls jr., as 
chairman of the board, and Edwin 
J. Fitzpatrick as president. 

Nicholls has been president of In- 
dustrial Tape for the past six years. 





<2 


EK. J. Fitzpatrick 





4. S. Nicholls jr. 


He joined the company as execu- 
tive vice-president in 1940, having 
previously been manager of the 
Filter Products division of Johnson 
|& Johnson. Fitzpatrick, who as- 
sumes his new post Jan. 1, has been 
executive vice-president for the past 
two years. Formerly he was a vice- 
president of American Home Foods, 
|Inc., New York. 


‘GM Appoints Stanley 


To Financial Staff 


General Motors announced last 
week the appointment of Clar- 
ance Stanley as a member of its 
financial staff. Stanley will act 
as coordinator for GM in _ its 
investment relations with the 
seven banking institutions which 
have been selected by GM to 

| serve as trustees under its newly 
established non-contributor) 
hourly-rate employe and salaried 
employe pension plans. 

After attending Yale, Stanley 

| served with the U. S. Naval Avis- 
tion Corps during World War If. 
He began his banking career in 
1919 with the National Commer- 
cial Bank and Trust Company of 
Albany, N. Y. Stanley, whose re- 
tirement as a partner of the in- 

| vestment banking firm of Morg# 

Stanley & Co. became effecti: + 

| last week, will be located at ti:< 


GM _ executive offices in Ne 
York. 
* * * 
Friedman Named 


Guaranteed Parts Co., Inc., 
neca Falls, N. Y., manufacturer 
automotive ignition service paris, 
announces the appointment of 4! 
H. Friedman as assistant sal:* 
manager. 
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(Continued from Page 24) 


ay be something that will make 


‘ws and produce headaches 
+o * * 


Sood Stunt 
\ Y GOOD friend, Herb Trevel- 
lyan, Olds dealer in Oldsmo- 
ile’s home port of Lansing, Mich., 
vho some time ago started a service 
ollowup activity board hung be- 
side the cashier’s window where it 
an be seen by all customers and 
vhich contains postaleard com- 
nents by his customers in reply to 
the followup mailing, has come up 
vith another little unusual “thank- 


‘ou, sir” stunt. He has a card hung | the centuries. A new illustration | $100,000 plant and is now adding a 40-by-80-foot storage building. Left to right wu} e 
» every steering wheel when the |will appear in the publication each | Bob Zeligson, president; Sid Lieberman, vice-president; D. C. Wheeler, vice-president and 


job is completed which reads: 
Thank you. We honestly appreci- 
ate your business and will do all in 
our power to live up to our slogan: 
The Home of Quality Service.’ 


“As an added service we have:| horse-drawn taxicab (no mention 


most of those calls to come in 

from now until the sun shines on 

both sides of the street again. 

Being able to take care of cus- 
tomers when they are caught short | 
with trouble of this type not only 
makes for greater profits but makes 
}many friends that will favor you 
|with larger jobs later on 

* * + 


‘ National Lubricating Grease | 
Institute, Kansas City 2, Mo., has 
|just started a series of full-page 
drawings illustrating progress made 
|by lubricating greases throughout | 


|month. N.L.G.I. members are plan- | 
ning to circulate it in company | 
|publications distributed to service | 
| stations. 

The first drawing showed a 1521 


i. Cleaned your windshield and all! of the kind of grease), an ancient 


the windows; 2. Cleaned the steer- 
ing wheel and shift lever; 3. Swept 
out the floor—front and rear. If 
you are not completely satisfied 
with the work performed, please 
tell us.” 

Now I have been agreeably sur- 
prised —on rare occasions — by 
having some shop clean all my 
windows and sweep out the car 
—especially if I have had a wash 
job done. But only once in my 
nearly three score years can I 
remember of having a shop wipe 
off the dust from the instrument 
panel and the shelf in the back of 
the back seat. 

To find the instrument panel 

clean was pretty much of a shock 

-it was so unusual that I looked 

at the back seat shelf just to see if | 

they had gotten it—and they had. | 
* + * 


Calls Attention 


ND one my wife is still talking | 
~* about—a colored porter in front | 
of a dealership in Florida, while we | 
were getting some gasoline, asked | 
her to step out while he whisked | 
out the sand that had accumulated | 
on the front floor. And he did it | 
without any prompting from the at- | 
tendant, or either of us. Maybe it | 
was the tip he was certain he 
would get—but the service was 
thoroughly appreciated. 

I like Trev’s idea of telling 
them about this service. It not 
only calls attention to the extra 
service (as judged by most mod- 
ern standards), especially to 
those who are so careless or in 
such a hurry they wouldn’t notice 
it otherwise—but also keeps the 
help on their toes to see that 
these things are done, for they 
know darn well most customers 
will yell if the service is called to 
their attention and not per- 
formed. 

Note to Trev: You really should 
add that instrument panel wipe 
and the back shelf dusting to com- 
plete the job, if you don’t do it| 
now 

- * 


Ready for Trouble 


UST glanced over the AAA cause | 

of breakdowns last year that | 
called fer service and noted the! 
8,119,000 cases of tire failure, 7,859,- | 
000 calls because of dead batteries, 
the 3,714,000 calls for towing and | 
the 5,333,000 calls because of igni- 
tion and carburetion. 

I hope all my dealer readers 
have made arrangements to have 
their tow trucks in good work- 
ing order, someone designated to 
take calls around the clock and 
plenty of tires, batteries, fuel 
pumps, careburetors and ignition 
parts. This is the weather for 


‘Fanfare for BI 


Buick Sends Mich. Band 


To Rose Bowl 
ANN ARBOR, Mich.—University 

Michigan's marching band is 
going to the Rose Bowl through 
the courtesy of Buick, according to 
[van L. Wiles, Buick general man- 
ager. 

Also responsible for the trip is 
the Michigan football team, Big 
en champion, which will play in | 
‘ne annual New Year’s day game 

Pasadena, Calif. | 

The band, called the “best in the | 


or 


and” in a recent issue of Life 
magazine, appeared in the Rose 
Bowl in 1948. Buick also picked 


p the tab for that trip 


| Egyptian chariot that was 
| greased with animal fat and a | 
| modern lubrication man at work. 


The second drawing shows a 200 









NOW! Cut air-service costs and still maintain 
accurate gauging on all your air lines. Get your 
Schrader Kit for airlines that do not have 
gauges, or for lines where your gauging equip- 
ment and devices are not functioning. Keep 
your gauge handy ... where you need it—when 
you need it! No more lost or strayed gauges! 
And more important—with this low-priced kit, 
you can afford to change gauges as often as you 


Schrader # 4718K Gauge Clamp Airline Kit and Two Schrader #5050 
gauges (calibrated 10-50 Ibs. in one Ib. units). It’s a bargain at only 
$2.95 (Dealer U.S.A.). Keep all your airlines profit lines! Order all the 
Kits you need from your Schrader Supplier. 


Combine Gauging 
and Inflating 
this low cost way! 








Mail Call 


Mobile Post Offices 


Serve New England 


BOSTON.—Motor-driven highway 
| post offices began operating in New 
|England last week. Two routes 
| were opened, One links Boston with 
|Cape Cod points and the other 
|serves rural territory between here 
|and Newport, R. I. Ten more routes 
|will soon be in operation, 

The mobile post offices, which 
are buses fitted out like railway 






























mail cars, will serve areas with 
S |discontinued or limited railroad 
f pas | service. 


In the buses are upright racks 
|for sorting mail, work benches, 
or of Mack|hooks to hold mail pouches and 
w|space for storing filled racks. The 
vehicles can handle more than 200 
ags of letters and newspapers. 


manager of the southwestern division of Mack; A. G. Crockett, manager of Mack distrib. | Painted red, a a on 

utor sales, and Sam Zeligson, secretary-treasurer | buses are manne ya sorte 
—- anemones | OU — ee a nie 

‘ : , : : The first ew ngian 

B. C. house on wheels drawn by |ing, if they would show two ancient | jit began operations in Vermont 


: | : : : | 
i |ve Ss , w d tell 
oxen (again no mention of grease), oe .. es pm ae oe an ‘last year. Highway post offices 
a 1950 trailer-house behind a car |the Kind of jupric sed. lwere first approved by President 
. ‘ | — j jute 
with mention of modern greases!  .omoTIVE NEWS WANT ADS have | Roosevelt in 1940. The --- hi r 
and a sketch of a laboratory eM-|peen proven the quickest, least expensive | was established between ashing 
phasizing precision. |method of reaching the men who want|/ton and Harrisonburg. Va., in Feb- 
. 4 | what you have or have what you want! | 
The series might become interest- | see the back pages of this issue 


|ruary, 1941. 


Mack Distributor in East Oklahoma— 


Zeligson Truck & Equipment Co., of Tulsa, Okla., has been named distribut 
trucks for eastern Oklahoma. The company, organized in 1946, recently moved into a ne 





like to provide more accurate tire-air service 


for your customers. 
* # * 


GAUGE—INFLATE—GAUGE! That’s the key to improved 
tire maintenance that takes but a few minutes of your 
time and leads to increased customer confidence. An 
important part of your tire-air service is the mainte- 
nance of accurate gauging devices. The complete line 
of Schrader Gauges, Chucks, and Chuck Gauges is 
the answer. Check into these quality air instruments— 
replacement with Schrader Products costs less than 
you think. 





A. SCHRADER’S SON 


Division of Scovill Manufacturing Company, Incorporated 
BROOKLYN 17, NEW YORK 


Schrader 


PRODUCTS 
CONTROL THE AIR 
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Refurbished °51 Cars and Trucks on Display... . 





Brakes Revamped by Chevrolet 


jaw brakes and a restyled front 
and rear-end highspot 1951 
Chevrolet cars, which went on dis- 
play nationally at dealer showrooms 
over the weekend. 

Also unveiled were the new Chev- 
rolet trucks, which emphasize 
greater driver comfort. 

Improvements and changes are 
featured in both chassis and 
body of the ’51 cars. These 
changes range from the “biggest 
brakes in the low-price field” to 
extensive design innovations in- 
tended to make the car appear 
much longer and lower than any 
previous model. 

Powerglide automatic transmis- 
sion has been refined for the latest 
Chevrolet cars, although remaining 
fundamentally the same driving 
control that has already enrolled a 
quarter of a million owners. It will 
again be optional on Deluxe models 
only. 


* * . 
norco passenger body types 
are included in the 1951 line. 


Two- and four-door sedans will be 
available in Styleline and Fleetline 
series. All sedans and the sport 
coupe will come in Deluxe or Spe- 
cial trim. 

A convertible coupe, all-steel sta- 
tion wagon and the Chevrolet Bel- 
Air are exclusively in the Deluxe 
series. The business coupe will be 
available only as a model in the 
Special series. 

The new Jumbo Drum brakes 
headline the qualities of the car 
directed toward safer operation. 


Quicker emergency stops are 
claimed for the brake which in- 
volves considerable departure 


from the past design. 

Every brake shoe, fitted with the 
bonded lining introduced by Chev- 
rolet, is self-energizing in both for- 
ward and reverse travel. 

New brakes also qualify as an aid | 
to driving ease. Tests are said by 








Brakes Strengthened— 


This mammoth model of Chevrolet's new 
car brakes reveals the mechanics which build 
up braking forces and reduce the require- 
ments of pedal pressure. In evidence are the 
actuating hydraulic plunger and the system 
of springs and links between the two brake 
shoes and linings. Released, the entire as- 
sembly floats free. In operation, however, the 
anchor (top center) holds assembly station- 
ary. One brake shoe acts to retard the other, 
multiplying friction and inducing @ process 
called ‘'self-energization.” 


Chevrolet to show 25 percent less 
pedal pressure required in stopping 
at given rates of speed. Better 
brake seals and virtual elimination 
of the possibility of brake grabbing 
are other advantages. 

Of almost equal interest among 
safety features are recessed control 
knobs in the driver’s compartent. 
All protrusions are now set below 
the smooth contours of the instru- 
ment panel. 

Shielding of the windshield from 
instrument light reflections is pro- 


Looking for something to 





Service Master Hypressure JENNY 
Combination Steam Cleaner and 
Cooling System Flusher, with 
built-in Steam Thoro-Purge. 















vided as well by a rounded ledge 
above the panel. Subdued lighting 
of dials for nighttime driving is 
still another safety asset. 

* * + 
MPORTANT as it will affect 
parking is an increase in steer- 

ing gear ratio. Other points under 
driving ease are new convenience 
of controls, relocated brake pedals, 
reduced vibration through greater 
torque tube rigidity and a new 
method or propeller shaft balancing 
in production. 

Changes both at the front and 
rear include a restyled and simpli- 
fied radiator grille. The design now 
consists of three horizontal bars, 
the lower two extending further 
across the fenders to form a circu- 
lar frame for parking lamps. There 
are also new bumper guards and 
emblem, and a hood ornament 
which carries a jet-craft form. 

The crown of the rear fenders 
has been raised to enhance the 
flowing lines of the body. Fenders 
now mount the combination stop 
and tail light, with a newly-styled 
trunk lid ornament and rede- 
signed bumper guards blending 
into the overall effect. 

The Deluxe and Special series will 
again be distinctive. Exteriors of 
the Deluxe bodies have a greater 
amount of chrome and _ stainless 
steel trim and are distinguishable 
on the highways by a moulding 
which starts just above the wheel 
opening in the front fenders and is 
extended into the doors. 

* * * 


NTERIORS of the Deluxe bodies 

are treated in two-tone gray, a 
styling feature carried by both seat 
cushions and instrument panels. 
With the Special models, the inter- 
ior is also two-tone gray. 

A gray striped pattern cloth is 
used as upholstery material in the 
Special models, while Deluxe cars 
provide a band of plain gray across 


The minute you put these two profit-partners 


to work for you, you'll have dozens of extra- 
income services to offer your customers—serv- 
ices that will bring new customers in and keep 
them coming back. You'll have all the advan- 
tages of Hypressure Jenny for steam cleaning 
auto motors, front-end grille work, springs, 
frames, under-chassis areas, plus many other 





jobs that bring $12 or more extra profit an 


cooling systems. 


system cleaning alone. 


The FREE BOOKLET, “1001 
WAYS TO EXTRA PROFITS” 
tells all about it. Write for it today! 


hour. And in addition you'll have marvelous 
Steam Thoro-Purge for reverse-flushing clogged 


With Steam Thoro-Purge, you can increase your 
business as much as $10,000 a year on coc'ing 


You'll make still more money by saving time, 
labor and expense cleaning shop equipment, 
tools, driveways, walls, windows, etc. 10 times 
faster than by hand methods. 

If you’re looking for something to build new 
business .. . boost your profits, here it is! 













w= 


HYPRESSURE JENNY DIVISION ~“& 
HOMESTEAD VALVE MANUFACTURING COMPANY 






Tea 


Serving Since 


P. O. BOX 100, CORAOPOLIS, PA. 





Convertible, 


Outside and In 





Dashboard Easier to Operate— 


Chevrolet's new instrument panel separates gauges and controls in convenient locations 
at the right and left of the steering column. Control knobs are now recessed under the 


panel. An overhanging upper crown shields 


night-time illumination from the windshield 


Powerglide remains an option with Deluxe models. 


iad 





a ap a eae 





New Backlight on Convertible— 


A major improvement in the convertible is a rear top window of flexible plastic which 


offers more than three times as much vision 


as formerly. Leather upholstery comes in con 


trasting or harmonizing shades to new body colors. 


the top of seat back cushions up- 
holstered in striped gray broadcloth. 
In addition, Deluxe models are 
equipped with such accessories as 
cigaret lighter, center-mounted 
clock and full-circle horn ring. 

As a result of expanded produc- 
tion, Chevrolet is introducing in 
rear seats the flat S-type springs 
used in the front seats of the 1950's. 
| Special treatments have been in- 
|corporated in the 1951 convertible, 
Bel Air and station wagon. 

New this year to the convertible 
jis a rear window of clear, flexible 
plastic offering more than three 
times the vision area of the former 
opening. Also in the convertible, 
the automatic top motor has been 


| 
| 


° 


DEALERS! 
We Wholesale 


Fine Used Cars 
Dick CONNELL 


DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 





moved into the trunk forward of 
the spare tire as a service improve- | 
|ment. 


* ~ . 
PHOLSTERY in the convertible 
is deep-buff leather, with the 


TW 1-0600 
HU LS ate 





Bel-Air featuring a _ striped pile- 
|cord fabric with leather bolsters on | 
|'both seat cushions and back rest. | 
Station wagons have a new tan) 
leatherette fabric with pigskin} 
| finish. 

| For 1951 again, the standard en-| 
|gine develops 92 horsepower while 
the optional powerplant, available | 
on Deluxe models with Powerglide, | 
yields 105 horsepower. 

Essentially, the Chevrolet power 
train is unchanged. A 
changes that accent easier serv- 
ice include: elimination of the 
body junction block in the elec- 
trical system, made possible by 
the mounting of switches at the 
bottom of the instrument panel; 
a more accessible location for the 
rear bearing oil cup on the gener- 
ator to prevent over lubrication, 
and improvement in the attach- 
ment on the primary terminal of | 
the distributor, facilitating as- 
sembly of the breaker lever. 

In its 1951 trucks, Chevrolet will 
make available models in 10 wheel- 
bases, including the 179-inch chassis 
|added late this year. Gross vehicle 
|weights range from 4,000 to 16,000 
pounds. In this connection an im-| 
|portant development is announced 
in higher ratings of the 4100 and 
4400 series. 
| Through changes in the front! 
|axle, springs and tire sizes, the| 
maximum gross vehicle weight has | 
| been raised from 12,500 to 14,000} 
|pounds. Minimum g.v.w. of the | 
Series 6100 to 6400 has likewise! 
been upped to 14,000 pounds. 

* * * 


RAKING improvement is also| 

made on light- and heavy-duty | 
trucks. While the hydraulic prin-| 
|ciple has been retained, the de-| 
}sign of light truck brakes is en- 
tirely new. In addition to more 
|braking surface, the brakes are| 
(Continued on Page 43, Col. 1) 








few | - 
| 
| 
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COMPANY 


TW 3-5100 
DETROIT’S VOLUME 
CADILLAC DEALER 


FINE USED CARS 





LICENSE PLATE 
FASTENERS 


(=u 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens !i- 
cense plate securely in place. Wil! 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each... 20 
Packed 12 to Box- 


Zar, 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 


HOUSER ENGINEERING & 


MFG., INC., Bluffton, Ind. 


Over 100 Service Items 
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Refurbished °51 Cars and Trucks on Display . . . 


Brakes Revamped by Chevrolet 


(Continued from Page 42) 


scif-energizing. Less pedal pressure 
is required for stops. Linings are 


bonded to the shoes, eliminating the 


need for rivets. 

Heavy-duty trucks now have 
“twin-action” rear brakes, a design 
said to assure greater braking 
effectiveness and _ self-energization 
of both shoes whether traveling 
forward or backward. 

Each brake is equipped with 
two cylinders and two shoes. Bet- 
ter sealing against grit and mud, 
simple adjustment and _ longer 
life are claimed for all brakes. 


All cab models and the Suburban 
Carryall have new seats of simpler 
and more durable construction. The 
seat assembly carries two layers of 
springs. With different stiffnesses, 
frequencies of one layer tend to 
offset the other, thereby reducing 
vibration, Chevrolet states. 

Cab side windows introduce ad- 
justable ventipanes as a comfort 


feature. 


* * 


(*HEVROLET details nine major 
points in the new brakes intro- 
duced on 1951 cars. These are: 
easier application, greater self-en- 
ergization, longer life, increased 
lining area, large diameter, greater 
freedom from brake surge, better 
sealing, less tendency toward 
grabbing and simple servicing. 
Besides the new design, improve- 
ment in braking efficiency is cred- 





Cinch to Drive— 
Driver comfort is one of the features of | 
Chevrolet trucks for 1951. An adjustable venti- 


pane provides cab ventilation. Seat 
springs are now double-decked for durability 


and improved riding qualities 


new 





ited to an increase of 15 percent in 
the lining area of the front brakes. | 
Bonded linings are again featured | 
with the hydraulic system of actua- 
tion remaining the same as former | 
practices. 

Each brake has one wheel cyl- | 
inder and two shoes. The wheel | 
cylinder is located near the top | 
of the brake flange plate, just 
belew the anchor pin. A pull back 
spring is installed between each 
shoe and the anchor pin to hold 
the upper ends of the shoes 
against the anchor pin when the 
brakes are released. 

Lower ends of the shoe are con- 
nected by a link and helical spring. 
The link is made up of an adjusting 
screw, riding in a socket at the 
front, and threaded to a pivot nut 
at the back 

Outer ends of the socket and 
pivot nut are notched to fit the 
webs of the brake shoes, providing 
freedom of motion between the link 
and the shoes. 

The spring is stretched from one 
shoe web to the other, crossing over 
the notched head of the adjusting 
screw. It bears against one of the 
notches in the head, and thus acts 
ad- 


as a detent and lock for the 
justing screw. 

Rotation of the screw changes 
the length of the link which, in 
turn, moves the shoes in relation 


to the brake drum. 
» * 
A THOUGH the composite brake 
“* drum construction, consisting of | 
& cast alloy iron rim and a pressed | 
steel web, is unchanged, ribs on the 
outer surface of the drum rim are} 
said to effect a better seal against | 
the entrance of grime through the | 
drum-to-flange plate joint. 
Momentum of the car is utilized 
to « greater extent to help braking. | 
This self-energizing or self-actu- 
iting force is applied to both brake 
shoes at each wheel, providing a} 
large amount of braking effective- | 


* 





ness for a relatively small physical 

effort on the part of the driver. 
In addition, the self-actuation, 

| also called servo action, takes effect 


}on both shoes whether the car is 
|in forward motion or reverse. 


When the brakes are applied, 
the pistons in the wheel cylinder, 
acting on the brake shoes through 
connecting links, force both shoes 
against the drum. Since the shoes 
float free in the brake, the force 
of the friction between the shoes 
and the rotating drum turns the 
entire assembly in the direction 
of wheel rotation. 

The front or primary shoe moves 
downward, and the back or secon- 
dary shoe is carried upward until 
its upper end butts against the 
anchor pin. The friction between 
the moving drum and the station- 
ary shoes now tends to roll both 
shoes toward the drum with in- 
creased pressure. 

The secondary shoe pivots on the 
anchor pin at the top, and the pri- 
mary shoe tends to turn about the 


adjusting link at the bottom which! To enhance the 1951 cars, Chev-! ity products. The vast facilities and 


is held stationary by the secondary 
shoe. 

In this manner the self-energiz- 
ing effect greatly increases 
pressure of the shoes at the drum, 
reducing the physical force neces- 
sary on the brake pedal. 

* * * 

NOTHER advantage of the de- 
|+% sign is that the brake shoes are 
| freely connected at the bottom by 
ithe adjusting link. Friction force 


| applied to the primary shoe is thus | 
|transmitted to the secondary shoe} 


ithrough the link. Effectiveness of 
|the secondary shoe is_ nearly 
|doubled, Chevrolet says. 
| Minor brake adjustment is per- 
formed somewhat similarly to pre- 
vious methods. A small cover plate 
is pried from the back of the flange 
plate, exposing a hole through 
which a flat blade is inserted to 
|turn the adjusting screw. 

To compensate for facing wear, 
the link between the brake shoes 
is lengthened by turning the 

| adjusting screw, 


the | 


Typical of improved 1951 Chevrolet trucks 
Newly designed ‘'twin-action" 


rolet is offering an all-new hood 
ornament, the “golden gazelle,” and 
a new Deluxe steering wheel with 
a golden medallion. 

“The 1951 genuine Chevrolet ac- 
cessories are especially designed 
and sturdily constructed for the 
motorist’s comfort, safety and con- 
venience,” said W. E. Fish, general 
sales manager. 

“Chevrolet owners who use genu- 
ine accessories know they are qual- 








Chevrolet Trucks Also Improved— 


is this heavy-duty stake model (series 6409). 


brakes on rear wheels are designed to assure increased 
| braking effectiveness and longer life. Adjustable ventipanes for better cab ventilation and 
a new seat construction featuring double-decked cushion springs are among other high spots 


volume production of Chevrolet's 
own plants assure better products 
at lowest cost.” 
+ * + 

N ACCESSORY new to Chevro- 

let is the gas tank filler guard, 
a stainless steel moulding that fits 
under the gas tank opening to pro- 
tect the paint from hard knocks. 


The two types of heater have 
been improved. New controls are 
located on the dashboard for more 
convenience and greater visibility. 


nothing takes the place of 


GENUINE LEATHER for durability, 


distinction and sales appeal 





To your customers with an eye for beauty ...a 


sense of value .. . nothing appeals so much 


as a fine car upholstered in Genuine Leather. No 


other covering confers such distinction... 
affords such durability. For leather satisfies the 
desire to possess the genuine... is highly 
practical and economical. Leather asks no upkeep 
...needs no slip covers...in fact has an agreeable 


“slide” that provides maximum convenience 


and comfort. We suggest 


Leather to give your cars greater sales appeal. 


THE UPHOLSTERY LEATHER GROUP 


you look to Genuine 


TANNERS' COUNCIL OF AMERICA 
100 GOLD STREET » NEW YORK 7, N. Y. 





American Leather Manufacturing Company, Newark, W. J.+ The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N. J.* Delaware Tanning, Inc., New York, N.Y 
Eagle-Ottawa Leather Company, Grand Haven, Michigan + The Lockawanna Leather Company, Hackettstown, NW. J. ¢ Radel Leather Manufacturing Company, Newark, N. J. 


Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars 
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In the Hopper 


A resolution advocating the en- 
actment of state sales and income 
taxes in New Jersey as a means 
of relieving local real estate taxes, 
was adopted by the New Jersey 
farm bureau at its annual meeting. 


* * * 


Ark. Gas Tax Collectors 


Eye Butane, Propane Users 


A law to stop loss of gasoline 
tax revenues to the state because 
of conversion to engines using 
liquefied petroleum gases will be 
introduced in the Arkansas leg- 


islature at its next session in 
January, 1951, 
State Revenue Commissioner 


Dean R. Morley said that the rev- 
enue department is drafting such 
a bill because of widespread re- 
ports of changeovers by individ- 
ual car Owners and some com- 
mercial firms, 


The proposed bill probably will 
require garages and automobile 
mechanics to report to the rev- 
enue department when vehicles 
are converted to use of butane 
or propane gas. Failure to re- 


port such changeovers would be a 
criminal offense if the proposed 
bill becomes a law, 

Vehicle owners would be _ re- 
quired to file mileage reports with 
the revenue department periodic- 
ally. They would be allowed a 
certain per-gallon mileage, and 
would pay the standard gasoline 


| tax on that mileage. 
* + * 


Stricter Load Limit Law 
|\Urged by Texas Judges 


| Additional taxation of natural gas 
for rural road building, opposition 
to increasing the truck-load limit, 
and a larger share for the counties 
of the state sales tax on motor 
vehicles was asked for in a resolu- 
tion at the convention of the Texas 
county Judges and Commissioners 
Assn. 

The resolution on trucking de- 
clared that “irreparable damage” is 
being done to roads now by over- 
loaded trucks which can go on 
their way after paying fines when 
jcaught. It asked for more enforce- 





ment officers and an on-the-spot 
unloading of surplus weight. 
* * * 


Indiana Governor Opposes 


‘Increase in Gasoline Tax 


Opposition to any increase in 
| Indiana’s present four-cent state 
| gasoline tax rate was expressed 

by Gov. Henry F. Schricker at a 
conference on legislative issues | 
sponsored by the Indiana cham- | 
ber of commerce, 
| “An increase does not recom- 
mend itself,” the governor de- 
clared, adding his opinion that | 
the present distribution of state | 
gasoline tax revenue is “most 
equitable.” A one-cent increase 
in the Indiana gasoline tax rate 
has been advocated by the state 
highway department. 
+ * * 


[ts ims Sli 
May Slice Red Tape accident in which he is involved; 


From Responsibility Law |in New Hampshire, a motorist first 
An amendment to New Hamp-!|makes an accident report to the 

shire’s auto financial responsibility | motor vehicle department, which, 

law, to make it similar to one in|in turn, contacts him again to de- 

effect in New York, has been rec-|termine if he has financial respon- 

ommended by State Motor Vehicle | sibility 

|Commissioner Frederick N. Clarke. a 


The difference between the two| Roads Group Advocates Hike 


| States’ laws is this: In New York 
a motorist lists his financial re- |! South Dakota Gas Tax 
A resolution calling for a two- 








|sponsibility when he reports an 
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Put your Pennsylvant 
Identify it as“ 100% 


You can increase your oil 
"100% Pure.” 


Your customers know 


ia Oil out 
Pure Pennsylvania. 
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eee a Sales message that 
makes sense to your 
customers 


More car owners than ever before are seriously 
interested in giving their engines the best pos- 
sible care. They know that they may have to 
continue using their present cars for a longer 
time than they would like to. They know that 


top-quality oil is essential to long engine life. 


The Pennsylvania Grade Crude Oil Association 
is aiming its advertising right at your best oil 
customers, with millions of selling messages 
keyed right to the current situation. You can turn 
this timely pre-selling into extra profitable oil 
volume if you let your customers know that you 
handle a 100% Pure Pennsylvania Oil. No group 
of dealers has ever had a better opportunity to 


capitalize on a ready-made public acceptance. 


00% PURE PENNSYLVANIA OIL 


« Display we! 
© Talk uw! 


» Sl tt! 


For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oll City, Pennsylvania 
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| Stevens Motor in Winston-Salem— 

A two-story brick building has just been completed for this Studebaker dealership. The 
| Structure is 100 feet deep with frontage of 78 feet. The salesroom and offices are paneled 
j in mahogany. A new 100 foot by 100 foot used-car lot is across the street. 


cent increase in the South Dakota 
gasoline tax rate and transfer of 
$3,000,000 from the state general 
fund to the highway fund to help 
finance an expanded highway) 
construction program has been 
adopted by the South Dakota 
Good Roads Assn. The proposal 
will be submitted to the 1951 ses- 
sion of the state legislature. 
* * * 


S. Carolina Legislators Favor 


‘Reduction of Gas Tax 


South Carolina’s gasoline taxes 
will be decreased next year if a 
majority of the members of the 
89th general assembly, who replied 
to a questionnaire on taxes, have 
their way, according to a survey 
conducted by the Charleston News 
& Courier. 

“An overwhelming majority of 
members responding to the capital 
bureau’s poll of legislators said 
they favored a reduction in the 
gasoline tax which was hiked to 
seven cents a gallon by the 1950 
legislature.” 


‘Natu ral Rubber 


OTTAWA. — Stockpiling of crude 
natural rubber by the Canadian 
government may be started soon so 
that sufficient supplies will be as- 
in the event of a national 
emergency. Stocks of crude rubber 
are reportedly quite low now. 


Stocks of crude rubber amounted 
to only 9,101,120 pounds on Sept. 30. 
compared with 11,652,480 a year ago 
on this date. 

However, in face of this situation 
the view here has been that the 
synthetic rubber output in the gov- 
etnment’s Polymer Corp. plant at 
Sarnia could be increased so that 


{there would be no need for stock- 


piling crude rubber. 


It is now held that such stock- 
piling might be advisable and the 
Canadian Industrial Preparedness 
Assn. has recommended that the 
government should begin stockpil 
ing crude rubber at once 


NADA Show 


Continued from Page 24) 


ing Materials division of Briggs 
Mfg. Co., Choldun Mfg. Corp., Parts 
division of Chrysler Corp., Clayton 
Mfg. Co., Comfort Specialty Co 
Doyle Vacuum Cleaner Co. 

Drum Jack Corp., Executon 
Inc.. The Greenfield Co., Harley 
Davidson Motor Co., Ernest Holmes 
Co., Intercommunication System. 
J and H Sales Co., Kent Moore 
Org., LaFrance Precision Casting 


| Co. 


Litho-Paint Poster Co., Local 
Trademarks, Inc., Miller Mfg. Co. 
The National Cash Register Co 
Norick Brothers, Reynolds and 
Reynolds Co., The Saturday Even 
ing Post, Remington Rand, In 
Rodman Mfg. Co., Inc., Shaw and 
Slavsky, Inc. 

Silver Vogue Auto Seat Cove! 
Stemac Co., Stewart-Warner Corp 
Sun Electric Corp., Supersite Corp 
Universal Underwriters, Vacuum 
Grip Cover Co., Inc., Van Houten 
Inc., Moders Displays and Equip 
ment, Inc. 

U. S. Washmobile Corp., Howard 
Zink Corp., Big Four Industries 
Inc., B. T. Crump Co., Inc., Kristy 


|Mfg. Co., Long Adv. Co., Lincoln 


Engineering Co., J. O. Stephenson 


|Foundry & Mfg. Co., K. R. Wilson 


| 
| 


Sav-A-Battery, Inc. 
Sisk Names Boyd 


Sisk Motor Co., Hopkinsville, | 
has appointed John M. Boyd ser: 
ice manager 





An 
nat 


mer 
tim 


carl 
dail 


Wa 


na 
the 
ad 


ea 
pri 
Wwe 


Tri 


and 
of t 
ann 
ven! 
atte 
reta 
trib 


de\ 
the 
dey 
ing 
ine 
lex 
4 
Ku 
ing 
agi 





AUTOMOTIVE NEWS, DECEMBER 11, 1950 


| rance is the agency on the ac- | 
count. 












* * * 


\ffecting Factories and Dealers .. . 


teeny mae <A, 
| ee eae 


| f a SAr éTY MOTORS INC. 


2300 W. 63rd ST. GROVEHILL 6-6000 


‘ ‘ d ee Silver Anniversary 

uto vertising | Marking Joseph J. Hartigan’s 
\25th year as space buyer with) 

|publicity, served as chairman of | Campbell - Ewald | | 

the meetings attended by members| Co., newspaper ad | 

of the general advertising depart- | representatives | 

ment and several hundred guests. 








By George Deery 
Associate Editor 
,uto advertising set a fast pace 


in the seven major newspapers in honored him with} 


er. O ue O WW 


New York City in the first 10 | a | a +¢ stot pre- | 
months of this year, chalking up . . sentation was 
a gain of 12.54 percent over the like Flair Going Under lk made by Joseph} 
period of 1949. Flair magazine will suspend | *\ Scolaro, of Os-| 
This classification was second publication with its 12th issue in born, Scolaro, 


only to financial which bounced 
up 24.57 percent, according to | 
Media Records. All categories 
were up 6.33 percent for a total 
of 124,738,531 lines, it states. 

Gains by other lines were: Classi- | 





January, Gardner Cowles, 
dent of Cowles Magazines, 
announced last week. 

He said that production costs 
have risen 35 percent since 
book was first planned in 1949, 





Meeker and Scott, 
who made a busi- 
ness call on Har-| 
tigan the day he 
joined C-E. It is 


presi- 
Tnc., 





4. J. Hartigan 
estimated that Hartigan has placed 


the 








For Introduction of '51 Fords— 


Safety Motors, Inc., 2300 W. 63rd St., Chicago, used a ‘'teaser'’ billboard to create in- 


terest in the new models. Two months before the introduction, just the stork and baby were 
painted on the sign. 


On the unveiling day the fill-in was painted. — 





fied, 8.83; department stores, 7.84;| adding that “The very critical |about $600,000,000 worth of adver-| eet ne 
total retail, 5.58, and general, 4.64. | | situation, the certainty of |tising as space buyer for Chevrolet /tained, is planned around several | More Whiteman 
Te increases in cost and the likeli- |and other C-E accounts |new Compco accessory develop- | 


PR Men Honored 


Charles E. Carll and William H. 
McGaughey were elected directors 
of the Public Relations Society of 
America, it Was announced by the 
national organization at its meet- 

| 

| 





W. H. McGaughey 


Cc. E. Cari 


ing in New York. Carll is in Henry | 
Ford hospital, Detroit, undergoing | 
treatment for a heart condition. He | 
is public relations director of Ford | 
and was elected in the nationwide | 
balloting to a one-year term of | 
office. He also is a director of the | 
Public Relations Society of Detroit. | 

McGaughey, public relations di- 
rector of the Automobile Manufac- 
turers Assn., is the immediate past 
president of the Public Relations 
Society of Detroit. He was elected 
to a three-year term on the na- 
tional board 

s = & 


dds Start on ’°51 Pontiac 
Pontiac, which this year cele- 
brates its silver anniversary, is an- 
nouncing its 1951 models with the | 
greatest and most diversified ad- 
vertising campaign in its 25-year | 
history, according to H. J. Klingler, | 


hood of 
availability in 1951 make unwise 
at this time the 
lication of Flair.” 


Hudson Renews Rose 


Hudson has renewed the Billy 
Rose Show over the ABC 
vision network, Tuesdays from 9 | 
to 9:30 p.m., 
_Brooke, Smith, French & Dor- 


limitations on paper a ame... 


Compco Plans Drive 


continued pub- : 
P Compco Corp., Chicago accessory | 


* . 
jan expanded program of advertis- 


ing and sales promotion, according 
ito S. J. Zagel, president and gen- 
tele- (eral sales manager. 

The new program, for which 
|Waldie and Briggs, Inc., Chicago 
advertising agency, has been re- 


over 61 stations. 








|ments to be announced to the trade} 
shortly. 


|/manufacturer, will soon enter into | Showtime Goes On 


evening music-dramatic program, 
has been renewed over a 48-sta- 
tion ABC-TV network by Dodge 
dealers through their ad agency, 
Ruthrauff & Ryan. The program 
is at 7:30 p.m., est. 


Goodyear Tire & Rubber has 
| renewed its contract to continue 
| sponsorship of the Paul White- 
| man Goodyear Revue over ABC- 
| TV each Sunday evening at 7 
p.m., est. 


* * * 


Showtime USA, Sunday 


The contract, which is for 52 
weeks, calls for the musical vari- 
ety half-hour to be carried over 
42 stations. Young & Rubicam is 
_the ad agency. 





“a, RANS-LIFT 


ere 






SAFETY CHAIN 







Makes Automatic Transmission Jobs 


FASTER, EASIER, MORE PROFITABLE 


Here at last is the ideal hydraulic equipment for removing and 
replacing automatic transmissions. The Manzel TRANS-LIFT offers 
so many outstanding new features that it is a must in any shop 
doing automatic transmission work——-and today that means every 


shop. Write for further information. 


ROTARY ADJUSTMENT —Transmission pivots~ 


but around the oxis, or bolt circle. This eliminates lateral adjust- 


not below- 


general manager. LONGITUDINAL ments ... simplifies aligning bolts, dowels, splines, and drive 
Newspapers again will form the ainda shafts... compensates for variance in spring suspension, floor 
backbone of the Pontiac an- or hoist. 


nouncement campaign with top- 
size advertisements, in many 
cases full pages, in 4,000 daily and 
weekly newspapers. These will be 
followed by more large semi- | 
announcement type advertise- | 
ments. | 

Double and full page announce- | 
ments will appear in the Saturday 
Evening Post, Life, Time, Collier’s, | 
Newsweek, The New Yorker, U. 8. 
News, Holiday, Sports Afield, Out- | 
door Life, Field and Stream, Coun- | 
try Gentleman, Successful Farming | 
and Progressive Farmer. 

Pre-announcement and announce- 
ment radio spots will be aired five 
times daily over 1,125 stations and 
96 leading television stations will | 
Carry an average of three spots | 
daily during the same period. 

* > 





Wanted: Paper 


The morning Albuquerque Jour- 
nal and the afternoon Tribune in 
that city have been forced to cut 
advertising to 85 percent of the 
December volume last year be- 
cause of the shortage of news- 
print, it was announced last 
week 


* * + 


Tribune’s Study Forum 


An intensive study of advertising | 
and distribution problems as part | 
of the Chicago Tribune’s four- day | 
annual advertising department con- 
vention this year attracted wide | 
attention among advertising agency, | 
retail store, manufacturer and dis- | 
tributor personnel. | 

Three afternoon meetings were 
devoted to this distribution and 
advertising forum, sponsored by 
the Tribune’s general advertising | 
department. Speakers at the meet- 
ings, held in the WGN theater, 
included many _ widely-known 
lex aders in the fields under study. 

‘hree Tribune executives, W. C. 
Aurz, Manager, general advertis- 
ing. H. N. King, assistant man- 
age general advertising, and W. 
J. 3yrnes, manager, promotion and 











HEAVY DUTY 
LIFTING RAM 
PUMPS ON BOTH 
UP AND DOWN 
STROKE 


WIDE SPREAD 
SUPPORTING LEGS 





2 SPEED 
RELEASE 







*——— BALL BEARING _CASTER WHEELS 


ZOOOE TRANS-LIFT Less Adapters 


$s] 447s F. 0. B. Buffalo 


Adapters from $13.00 to $25.75 


Write for Brochure 






FOR CONVENIENCE AND 
ECONOMY Try Manzel 


.. the one source for cranes, char- 
gers, engine analyzers, wheel bal- 
ancers, spray equipment, body 
tools, axle tools, transmission 
and clutch tools, engine 
tools... EVERYTHING. 















LONGITUDINAL POSITIONING — Complete tilting control 


for removal and replacement. 


STURDY LIFTING MECHANISM — Fast, double acting pump 
lifts heaviest loads on both up and down stroke to maximum 
height of over 6 feet... Non-tipping. 


USABLE ON ALL AUTOMATIC TRANSMISSIONS — adapters 


available for Ford-Mercury, Hydra-matic, and all others. 


TWO SPEED RELEASE — Foot control, accessible from all sides. 
Permits slow movement for lining up, fast lowering after job 
completion. 


BALL BEARING CASTER WHEELS — Free movement over all 


types of flooring. 


PERMITS ONE MAN OPERATION on single post, twin post, 


or pit type installations. 





ADJUSTMENT 





315 BABCOCK STREET, BUFFALO 10, N.Y. 


Manufacturer and supplier of automotive 
tools and equipment. 





(Continued from Page 16) 


military representatives to meet 
urgent military needs. 

Under no circumstances, the let- 
ter states, will carriers be author- 


ized to represent the military serv- | 


ices in seeking such permits. 


The Department of the Army will 
be charged with the responsibility 
for initial establishment of rela- 
tions with the state representatives 
named by the governors, There- 
after, properly accredited represen- 
tatives of the three military de- 
partments will work directly with 
State officials to arrange necessary 
clearance of important defense 
highway shipments which may vio- 
late state truck regulations. 

« * + 


Truman’s Decision 


7 HIS message to Congress re- 
questing an additional $16.8 bil- 
lion for the Defense Department, 
President Truman made it clear 
that the U. S. must prepare for a 
major war. The only hope in the 


situation, as it now appears, is that 
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the Chinese Communists may be 
convinced that a withdrawal of 
their forces in Korea is essential 
to world peace, 

The President said: “We see no 
issue between the Chinese Com- 
munists and the free nations, or 
between the Soviet Union and the 
free nations which cannot be hon- 
orably solved by peaceful means.” 

The President, however, made it 
plain that the United Nations, in- 
cluding the U. S., have no choice 
but to increase their military 
strength “very rapidly.” He offered 
no suggestions that there should 
be a withdrawal by the United 
Nations from the task of making | —— 


possible a free Korea. . ; . J 
— ee make it necessary to give agency |exceptions. The exceptions would 
ae a veto over job jumping by |be in cases, for example, where an 

mes 0 ane employe transfers from a non-criti- 
@an tt gy eee te cal job to a critical job, In this 
agency chief the power to pre- none oe ak @ — * oe not 
vent his workers transferring to |°! a ee: ee wante to. 
other jobs may be revived. | It is reported the commission is 
This would apply with certain | also considering regulations to pre- 


Ford Preview in Galveston, Tex.— 
More than 600 representatives from 150 Ford dealerships in the Houston sales district 
viewed the 1951 models at the Pleasure pier showing. 








Federal Job Freeze? 
HE Civil Service Commission is 
said to be giving serious con- 
sideration to a tight job freeze on 
all federal workers. 
It is believed the continuing trend 
toward a manpower shortage may 








Willys 


Dealers in New York pick 


DEALERS OF OTHER CARS 
ALSO PICK 
THE NEW YORK TIMES 
AS “BEST” 
ADVERTISING MEDIUM 


More than 700 new car 
dealers in New York City 
and its suburbs participated 
in this survey. By more than 


2-to-| they pick 


York Times over any other 
newspaper as the “best” 


medium for new 


tising in this market. 





The New York Times 
as the “best” 
advertising medium 


Yes, The New York Times packs the selling power that Willys 
dealers want. So Willys dealers want The New York Times for new 
car advertising — according to the independent survey made this 
year by John Felix Associates, Inc., among new car dealers in New 
York and its suburbs. 


Willys dealers were asked: “Which three New York news- 
papers do you consider the best for new car advertising?” 


In reply, they put The New York Times first by a substantial 
majority over any other newspaper. 


Willys dealers, of course, use their own experience in selling 
as a yardstick in voting. When they pick The New York Times, it’s 
only because they know—from continuing, sales-tested experience 
—that sales in the world’s biggest automotive market are quicker, 
easier, more profitable when they’re geared to advertising in The 
New York Times. 


Automotive advertisers know it, too. That’s why they place 
more advertising in The New York Times than in any other New York 
newspaper. And why extra advertising in The New York Times 
should pack the extra selling power you need for extra sales and 
profits in New York. More details at our Detroit office in the General 
Motors Building — TRinity 3-3800. Call today. 


Che New York Cimes 


“ALL THE NEWS THAT’S FIT TO PRINT” 
NEW YORK: 229 WEST 43rd STREET - BOSTON: 140 FEDERAL STREET - CHICAGO: 333 NORTH MICHIGAN AVENUE 
DETROIT: GENERAL MOTORS BUILDING - LOS ANGELES: SAWYER-FERGUSON-WALKER CO., 
612 SOUTH FLOWER STREET - SAN FRANCISCO: SAWYER-FERGUSON-WALKER CO., RUSS BUILDING 


The New 


car adver- 


vent “pirating” of employes from 
one agency by another bureau. 
* . * 


Real Estate Credit 

ENATOR MAYBANK, chairman 

of the House-Senate watchdog 
committee, said last week that the 
hearings on the credit controls on 
automobiles will be followed by an 
investigation of real estate credit 
restrictions starting tomorrow (Dec 
12), 

For next week, the committee 
plans to call for an inquiry dealing 
with allocations of scarce mate- 
rials, miscellaneous controls and 
what Senator Maybank described 
as “serious hoarding” in the case 
of some industrial items. 


Aluminum Burden 
On U.S. Unfair, 
Reynolds Claims 


RICHMOND, Va.—-Other nations, 
although joined with the U.S 
against “Russian imperialism,” 
aren't sharing the burden of mili- 


|tary demands upon aluminum, R 


S. Reynolds jr., president of Reyn- 
olds Metals Co., charged here. 

“The total military demand for 
aluminum in the U.S. is the result 
of our country’s leadership in seek- 
ing international security from 
Russian conquest,” said Reynolds. 

“Consequently, the aluminum re- 
sources of all the nations joined 
|in the common defense against 
Russian imperialism should give 
| some priority to the combined mili- 
tary demand for aluminum.” 

At present, said Reynolds, the 

military aluminum burden falls al- 
most entirely on U.S. producers 
and fabricators. As a result, he 
added, the civilian aluminum short- 
age is worse here than anywhere 
|else in the world. 
“Fabricators in Canada and west- 
;ern Europe are able to take civilian 
orders which U.S. fabricators are 
being forced to turn down,” said 
Reynolds. “With the U.S. the larg- 
est producer in the world and still 
using ECA funds to buy Canadian 
aluminum for western Europe, 
there is no justification for civilian 
| fabricators to be in a worse supply 
|situation here than they are in 
| Canada and Europe.” 

Reynolds said that measures can 
be taken to ease the shortage and 
lessen the drain on U.S. supplies 
He said that priority machinery 
exists by which some of the mili- 
tary demands, “including stockpile 
requirements,” can be met with 
Canadian aluminum. 

If such alternatives are fully 
used, Reynolds said, “and if every 
effort is made to get aluminum out 
of Japan and western Europe, the 
drastic limitations which the Na- 
tional Production Authority has set 
for 1951 will become unnecessary.” 


OPENING 


| FOR AN 
Experienced 
USED CAR 


| 


| 


This position is available with one 
| of America's leading producers of 
highest-quality cars. Man required 
must have extensive practico! 
experience and sufficient executive 
ability to head up factory used 
car sales department. Will con- 
| sider only men who can show good 
record of past performance. Plec:< 
write for appointment, sending 
recent photograph and giving 
experience, age, approximate 
salary requirements, and other 
details, in first letter. 


BOX AN-160 

Automotive News 

Detroit 26, Mich. 
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Philadelphia 


President Ronan Relates Achievements, Services 
To Members During the Year 


PHILADELPHIA. — The annual 
eport of the Philadelphia Automo- 
ile Trade Assn., relating its 
chievements and services, has been 
released by Edward J. Ronan, presi- | 
ent. 

“Our economy is undergoing 
and will continue to undergo a 
severe strain .. .” Ronan said. | 
“That strain is showing now and | 
will continue to show in many | 
ways in the fields of government, 
and public and labor relations, 
and we will need a well organ- 
ized, well balanced organization. 
We have that organization in 
PATA.” 
The association provides new- and | 
used-car registration figures, used- 
car warranties, an employment and 


Reserve Bank of Philadelphia 
| with facts and figures pertaining 
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Assn. Report 


|introduced for these purposes will | 
|of necessity be scrutinized with} 
|care and precise judgement by the} 
| association.” 

Regarding Regulation W, Ro- 
nan said PATA has been working | 
closely with NADA “ to find a 
more reasonable solution’ to 
credit control.” The organization | 
has also supplied the Federal 


_Armour Mofors' New-Model Showings— 
Showroom windows were brightly decorated during the debut of 1951 Lincoins at this 


to the Philadelphia market. 
Kansas City dealership. 


Activities in advertising, safety, 
social service, civilian, defense and 
National Automobile Dealer Week set to a hospital and how 10 driver- 
were also reviewed. |training cars were loaned to the|the board of directors and your 

Ronan told how PATA compaigns | city’s high schools. general manager will do their ut- 
for honest classified ads, how it Ronan told members that “PATA | most to represent you and your 
backs the state vehicle inspection|derives its strength from you | collective interests for the common 





support you may rest assured that 








a tax service and a wage and job 
survey, Ronan pointed out. PATA 
also serves as a clearing house for 
Regulation W information and any 
other regulation pertinent to auto 
dealers. 

Ronan said the association keeps | 
in close touch with the state legis- | 
lature. 

“This coming year many new 
sources of revenue to offset the 
commonwealth’s expenditures must | 
be found,” he said. “Every bill 





Hoban Discounts | 
Fear of Civilian 


Rubber Shortage 


MEMPHIS.—The rolling stockpile | 
of rubber now on the wheels of | 
our nation’s vehicles is the largest | 
in history, Joseph A. Hoban, gen- | 
eral manager of tire merchandising | 
for B. F. Goodrich Co., said here. 

“Despite this, rubber consump- 
tion next year may hit an alltime 
high of 1,200,000 long tons, barring 
allout war,” Hoban told a meeting 
of the Tennessee Oilmen’s Assn. 

“Even if the worst should hap- | 
pen,’ he said, “and all our crude | 
rubber supplies from the Far East | 


law, how it presented a television|!through your support. Given that | good.” 


Sell the BIG PROFIT SERVICE this Easier 








ir 


Ane ar 
ame ie Te) ,4 
4 oD Ps acon ‘ 


We The Motor of this Car has b 


M} ysp0WE 









for 


New Car PERFORMANCE 


suddenly should be cut off, our| gaa 


great American rubber producing | 
facilities, now being reactivated, 
should be able to provide enough 
man-made rubber to keep our ci- 
vilian transportation going and to 
meet all military needs.” 

Hoban said the long range out- | 
look for the automotive and related | 
industries was excellent. He cited | 
the fact that the average passenger | 
car will be driven 25 percent more | 
miles 10 years from now than at 
present, based on past trends. 


Private Truckers 
To Meet Feb. 1-2 
In Washington 


WASHINGTON. — The 12th an-| 
nual meeting and defense mobili- | 
zation conference of the National | 
Council of Private Motor Truck | 
Owners will be held Feb. 1-2 at the | 
Statler hotel here. 

Defense Transport Administrator | 
James K, Knudson and Transpor- 
tation Undersecretary of Commerce | 
Philip B. Fleming are scheduled | 
to speak, 


Esso Introduces 


Anti-Stall Gas 


NEW YORK.—An “anti-stalling” | 
gasoline has been introduced by 
Esso Standard Oil Co., according to 
Robert M. Gray, advertising and 
sales promotion manager. 

Called “the most significant ad- 
vance in motor gasoline since the 
introduction of anti-knock fuel,” 
Gray says it will prevent freezing 
of moisture condensed in gas tanks, | 
fuel lines and carburetor bowls. The | 
product will supplant the present 
Esso Extra gasoline, Gray said. 


Auto Enthusiast Group 

ALBANY. — Organization of the 
Automobilists of Upper Hudson 
Valley has been announced here by 
& group interested in the “study, 
Care and collection of antique and 
Sports automobiles.” John A, Eng- 
lish was elected president. Other 
officers are: vice-presidents, Arthur 
Homan and L. MacDonald Schetky; 
secretary, Keith Marvin, and treas- 
rer, Fred Soule. 





RE-POWERING Sells Custoiners on letting you DO 
THE JOB RIGHT! With Ramco RE-POWERING Plan 
you sell all four essentials to proper engine con- 
ditioning ‘with ove program that makes car owners 


Ignition . . 
LABOR COVERAGE i1n 


Guarantee 


SBE 8 OT OY 
Year after Year, Better and Better, Yet, 


Originated by Ramco Many Years Ago... 


4 UNCHANGED IN BASIC DESIGN 10 ; 
i ie ij As 
|RAMCO Lip POY 
1 KA up | WY Bit. 
$ |“ = SN) | 
j 






ALL-PURPOSE PISTON RINGS 


Unchanged except for the Better through continuous 
engineering perfection of detail. No obsolescence loss 
or risk of performance disappointment due to frequent 
. design changes. 


EBS 
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Truck-Trailer 
Shipments Show 


6 Pct. Increase 


WASHINGTON. — Statistics re- 
leased by the Department of Com- 
merce last week showed that fac- 
tory shipments of truck trailers 
| during September amounted to 6,260 
|units valued at $21,100,000. This, it 
was noted, represented a decrease 
of 6 percent in units and 7 percent 
in value from the August shipments 
of 6,659 units valued at $22,600,000. 

Of the September shipments of 
6,067 complete trailers, vans ac- 
counted for 3,514 units or 58 per- 
cent, while platforms accounted for 
20 percent. The remaining 22 per- 
cent, according to the report, were 
tank, pole and logging, low-bed 
heavy haulers, dumps, etc. 

For the year 1949 shipments 
totaled 34,273 units valued at $119,- 
098,000. Shipments to Oct. 1 this 
year have far exceeded last year’s. 


Way... 
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the complete reconditioning job which includes all 
four...10-Up Rings (Compression). . 
Cooling. Explain THAT IMPORTANT 
the 


.Carburetion, 


Ramco 10,000 Mile 


It's a world beater for clinching ring 


say YES... that’s what I want. 
Try it! ...Use the Ramco RE-POWERING mate- sales! See your Ramco Jobber today. Ramsey 
rials to convince the car owner that the best buy is Corporation, St. Louis, Missouri 





RE-POWERING SELLS USED CARS, TOO 
NATIONALLY ADVERTISED RAMCO 
10,000 MILE GUARANTEE, cuts 
selling time, gets TOP PRICES! 
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51 Ford Orders 
Put at 53% Ahead 
Of Last Year’s 


DEARBORN.—-Despite the sever- 
est winter weather in years, more 
than 6,271,000 persons attended in- 
troductory showings of 1951 Ford 


Rubber Demand Increase 


Consumption Continues at Record Pace; 
October Sets Alltime High 


ad 
a sad NEW YORK.—For the sixth con-;September when 48,618 tons wer: 
~~ |secutive month, U. S. rubber con-| required. 
| sumption exceeded 100,000 tons with} New rubber consumption for 1 






cars Nov. 24 and 25, it was an-| October reaching the new alltime|™onths in 1950 totaled 1,045,20% 

nounced last week by L. W. Smead, | Designed by Dealer— high of 117935 ios tons, according | MS. 

general sales manager of Ford | These are the new headquarters of Carolina Ford Tractor Co., Charlotte, N. C. J. R.|/to the monthly estimate of the Rub- This compares with the total 

division. ‘ Surtman, president of the firm, designed the building. The building occupies 32,000 square | her Manufacturers Assn 1949 consumption of 988,903, and 
Smead said dealers throughout ,,., of floor space and has 40-acre demonstration field in the rear : mn indicates the extremely high level 

the country reported they took 53 | ean aed : tia a : The October figure is 8.73 per- | of industrial activity in the rub- 

percent more bona fide orders for s cent higher than the September | ber manufacturing industry, the 

1951 Fords than they did under trol ride and Fordomatic automatic Merit Names Distributor | consumption of 108,464 long tons, | association said. 

more favorable weather conditions | transmissions. CULVER CITY, Calif. — Harry) and is about 3,000 tons higher Use of reclaimed rubber was also 


higher in October and was esti- 


4 mated at 31,441 long tons, an in 
Products, Inc., announces the ap-| 676 long tons set in August, 1950. | — 1335. of 12.82 percent over the 27.- 


praise of exterior and interior trim|that congratulatory messages con- | Pointment of Tire Rebuilders Sup-| Consumption of natural rubber | g¢g jong tons used in Septemb 
and color harmony and were inter-|tinue to pour in. Visits by the ply, Inc., Winston-Salem, N. C., 48| during October amounted to 67,236 s Se Loe mesa a eee 
ested especially in the quality of public to dealer showrooms ste | oer anti pe agg tity oe tons, an increase of 12.35 per- Speech Training 

s ee }eent over September when 59,846) ysanHATTAN ees — Batibo: 


fabrics and the new instrument | ei ; : 
control panel design and ignition continue to run high, he added ers Supply serves the tire retread-| | d d almost 
ing industry in the southeastern !0n8 tons were used, and almost |State college will offer a series of 


key starting featured by the 1951 | . ° ‘ 
Fords. Goodwin Opens I-H Deal states and will introduce Sand-O- 5 Percent higher than oa ah coe short training programs next sum- 
“Those who have taken test| B. ©. Goodwin has opened an Flex sanders to be used for the the consumption totaled ’ OnS./mer designed to help businessmen 
International Harvester dealership | removal of mold, cement and stain| Use of synthetic rubbers totaled| express themselves more effective 


drives in the new cars were en- ‘ ‘ : 7 : 
thusiastic about the automatic con-|in Fort Valley, Ga. ‘from white sidewalls. 50,699 tons, up 4.28 percent from/|ly and to use visual aids efficiently 


New Passenger Car Registrations, 41 States for October, 1950-1949 


at the introduction of 1950 models.| Smead said that public accept- " , 
“Women visitors, particularly,”| ance of the 1951 Fords was the Pokras, general manager of Merit than the previous record of 114, 
said Smead, “were lavish in their} most flattering in recent years and 






Car registrations by states are | 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals 





CHRYSLER 
TOTAL 
Oldsmobile 
Anglia-Prefect 
Studebaker 
Willys-Overiand 
Miscellaneous 





















































34 States Previously 50, 8258) 5803) 15535) 34034) 63630; 57908, 1317; 12544) 71769, 21202) 5290, 65249 15304, 18579, 125624, 127, 5150, 2844) 8121 75; 138; 269; 2518; 7273; 3742, 8216; 1203; 407) 292985 
Reported for October 49 6732| 536! 14931 | 25983 | 53007 | 43631| 1621 10150) 55402| 17319] 3389) 53468) 12889) 15480, 102545; 305) 1759) 2064) 104) 170} 300; 4420) 6145) 4247) 10819) 1111} 153) 240487 
Florida i, 50,21 | 137) 547, 1216, 2111; 1825 95 616 2536, 679 185 2181, 392, 587 4024 1, 125) 116, 242 84 3, 3% 70; 193, 124) 207; 107 53, 9790 
49; 149; 118) 558} 701; 1526; 1185 83, 374) 1642) 410; {21} 1758} 333) 360 2982 5 36 41) | _38}_— 12h} 109}_—s9|— 227) 16, 6888 

— “50, 334, «204, «627, «+1239; + 2404) 2380, 36, 485, 2901 693, 162; 2617, 450; 653 4575 6 165 «©6134; += 306 ' 5 60, 322, #126 178 20 10898 
49; 339} 187} 1040} 1265 2831) 2114 67; 608; 2789) 591} 110) 2324, 516) 615 4156 17; 114) 31) 4 __7,__156, _309}_—*180,—_—=38! 25 1096 

Missouri 50, 661) 572\ 1337, 3974, 6544 5670, 125, 1417, 7212, 1785, 468 6866, 1255, 1684 12058 20° «4389 87 49% 2 27. +23), 877 «217 824 ~«136 10, 28634 
‘49/352; «= 248) «=—«839|-«:1718) += 3157| 2532 91, 558, 3181, 879) 199, —3648|_—595| 8066127 18 % | 14 32,29), 41B) 192) SKN) 63, tS 

New York 50 1728 1644, 3305, 5565| 12242, 7251, 212) 1965, 9428 3895, 1366) 9423) 2862, 3044 20590 28 «739+~2S«s«393—Ss«d:'N600 18 68 49—Ss«274«S«1108-=SsB800s«*d119S)=S ss 245. =S «525, 47702 
49, 1411| 1420) 3234] 4395| 10460) 5088) 248) 1330) 6666 3226 704, 7744, 2649, 3203 17826 35 308 343 2) (135 48 578, 1107, 765 1598 208 97| 39533 








099,771) +2076| 4159, 8105, 7069, 172, 1367, 8608 2417, 625 8009 1595, 2369 S015 6 615 502. 1123) a 3. 52 #199 «+786 520 647, 137 «123 + 35218 




















Ohio” "50 
tg 49 940| 690) _1797| 3140) 6567, 4818192, 1136} 6146) 2015354, 6494) 1420, 1833, 12116, 37,229 266) 7) 3) 50, 436, 79, 551, 1079)—138, ——12|_—-28167 
Oregon ; 50 327, «277, «+4465 «+1035. «2104, = «1673 55, 518 2246, 632 152, 2154 450, 464 4052 4 237 4 = «287 10 30 - 8 247 89 «420 61 45 9684 
49 139) 165/279) 535, 18) 904) 31) 269) 204/345) 73] 1218} 271) 301 2208; 4] 32} 36 9 143 9 236) =—55| SS S218 
Pennsylvania : "50 1385  1001\ 2537, 6140 11063, 7547, 166, 1482 9195, 2753; 666, 8011; 1981, 2497, 15908 12, 803. 379 «+1194 7 7 26 242 1056 682 1308 226 29, 40943 
: c 49' 971, 854, 1781; 3774| 7380) 4514) 225) 1108) 5847) 2142| 355) 6624! 1635! 1985) 12741 46| 307) 353 3} 2237, 330) —712|_—532)_ 1379) 151/23) _29510 
41 States Reported ‘50 14003, 10409, 26429, 57362 108203, 91323, 2178, 20394, 113895, 34256, 8914) 104510, 24289, 29877, 201846 204, 8224) 4501; 12929 194 252 472 «3679-11862, 6300 12995, 2135, 1092) 475854 
to Date for Octobe: 49 11033| 9043) 24459| 41511 86046! 64786! 2558) 15533/_ 82877) 26927! 5305| 83278! 20308 24583' 16040!| 467/288! 3348, 133) 331! 503 6436) 9739) 6681) 16270) 1818) 308) 37489 
Year "50 1.6888, 87892) 238902 /422015, 865697, 989166, 28097 263262 1280525 439399, 81722 1184561 305647 366147 2377476, 11404 73810 4501, 89715 1467 4785 5903 117583/149581/ 58630 236018 29564, 8523 5225467 
to Date 49 105774| 83785|216549| 421122 827230| 633787| 31383| 144308| 809478/ 311137) 66253) 846174/ 219260) 261136) 1703960) 14722| 51419) 66141' 4838 2597, 8876 117035 111706) 82990/ 159837 24190| 4309| 3923187 


New Commercial Car Registrations, 44 States for October, 1950-1949 
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Truck registrations by states are = + 3 Truck registrations by states are 
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; i 331 | 4/ 2) 143! 260 113 73 2 7 tt 2} 33 8} 4i| sti} ‘1031 |'49 —— 
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393); 4-dr. town sed., $2,267 (deluxe 
| $2,361); sed. cpe., $2,225 (deluxe, $2,319) 
}eonv.. $2,772; Holiday, $2,383 (deluxe 
$2,641). (Hydra-Matiec optional on all mod 


Che following advertised-delivered prices 
are based on factory retall prices at the | 
factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. els at $158.50.) 


They do NOT include transportati Current Prices on New Automobiles 


charges, state or local sales taxes or | 579.75; lim., $3,196. Saratoga—4-dr. sed..;sed $1,496.50; bus. epe, $1.417.50 Cus- | utility, $2,209; 2-dr. utility, $2,159; bus | ; 

optional equipment. $2,667.25; club cpe., $2,641. New Yorker |tom Six—4-dr, sed., $1,556.50; 2-dr. sed..|cpe., $1,899. Deluxe—4-dr. sed., $2,219: To —— $2, Sea hen ae a. oes 
AUSTIN—A40—4-dr. sed. (Devon), $1,- |—4-dr. sed., $2,783; club cpe., $2,756.75; | $1,509.50; club cpe., $1,509.50; stat. wag., | 2-dr. sed., $2,169; club cpe., $2,189; 4-dr.|_4-ar sed. $2,895. Patrician 400—4-dr 

539; stat. wag. (Countryman), $1,649. |COMV., $3,263; Newport, $3,157.75. Town | $2,027. Custom Eight—4-dr. sed., $1,- | utility, $2,319; 2-dr. utility, $2,269; bus. | seq. $3 495. (Ultramatic standard on Pa 

A90—Atlantic conv., manual top, $2,460 | & Country—Newport, $4,027.75; stat. wag., |635.50; 2-dr. sed., $1,588.50; club cpe.,|cpe., $2,059. (Hydra-Matie optional on al! |trician 400 optional on other models at 





(hydraulic top, $2,634); sports sed., $2,865, | $2,759.50. Imperial — 4-dr. sed., $3,080 | $1,593.50; conv., $1,947; Crestliner, $1,- | models at $158.61.) €1R5.) 
(Delivered in New York.) (deluxe, $3,201). Crown Imperial — 4-dr. | 709.50; stat. wag., $2,106 (Fordomatic LINCOLN — 4-dr. sed., $2,572.50; club ry “ 
cpe., $2,525.50; Lido, $2,720. Cosmopolitan PLYMOUTH — Deluxe P19 — 2-dr. sed 


BUICK—Special Series 40—4-dr. tour- | 8¢d., $5,278.75; lim., $5,383.75. (Presto- | optional on all models at $168.50.) 


pack sed., $1,941 (deluxe, $1,983); .4-dr. | matic optional on Royal at $120.90, stand-| ORD OF BRITAIN—4-dr. sed. (Prefect club cpe., $3,183.50; | $1,507; Suburban, $1,855 (Special, $1 


—4-dr. : 3, ; 
dr. sed... $3,236 960.75); bus. cpe., $1,385.75. Deluxe P20 














jetback sed., $1,909 (deluxe, $1,952); sed. | @rd on other series.) 22: 2- s }conv., $3,946: Capri, $3.404.50. (Hydra- ; : 
epe., $1,856 (deluxe, $1,890): ‘bus. cpe..| CROSLEY—bus. cpe., $915.50; stat, wag., | (Delivered in New York.) » ="): $19 | Matic optionai onvall ‘models at $174.25. |Special Deluxe P20-—-4-dr. sed.” $1.61 
$1,803, ‘Super Series 56—4-dr. tourback | $972.50; Hotshot roadster, $924. Super—| | FRAZER—4-dr. sed., $2,359; Vagabond,| MERCURY — 4-dr. sed., $2,031: 72-A|chop epe. $1 617 50, conv. si sor? ee 
sed., $2,139; 4-dr. Riviera sed., $2,212; /2-dr. sed., $1,003; stat. wag.. $1,046; |$2.399. Manhattan — conv., $3,075; Vir-| club cpe., $1,873; 72-B club cpe.. $1,978.50; | wag. $2,387. - ae? 
sed, cpe., $2,041; conv., $2,476; Riviera, |conv., $1,005.50; Super Sports roadster. |ginian, $3,075. (Hydra-Matic optional on | Monterey, $2.146.50 (leather trim, $2,157); a6 ee : 
$2,139; stat. wag., $2,844. Roadmaster | $999. Frazer models at $158.61, standard on/conv., $2,410.50; stat. wag., $2,559.50.| RENAULT — 4-dr. sed., $1,035. (De 
eek een are Senn eae. P eeeeS— Selene Aen te: $9,068. 98: Manhattan models.) (Mere-O-Matic optional on all models at | ered in New York.) 

9 : ; . + ,028; | 8-pass. -dr. sed., . -75; clu cpe.. HENRY J—Four—?2-dr. sed. 1,299 Six | $168.50.) oT 

conv., $2,981; Riviera, $2,633 (deluxe. | $1,998.75; Carry-Ali, $2,213. Custom—4dr. | Deluxe—2-dr. sed., $1,429. : tx | $1 VASH—Rambler Super—Suburban, $1,- |. STUDEBAKER —Champlon Custom—4-«: 
$2,854); stat. wag., $3,433. (Dynafiow |sed., $2,196.25; 8-pass. 4-dr, sed., §2,-| HILLMAN MINX — 4-dr, sed., $1,495;|732. Rambler Custom—conv., $1,837; stat. | S¢d-» $1,571.50; 2-dr. sed. $1,539.75; «1» 
standard on Roadmaster, optional on Spe-/ 885.25; club cpe., $2,178.25; conv., $2,-|conv., $1,745; stat. wag., $1.797. (Deliv- | wag., $1,837. Statesman Super—4-dr. sed.. cpe., $1,566; bus. cpe., $1,471.25. Cham- 
cial and Super models at $169.20.) 600.50; Sportsman, §2,511.25; stat. wag..|ered in New York.) $1,815; 2-dr. sed., $1,790; club cpe., $1,812; | Blom Deluxe — 4-dr. sed. $1,649.50; 2-7 

CADILLAC—Series 61—4-dr. sed., $2,- | $3,115.25 (all-steel, $2,739.25); Suburban, HUDSON—Pacemaker Custom—4-dr. sed., | bus. cpe., $1,710. Statesman Custom—4-dr. sed., pote club cpe., | $1,644; = bus 
366; club epe., $2,761. Series 62—4-dr. sed., | $3,201.25. (Tip-Toe Hydraulle Shift stand- | $2,088.50; 2-dr. sed., $2,046.50; club cpe.,|sed., $1,974; 2-dr. sed., $1,949; club cpe., | CPt $1,549.25. Champion Regal — 4:5 
$3,234; club cpe., $3,150; conv., $3,654;|ard on Custom, optional on Deluxe at | $2,088.50; bus. cpe., $1,912.50. Super Six— | $1,971. Ambassador Super—4-dr. sed., $2,- | S°0"' es apr ban ine. bi.ela’en, ‘conv, 
Coupe DeVille, $3,523. Series 60 Special— | $120.90.) d-dr. sed., $2,227.50; '2-dr. ‘sed., $2,180; |162; 2-dr. sed., $2,137; club epe., $2,158. | $o%oas'7h  Gommmenndce” Remar dnote 


4-dr. sed., $3,797. Series 75—4-dr. 7-pass. DODGE—Wayfarer—2-dr. sed., $1,755; | club cpe., $2,227.50. Commodore Six—4-dr. | Ambassador Custom—4-dr. sed., $2,321; : Y ~dr. 
sed. $4,770; 4-dr. T-pass. Imperial sed., | roadster, $1,744.50; bus, ‘epe., $1,628.75. | sed., $2,415.50; club cpe., $2,391.25. Hor-|2-dr. sed., $2,206; club cpe., $2,317. ees toneeeinieae ce os" 
$4,959. (Hydra-Matic standard on Series | Meadowbrook—4-dr. sed., $1,865.75. Coro- | net 'Six—4-dr. ' sed., $2,501.50; club cpe., | (Hydra-Matie optional on Ambassador and | $1939: 2-ar- sed $1,907.25; club cr 


62 and 60 Special, optional on Series 61/|net—4-dr. sed., $1,944.75; 8-pass. 4-dr. | $2,477.25. Commodore Eight — 4-dr. sed.,| Statesman models at $158.50.) © . 
OMRYSLER Re sed., $2,634.25; club cpe., $1,931; conv., | $2,501.50; club cpe., $2,477.25. (Hydra-| OLVSMOBILE — Series 88 — 4-dr. sea., | $1:955-80:, conv, $2,244.26. Commanic? 
— Royal — 4-dr. sed.. $2,- | $2,346; Diplomat, $2,240.75; stat. wag., | Matic optional on Commodore and Hornet | $1,978 (deluxe, $2,056); 2-dr. sed., $1,920 matic optional on all models at $201:25 


153.75; 8-pass. 4-dr. sed., $2,875; club cpe., | $2,882.50. (Gyro-Matic optional on Coronet | models at $158.50, Super-Matic optional on | (deluxe, $1,998); sed. cpe., $1,904 (deluxe 
. : stat. wag., ; $3,183.75. Windsor | models at $94.60.) Pacemaker and Super Six models at/ $1,982); club cpe., $1,878 (deluxe, $1,956) : WILLYS-OVERLAND—Four — Jeep, $ 
ea te £5. 508-59: 8-pass. 4-dr. sed., FORD—Deluxe Six—4-dr. sed., $1,470; | $199.31.) conv., $2,294; Holiday, $2,162 (deluxe, $2,- | 368.24; Jeepster, $1,492.78; stat. wa; 
$3.0 .75; club cpe., $2,327.50; conv,, $2,-|2-dr. sed., $1,422.50; bus. cpe., $1,331. KAISER — Special — 4-dr. sed., $2,109; | 267); stat. wag., $2.520 (deluxe, $2,662). | $1,703.59 (four-wheel-drive, $2,107.69). S'» 
61; Newport, $2,656.50; Traveler, $2,-| Deluxe Eight—4-dr. sed., $1,543.50; 2-dr. 2-dr sed.. $2,059; club cpe., $2,039; 4-dr. Series 98—4-dr. sed. $2,299 (deluxe, $2,- | —Jeepster, $1.597.70: stat. wag. $1.782.5 





per: 


S) 
dray 
mot 
her 
the 
acec 
pres 

A 
ativ 
dra\ 
and 
of | 
und 


set 


been 
meth 
what 
Sea ¢ 





© 

a 
bile —— 
‘ er ae 


os 


> 
iil 
os 

+ 





i‘ 


Presented to Lynn (Mass.) Schools— 


William J. Grattan, president of North Shore Chevrolet Co., has presented a car for 


use in the city's driver-training program 


Reg. W Interpretations 
Summarized by FRB 


WASHINGTON. — As an aid to 
understanding provisions of Regu- 
lation W, the Federal Reserve 


used and driven as a demonstrator | psychological-type survey made by | 


by an automobile dealer or sales- 
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Driver- T. ra ining Held 
Essential for Safety 


By Tom Hewitt 

Staff Writer 
© PRODUCE a generation of | 
better drivers, high school 





But he said the increasing 
availability of professional train- 
ing for beginners will do much to 
compensate for actual experience. 
courses with behind-the-wheel| The survey was made to answer 
training are essential from now on, |these questions: Are men_ safer 
according to Arthur S. Johnson, | drivers than women? Are teen-age 
vice - president of |drivers as accident prone as re- 
the American | ported? Are the _professionally- 





MATIONAL SAFETY 





councit'’s Mutual Liability |taught safer than the self-taught? 
Insurance Co.,|} “Analysis of our first sample of 
Boston. |tests indicates that the man gener- 





Na L This is the na-/|ally knows how to drive better, the 

y tionwide program |teen-ager is not adequate in emer- 

? to which dealers|gencies and the _ professionally- 

AUTOMOTIVE have supplied a | taught driver is more skillful,” 
NEWS total of more/| Johnson said. 


we than 4,500 cars. | : & 


Johnson said @/ ryt results also indicate that 
men excel over women in han- 


his company of more than 1,000| dling emergency situations, that the 
drivers of all ages and both sexes | high accident rate of teen-agers is 


for driving hours behind the wheel. | 


ae 


| 

lence, and that proper predriving 
|instruction is essential to safety. 

It was shown that 58.7 percent of 
|all male drivers and 75 percent of 
female motorists made _ less-than- 
average scores. 

“The average score was 59 out 
of a possible 100,” Johnson said. 
“This average is too low, and may 
mean that drivers generally are 
inadequate to prevent accidents.” 


Among males, the poorest scores 
|were made by men over 65, most 
of whom were self-taught. In the 
25 to 44 age group they were shown 
to be at the peak of their driving 
judgment as well as physical and 
mental capabilities. 

Men between 45 and 64, the tests 
revealed, ranked second, and males 
under 24 were ranked third. Tests 
for the distaff side showed similar 
conclusions. 








|New York Bus Terminal 


Will Open About Dec. 15 


NEW YORK.—New York’s new 
Port Authority bus terminal, con- 
structed at a cost of $24,000,000, is 
scheduled to open about Dec. 15, 
two weeks earlier than expected, 
according to Howard S. Cullman, 





man even though the automobile 
Board has issued several summar-/has not been previously sold. | 
ies of interpretations. They are vir- | —————__________ — . 
tually the same as those effective 
when the former Regulation W ex- 
pired. 

The board cautioned against 
reaching a conclusion in a given 
ease solely on the basis of the 
summaries because they are in- 
tended only to clarify the provi- 
sions. 

FTC said that an automobile 
salesman may sell his demonstra- 
tor as an “isolated transaction” on 
terms that do not comply with the 
regulation but his dealer-employer 
may not purchase the resulting 
obligation unless it complies with 
Regulation W requirements.” 

If the salesman’s demonstrator 
is the property of the dealer, rather | 
than the salesman, its sale would 
have to conform to Regulation W 
terms, ‘the board said. 

In calculating the down pay- 
ment on cars, the equity in a 
used car may be used as a down 
payment on arother car and for 
this purpose the dealer may ac- 
cept the first car, paying off the 
contract on it, but it is a viola- 
tion for the car owner to get a 
loan to pay off the contract on 
his old car and also use the car 
as a tradein. 

Where a fictitious amount is add- 
ed to the price of a car and later 
eliminated from the price actually 
paid by the buyer by increasing 
the tradein allowance, discount or 
otherwise, the cash price of the 
car for Regulation W_ purposes 
does not include the fictitious 
amount, the board stated. 

The classification “automobiles” 
includes station wagons, the “Jeep 
station wagon,” the Chevrolet 
“Carryall Suburban,” Willys-Over- 
land “Jeep utility wagon,” the GMC 
“Suburban” and similar cars even 
though they are used or registered 
commercially. 

When a new automobile is sold 
equipped with accessories, such 
as radio and heater, the cost of 
these accessories is part of the 
“eash price” of the car under the 
regulation. Repairs and replace- 
ment parts are not covered by 
the regulation. 

An interpretation stipulates that 
an automobile becomes a “used” 
car for the purpose of Regulation | 
W when (1) it is first sold to any | 
person not engaged in the business | 
of selling automobiles or (2) is} 


revealed that there is no substitute | due to their lack of driving experi- 


chairman of the bi-state agency. 





5 (ee a tremendous difference between a “snail” and a “quail” 


-and there is a powerful difference, too, 
between performance and "Ethyl! ’ performance | 


Teen wena 


Coast Show Sets 
Space Lot Date 


SEATTLE. — Exhibitor space 
drawings for the 1951 Pacific Auto- 
motive Show will be held Jan, 11 
here in the Civic auditorium, where 
the show will be held March 21-24, | 
according to A. J. Thompson, show | 
president. 

All exhibitors and their represent- | 
atives have been notified of the| 
drawing, which will begin at 9 a.m. 
and is expected to consume most | 
of the day. The drawing will be| 
under the supervision of a commit- | 
tee headed by H. Saunders of Sun- 
set Electric Co., Seattle. 


Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 
and one using ‘“‘Ethyl’’ gasoline. When you set 
the ignition of a modern high compression 
engine to take full advantage of ‘“‘Ethyl’’ gaso- 
line’s higher antiknock quality, your customer 
gets ‘““Ethyl’’ performance—more power, more 
mileage. And you get happier, more satisfied 
customers. 





REG ela 
COMPOYND 


—ETHYL 
CORPORATION 






ETHYL CORPORATION, New York 17, New York 





UTOMOTIVE NEWS WANT ADS have | 
been proven the quickest, least expensive | 
nethod of reaching the men who want | 
vnat you have or have what you want! | 


e the back pages of this issue | Other products sold under the“*Ethyl”’ trade-mark: salt cake...ethylene dichloride...sodium (metallic)...chlorine (liquid)...0il soluble dye...benzene hexachloride (technical) 
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Auto Forum 


(Continued from Page 4) 


represents money you've spent to 
get him in, HE decides whether or 
not you get any return from that 
investment. He decides what kind 
of car he will buy, when he will 
buy it, and where he will buy it. 
So it’s entirely up to him whether 
your money comes home to roost, 
or flies out the door. 

* * s 

IS decision is based, to a far 

greater degree than many of 
us seem to have realized, on how 
he is treated. Sure, the make of 
car and the price are important. 
But either one of them, or both, 
can be cancelled out by the way 
the prospect feels about the dealer- 
ship and the salesman. 

So he should have special con- 
sideration, even if only as an at- 
tempt to cash in on your invest- 
ment. 

Now, actually, it takes surpris- 
ingly little to bring a prospect 
over on your side. That special 
consideration doesn’t mean bow- 
ing and scraping, handing out 
souvenirs, or even having a “Be 





Kind to Prospects Week.” Good 
customer relations don’t mean 
being a pushover or acting as 
a door mat. They involve neither 
giving your money away nor beg- 
ging for business. Such things 
inspire neither confidence nor 
respect. 


Instead, what we're talking about 
are those ways in which a dealer- 
ship can show its feeling that the 
customer is the most important 
individual in the place, that his 
interests of -necessity come first, 
that his present business is appre- 
ciated and worth working for. 
it takes is for you and your sales- 
men to feel and show a sincere 
interest in helping the prospect. 

He wants to be satisfied that he 
is making the right choice of car. 
He wants reassurance that he 
getting top value and the 


his money and his present car. 


All | 


| 





is | 
best | 
answer to his needs in return for | 


Also, many times he needs to have | 


a deal worked out that will not 


interfere with other 


obligations, 


jand that will permit him to buy 


now instead of waiting until later. 
Once he feels you are honestly 
trying to help him meet those 


objectives, the rest is easy. 


+ * * 


UCCESSFUL dealers have never 
varied from that sort of ap- 
proach to prospects, in good times 
or bad. That’s why they con- 
sistently get a higher-than- average 


|share of the business in their ter- 


count on doing a better-than-aver- 
age business in 1951, regardless of 
whether the averages go up or 


| down. 


There’s no extra expense involved 
in having your salesman be inter- 
ested and helpful, instead of curt, 
bored and aloof. Sure, most sales- 
men are not quite that bad, but a 
dealer friend of mine found out 
that even his best salesman could 
improve. 

All he did was drop a hint 
that he recognized the man com- 
ing in as a purchasing agent, 
whose choice would influence the 
sale of at least five other cars. 
You can be sure that prospect 
got royal treatment ... but no 
better than any prospective cus- 
tomer should get, if you expect 


Over and above its 3!/2-million circulation, 
Better Homes & Gardens is plenty BIG 


in many ways that benefit your business 


ge important to you that Better Homes & Gardens 
today is the third biggest magazine read with equal 
interest by men and women. But here are some facts 


that make this even 
industry: 


oie in suburban 


more significant to the auto 


areas—where automobiles are 


a social and economic necessity. 


6G in percent of families owning automobiles— 


9 out of 10. 


BIG in percent of families who buy only new 


models—6 out of 10. 


That’s why your autos sell faster when they're adver- 
tised to Better Homes & Gardens’ 3%-million families! 





Serving a SCREENED MARKET of 3'-Million Better Families 





‘tential of any investment you hav 
* * * 


1S Were are some of the reguler 
dividends you can get from thet 
investment—that customer—if yo 
handle things properly: 

He will continue to buy th: 
same make of car... the on: 
you’re selling. 

He will become a steady cus 


j 
i 


| 
| 
| 











tomer .. . always preferring t: 
buy his new car from you. 
As a booster for your car an 
| your dealership, he will be th: A 
| S best advertising .. . at the lowest 
| rate ... you could possibly buy this 
| He will continue to give a high extr 
priority to a new car on his lis‘ rubl 
of planned purchases. I 
He will always bring his ca a 2 
back to you for service. der 
He will influence many of his lat 
Z friends to buy from you. sto 
“I dunno, but I hear he sassed He will send you a number of Ne 
the service manager just once | 800d service customers. chi 
too often.” He may send you a good pros- L 
| — ti ma | pect for the car he turned in tion 
| to add him to your lists as a when he bought the new one. Tra 
paying investment In short, if you treat him right. mel: 
. aay |you can get your investment back rea) 
| Actually, making the sale—turn-| many times over, with increasingly fae 
jing a prospect into a customer— large dividends each year. , n 
|gives you only the first returns | - 9% xg 
| from your investment. As a matter | —— up, it means this: When _ 
|of fact, it is your customer who/|*” you give the right kind of atten- 
| represents the most important po- | tion to this extensive investment 
ee dl Salen snenersie |you have in customers, you build 
|up three major assurances for your Cl 
;own present and future: Cr 
1. A dependable backlog of re- Gi 
peat business from each customer. Hi 
2. Added opportunities for new K: 
and used-car business from each N: 
customer’s friends. P: 
3. A steady volume of service St 
business. TN 
I know of no better assets to Ww 


have, in any situation, than those 
three. There’s no better way to 
strengthen the present and protect 
the future. At the same time, 
don’t know of any assets which — 
are easier to build up and less 
costly to maintain than those same 
three. That’s because they come 
directly from the building up and 
maintaining of good customer re- 
lations. 

Look at any outstanding’ busi- 
|ness, and the chances are high 
|you'll find one whose success has 
been built around a sincere recog- 
nition that the customer is king. 
It grew and prospered because it 
did more for its customers than 
many of its competitors. It gets 
more than an average share of the 
business, not only because it keeps | 
|gaining new customers, but, of i 
equal importance, it seldom loses 
one. 

Such a business, which has de- 
|served and won a high degree of 
jcustomer loyalty, is generally 
among the first to profit from good 
jtimes and one of the last to be 
| affected by adverse conditions. It 
is indisputable proof that good 
|customer relations are rich rela- 
| tions. TAS 
| + > * 
| HAT’S more, there’s no activity 
| that costs so little and accom- 
|plishes so much. Whoever said 
|that good customer relations are } 
'10 percent work and 90 percent 


I — 


state of mind was not far from the 
mark. Certainly, good customer re- 
lations start with a mental atti- 
|tude ... a recognition in your own 
thinking of the true relationship 
between yourself and your cus- 
tomers. When you accomplish that, 
you will find yourself automatically 
avoiding those things which offend 
or irritate customers. 

On the positive side, it will be- 
come “second nature” to remember 
and do those things that make 
|loyal boosters . . . paying invest- 
ments out of customers. 

That sounds pretty obvious and 

elementary. Yet, if the truth were 
| Known, how many people who 

bought cars from us during the 
last few years do you suppose 
even suspect we feel that wa; 
about it? To be more specific, 
outside of the circle of your most 
immediate friends, how many °f 
your own customers really fec! 
that when it comes to getting 

“preferred” treatment the place 

to get it is in your dealership? 

I'm afraid that with too many 
of us, the percentage is likely to 
be far lower than we'd like to 
have it. 

The most loyal motorists I knov 
are those who always take tt 
cars back to the dealer for servic. 
As a matter of fact, except in 
emergency, they wouldn’t think 
having anyone else work on t 
car. Why? Because the dealer has 7 
|been able to convince them th: 
|next to the owner of the car, t! 

(Continued on Page 56, Col. 3) 
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better riding, plus _ installation 
economies for automobile manu- 





le > a ° > facturers. 
het The units, which will be in pro- 
os Extra Dividends Cheer ||duction here soon, were developed 
during nearly two years’ research 
ne and testing Basically, the company 
Ve reports, the advance was made pos- 
Uu oO oc es er. Ss sible by discovering a method of 
: stapling coil springs to the Mason- 
F By George Deery are optimistic about the outlook ite Presdwood and stapling that 
. “Associate Editor for the truck-trailer industry.” 2 a of the assembly to steel 
, ANTA CLAUS is doing a dress Looking ahead, he finds it so : 
7 rchearsal for the big day later |“pecause of the essential nature of ene Soe eenn Ceara we 
y this month in filling stockings with |the services performed by the in- bring sbout a reduction of Nomis 
h extra dividends to holders of auto,/dustry both in peacetime and war- than 25 percent in the corporation's 
| rubbur and parts stocks, time. soe ot ent for sting. eats, ie 
Fruehauf Trailer has announced es Ps 4 
a 20 percent common stock divi- N ERRIER holidays are in store ae te ee “the go cart 
dend payable Dec. 28, or possibly [J for White Motor stockholders =e wy S — ng ‘ - e ng 
is later, depending on when the | when they receive an extra 20 cents process to the ent = Age mS 
stock becomes registered on the |a share Dec. 14. A 50-cent added sound-proofer, stabilizing agent and 
rf New York and Detroit stock ex- {declaration will go to holders of — abd po yoke ox 
changes. Stewart-Warner on Dec. 27. nstead of using 2% to six square 
; a . : s yards of burlap to wrap individual 
Like Fruehauf's payment in addi-| The good news for holders of coil springs to keep them silent, this 
n tion to its regular disbursement, | Shell Oil is an extra of half a dollar material is entirely eliminated ‘Sub- 
Trailmobile cut a 25 percent stock |payable Dec. 20. A like amount stituted is one-third of a s 
quare 
ht. melon payable out of the current|was voted by Cleveland Graphite yard of American-made canvas to 
ck year’s earnings Dec. 30. President |Bronze to go in the mails Dec. 11. bridge the space between the 
ly George M. Bunker said: “The com- Towmotor is sending its stock- springs and the tube in the front 
pany has had a good year, and we! holders a 40-cent-per-share pay- cushion. 
ie —— oy a _ when 1950 ao ia oo never — in 
: " > . , seating, is the process of causing 
ae Auto Stocks President Lester M. Sears com-|&- A. Young's New Seat— ; hion | Minute fibers, usually of textiles, 
Id Dec.4 Nov. 27 mented that business in the first} Designed to bring greater riding comfort to autos of every price class is the new cushion | ¢t9 adhere to a surface which has 
ur 4 i **" |10 months this year was about 20| and back seating ensemble developed by L. A. Young Spring & Wire Corp. The units are) been treated with an adhesive. 
Chrysler 65% 70% |percent of the corresponding 1949 | simply and firmly constructed by a new process which for the first time makes possible the! Young will use rayon fibers, col- 
is Se ‘Steters sate are | period. ss ‘ ‘ stapling of coil springs and framing of tubular steel to an all-wood construction panel. ored to the epectiontions of its 
; ; aa customers, in flocking the new 
, weeny — ‘on QN DEC. 15, Soss Mfg. will dis- h ° I t : units. 
h Nash-Kelvinator 18% 18% burse an added sum of 12% eat us ton nnova ton As quickly as they can be built, 
Packard ..... 3% 35% oe per share. » ee = sm i 
e | . 277 $ hile not an extra, sharehold- [ d b L A Yi models to automotive manufactur- 
Seater leenre % * a & tan fee ae C atme ry e e oung ers for testing. Young executives 
to Willys-Overland _ 7% 8% | Feceive a 15-cent-per-share allot- | said a changeover from the con- 
se Average for ment Dec. 20. DETROIT.—A new development | wood into the coil spring cushion | ventional to the yet-unnamed inno- 
to 10 Stocks . 18.89 20.34 This marks the first time in more|in automobile cushion and back| and back seating units as a foun- | vation will be rapid at its two De- 
ct than five years that the company |seating units has been announced | dation panel, Young engineers say | troit plants, and at the corpora- 
I has paid dividends in consecutive|by L. A. Young Spring & Wire| they have effected production tion’s similar facilities at Chicago. 
oh quarters and, according to Presi- | Corp. economies, savings in critical |Trenton, N. J., Windsor, Ont., San 
SS dent Harry D. Myers, “reflects re-| By introducing Masonite Presd- | steel and burlap, soundproof and Leandro, Calif., and Los Angeles. 
le sults of an improved sales picture | —— aaa _ i 
1e and a long-range plant improve- 
d ment program.” 
p- * * * 
: HE Bendix Aviation declaration 
h will bring an extra $1.50 a share 
: to holders of this stock on Dec. 27. 
LS Midland Steel Products’ extra, due 
5 Dec. 21, is $4.25, bringing payments 
B- this year to $6.75. Last year Mid- 
it | land disbursed $5. 
. Electric Auto-Lite shareholders | 
§ will get 75 cents a share in addi- | 
© tion to the regular quarterly for 
r; the same amount. These pay- 
= ments are scheduled for Dec. 20. 
5 Studebaker’s year-end $1.25 pay- 
ment boosts the dividend sum in 
f 1950 to $3.35, against $2.50 in 1949. 
> The firm paid a like amount at the 
; end of last year. 
: Eaton Mfg. has set aside an extra 
' dollar a share for its stockholders. 
* * * 
d + e 
; Automotive Fibres SEALTIGHT 
LAS-STIK’S THE LEADER in the C $2 B 2 All neoprene, imper- 
, polishing cloth field—a better prod- oes on asis vious to ravages of 
: juct than ever now with SILICONE! Stockholders of National Automo- oil, gas, water. 
1 added to the impregnation. There’s |tive Fibres are being notified by | 
; |EXTRA VALUE in this big, heavy-|J. R. Millar, president, that direc- | 
t |nap flannel cloth with stitched edge, |tors intend to place the company’s | 


in serviceable metal container, Fine 
for furniture, too. If jobber can’t 
supply, order direct from: Las-Stik 


stock on a dividend basis of $2 an- | 


nually. 
The company says that manage- | 


Mfg. Co., Hamilton, Ohio. |ment’s policy has been to use a| 





THE ORIGINAL 





;considerable portion of earnings in | 


the development and manufacture | 
of new products, and that although | 
this policy has required a substan- | 


itial reserve after the payment of | 


original 


S) 7 0 (O30 Re 


SEALTIGHTS ar 


WAX-TREATED 


POLISHING CLOTH 


FOR AUTOMOBILES AND FURNITURE 


dividends, it has enabled the com- | 
pany to expand its operations with- | 
out borrowing money or securing | 

{ 


SEALTIGHTS 


additional outside financing. 
———$____ — EE * + * 
| Earnings No. RL-18 Tee mS 
F for All neoprene, for 


All neoprene, 
spark plug cables 
with angle metal 
connectors. 


spark plug cables 
with STRAIGHT 
METAL connectors. 


Dana Corp. and Subsidiaries— 
Year to Aug. 31: net income $12,- | 
863,160 or $4.98 a common share} 
against $8,314,553 or $3.18 a share 
for previous fiscal year; net sales, 
$118,786,081 compared with $106,- 
148,492. 


‘ye CHROME 


4 Te 63 
NAME PLATES 


+ * * 

Reynolds Spring—yYear to Sept. | 
30: Net income, $716,365, or $2.45 
a common share, compared with 
$385,140, or $1.32, for previous fiscal 
year. 





* * * 


Gemmer Mfg.—Year to Sept. 30: 
Net income, $839,839, equal to $3.82 
a class B share on net sales of 
$14,269,777, compared with $732,988, 
jor $3.29 a share, on sales of $15,- 
|258,079 in previous fiscal year. 





DEALERS: 


The Modern Service Identification 
Emblem—Plus Advertising Value. 


Write TODAY for beautiful full-siz 





mh 


. 


FREE SAMP 
compare! 
@® NO OBLIGATION @ 


Nan ae ye oO he ee se eee 


melas 


LE... Yours to keep an ae 


No. PN2 
Combination plastic 
and neoprene. For 
spark plugs |0MM 
through |8MM. 


No. DCl 
Combination -plastic 
and neoprene. Fits 
most distributors, 
coils and magneto. 





Kiel Switches to Hudson 
Kiel Motor Co. will handle sales 
and service of Hudson cars in Kiel, 
a ae oe Wis. This company formerly han- 
dled Dodge-Plymouth. 
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Used-Car Auction Prices 
Market Trend 


The current state of used-car prices depends more than ever on 
what part of the country you’re from. Unseasonable weather in 
the northeast section of the nation slowed business and left prices 
stationary or slightly lower. 

The bad news from Korea, however, caused an upturn in prices 
in those sections which were able to conduct sales without battling 
ice and snow or floods. 

Mason City, Ia., for example, reported prices of “new” used cars 
up $100. But from Toledo, Doc Greiner said that “it looks like prices 
are still going down.” Greiner’s auction was one of those which had 
very bad weather with which to contend. 

Hazardous driving conditions forced the Ebensburg (Pa.) auction 
to cancel its sale. Most auctions in the south and southwest re- 
ported prices steady. 

The stormy weather definitely cut down on the number of cars 
offered for sale and the percentage of cars sold. At six auctions last 
week, there were 483 units—or 59 percent—of the 824 offerings sold. 
In the previous week at the same auctions, the totals were 571 units 
—or 63 percent—of the 903 offerings sold. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 























BUICK—'49 — sedan, oe ten” ak 
« R dan, 1,360; Ve, —_ * 
VALDOSTA, GA. calevnonie’ bp ‘conv. $1,630, $1,505; Special sedan’ $400, '39 4-dr., $435. 
(Tom Hewitt Auto Auction. Sale every 1%-ton stake, $1,450; half-ton pickup, | CADILLAC—'49 (62) 4-dr., $2,400°. 
Friday. Prices are for sale of Nov. 24.) $1,290, $980, $1,250; FL Deluxe 2-dr.,|\CHEVROLET—'50 SL Deluxe 4-dr., $1,- 
(Sold 73 units out of 188 offerings.) $1,360; FL Special 2-dr., $1,495. ‘49 SL 660; club coupe, $1,440; SL Special 2-dr., 
BUICK — '50 Super sedanet, $1,700, ‘49 Deluxe 2-dr., $1,190; FL Deluxe 2-dr., $1,270. ‘49 SL Deluxe 2-dr., $1,190. ‘48 
Super 4-dr., $1,445, $1,400. °47 Super $1,200, ‘48 FL 4-dr., $1,100. ‘47 2-ton FM 2-dr., $1,020. ‘47 FL aerosedan, 
_ Sedanet, $840. truck, $490; %-ton pickup, $405; SM $895. ‘41 club coupe, $590. ‘39 2-dr., | 
CADILLAC—'50 (61) 4-dr., $2,850. 49! 2-dr., $760; FM 2-dr., $810, ‘41 MD! $390. aa 
= ‘= 4 or p+ ‘ 0 Sor +8 Soe 8 See ht ee ‘ orl tm lst) 
{ate ES SOS Os Se es Ss es Ss Stee Ae SS Fr 
bf i 
a #y 
f} { ht 
A$ ‘An | 
ish ; if | 
16 FLOYD CLYMER'S LATEST, LARGEST and BEST BOOK! an 
if ta 
f - + ° iM 
i Treasury of Early American Automobiles — ‘ 
yy IG 
ie i 
iy Foreword by James Melton If 
te #7 
iy : > S 
) : 500 ILLUSTRATIONS hf | 
h sy | 
‘i, 224 LARGE PAGES ey | 
iy ie 
if : # 
hy 22,000 WORDS OF i | 
af INTERESTING TEXT ¢r | 
I ' 
BY Bt | 
HY America's favorite topic of conversation to- I | 
i day, save for perhaps the weather and the i 


Russians, is the automobile. Yet only fifty years 
ago the automobile was a coughing, rattling, 
smoking apparition that scared horses, out- 
raged respectable citizens, and was judged a 


ose Lie 
eee en eee, 


passing fad. In that half century the automo- 
bile industry not only came of age, but wrought 
great changes in the American way of life. 


< 


} 


— 
-—<. 
—, 


if 
ail PO STP | D $5 00 fy (Aptco Auto Auction. Sale every Wednes- 

; A day. Prices are for sale of Nov. 29.) 
by ° 1877-1925 iM (Prices more firm. Sold 60 units out of 

i » | 83 offerings.) 
my : v; BUICK—’'50 4-dr., $1,375. 
fy TREASURY OF EARLY AMERICAN AUTOMOBILES is the too-young-to-remember. There are 500 illustrations. i CADILLAC— "48 (62) 4-dr., $1,925. '46 | 
; a large, handsomely designed gift-album of photos, Mr. Joseph Henry Jackson of the San Francisco Ag CHEVROLET. 50 4-ar., $1,360; 2-dr.. $1.- 
Ah advertisements, songs, cartoons, text, and memories Chronicle says of this book, “One needs no crystal v> = $1,380, $1,300. ettes a: $1,135, 

: ; : = 1,080; 2-dr., $1,165, $1,095, $1,040. ‘48 
fy affectionately dedicated to those pioneers of the ball to prophesy best-sellerdom. pS. 2-dr., $910; 4-dr., $875. °47 4-dr., $780, 
{2 horseless carriage days. : p \ | $765, $725. °46 2-dr., $665; 4-dr., $705, 
ns : FLOYD CLYMER grew up with the American auto- ¢ $650, $555. °42 2-dr., $325. ‘41 4-dr. 

f But Floyd Clymer has created more than just oa r ¢ A 370, $345: busi , 440. $200.” 
hy h fanical hi felch : mobile and is a man well qualified to evoke mem- = ¥{ $370. $345; business coupe, $440. $200. 

i chronological history-in-photographs of the American Be he Stan! i} DODGE—'49 2-dr., $1,020. °48 4-dr., $915. 
‘2 automobile. He devotes special sections to the In- Seiee of "oe au = “e — . -* ‘es nd i ous" $375. ‘40 business coupe, $275, 
ay. . . ‘ eamer, e idden Tours, e ctoauto (eig ’ ; 
oe ee See ve ee cone ee Seer wheels), the Duck (with its back-seat steering wheel), {,) | FORD—'50 (8) 2-dr., $1,365*, $1,275, $1,- 

4 mobile advertising and slogans, Milady's auto fashions, the Ti e lizzi OD tent. aikelent ts \ Corri r KY} | 200. ‘49 (8) 2-dr., $1,030, $1,020, $935, 
famous first cars, and the short colorful lives of the ss re ore “te 69 acta >a - aa Fle | soso. $910; se) +. 8880. ott conv., 
ne vinnalate Gnd the slauiic. which mounted a life-size horse's head on the radiator. i. | meer ri. mee. “Se sen.. 7 
4 From the original Selden horseless carriage (1877) to For half a century, Floyd Clymer has tested, raced, Mt oe Bey @ 2-dr., $1,100, ‘47 
8 a latter-day version of the immortal Model T (1925), and restored American automobiles. Teddy Roosevelt | NASH_~'47 4-dr., $695 

; y $ 
gf the three hundred or more photographs in this art- called him ‘the world's youngest automobile sales- ‘ OLDSMOBILE—"50 (76) club coupe, $1,- 
py fully designed album will evoke mirth and memories man." In recent years he has written and published 1 pol — 4-dr., $980. °¢1 business 
a for the middle-aged and laughter and amazement for a score of books on the automobile. ey | PACKARD—'50 4-dr., $1,240 
f f PLYMOUTH—'49 4-dr., $1,150. ‘47 4-dr., 
oy hf $700. ‘41 4-dr., $265. ‘40 club coupe, 

ORDER YOUR COPY TODAY! i | a STS. 

a ° t} STUDEBAKER—'48 Champion 4-dr., $910 
fj f A wonderful gift-album for friends if MISCELLANEOUS—'40 LaSalle 4-dr., $387 
; PY aa 
if WE CAN MAKE IMMEDIATE SHIPMENT! f ALBANY, N. Y. 

. . ‘Tim Anspach's Dealers Auto Auction. 

UY } Sale every Monday Prices are for sale 
: FA f Nov. 27. 
\f (Shall We Include GIFT CARD FORM or [] Include YOUR CARD (if enclosed) (°C |". (Prices steady. A few late-model and 

f 2 high-quality cars edged slightly upward. 
Hy Lf} Sold 82 units out of 109 offerings.) 
vA FA BUICK—'49 Super 4-dr., $1,500, $1,525; 
a ORDE gy | RM 4-dr., $1,460, $1,480. "48 RM 4-dr., 
Jf * $1,200. °47 Super 4-dr., $920. ‘46 Super 
iy R FROM BOOK DEPARTMENT i 4-dr., $750. ‘42 Special 4-dr., $120. ‘40 
oA es | Special 4-dr., $100. 

a #< | CADILLAC—"48 (62) club coupe, $2,025. 
ty 1f te Plug Vs | "46 (62) 4-dr., $1,050. "41 (62) 4-dr., 
NY $450. 

h i CHEVROLET—'50 FL Deluxe 2-dr., §$1,- 
a 2666 P b + Bld Detroit gt 575*; SL Deluxe 4-dr., $1,625* $1,525, 

f enobsco ; =| $1,410; SL Deluxe 2-dr., $1,525. '49 SL 
iy 9 etroit 26, Mich. EG | Special 4-dr., $1,100; club coupe, $1,130; 

FX SL Deluxe 2-dr., $1,150, $1,270, $1,110; 
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Average Used-Car Prices 


(Compiled by Automotive News) 


2-dr., $330, 2 at $250. '40 MD 2-dr., 
$295, $415; SD 2-dr., $200, '37 2-dr., 
$350. 


DeSOTO—’50 Deluxe club coupe, $1,725. 

DODGE—'47 Custom 4-dr., $825. 

FORD—’50 conv., $1,625. ‘49 Custom (8) 
club coupe, $1,025; conv., $1,100; station 
wagon, $1,280. ‘'46 Deluxe (8) 2-dr., 
$690; SD 2-dr., $600. ‘41 Deluxe 4-dr., 
$380; business coupe, $315; 2-dr., $500. 
"40 Deluxe 2-dr., $300. ‘39 Deluxe 4-dr., 





$300. °36 Standard 2-dr., $160. | 

KAISER—’'48 4-dr., $855. 

LINCOLN—’42 Custom 4-dr., $150. 

MERCURY—’51 club coupe, $2,000 "49 | 
conv., $1,200. 

OLDSMOBILE—’'46 (76) 4-dr., $775*; (78) 
4-dr., $640; 2-dr., $725*. ‘42 (76) 2-dr., 
$200. 

PACKARD—'50 2-dr., $1,475. 

PLYM@UTH—’'50 Deluxe 4-dr., $1,575; SD) 
club coupe, $1,510. °49 SD 4-dr., $1,080. | 
‘47 Deluxe 4-dr., $660. | 

PONTIAC—’50 Chieftain (8) 4-dr., $2,000*; | 
SL (6) Deluxe 2-dr., $1,650. ‘49 SL (6) | 
2-dr., $1,275. 

STUDEBAKER—'50 Champion 2-dr., $1,- | 
400, $1,350. °47 Champion 4-dr., $830. | 

WILLYS—’50 station wagon, $1,520. ‘48 | 
station wagon, $755. 

MANHEIM, PA. 
(Manheim Auto Sales & Auction, Inc. 


Sale every Friday. Prices are for sale of 
Nov. 24.) 
(Prices steady. 


124 offerings.) 


Sold 54 units out of 


i 
is 
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CHEVROLET—'50 FL 


STUDEBAKER- 








CHRYSLER—’'50 Windsor conv., $2.075. "48 
Windsor 4-dr., $1,110. 
| DesOTO- ~49 Custom 4- dr., $1,420*; De- 


luxe club coupe, $1,120. 48 Deluxe 4-dr., 


$1,125. ‘47 Deluxe club coupe, $780. 

DODGE — '50 Diplomat, $1,980*; Coronet 
4-dr., $1,500. °48 Deluxe 4-dr., $1,000; 
Custom 4-dr., $900. 

FORD—’'50 CD (6) 2-dr., $1.400. ‘49 Cus- 
tom (8) 4-dr., $1,120. ‘46 SD 4-dr., 
$690; Deluxe 4-dr., $580. 

HUDSON—'49 (6) 4-dr., $1,235, $1,200. 
"46 (8) 4-dr., $600. 

| MERCU RY—'49 2-dr., $1,060. 

NASH--'47 (600) 4-dr., $655. 

OLDSMOBILE—’'50 (88) 2-dr., $1,500*. °49 
(98) 4-dr., $1,500*%; (S88) 4-dr., $1,445*; 


(66) sedan, $1,170. ‘47 (68) sedan, $635. 
'46 78) sedan, $770*. 


PACKARD—'47 4-dr., $860. 


PLYMOUTH — ‘50 Deluxe 4-dr., $1,495; 
2-dr., $1,450. ‘49 SD club coupe, $1,120. 
‘48 SD 4-dr., $1,010. °47 SD 4-dr., $950. 

PONTIAC—'50 (8) conv., $1,960", ‘40 (6) 
2-dr., $290. 

STUDEBAKER—'50 Champion 2-dr., $1,- 
350, $1,150. ‘47 Commander 4-dr., $950. 


WILLYS—'47 station wagon, $770 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales every 


Monday and Friday. Prices are for sales 
of Nov. 24-27.) 
(Sold 100 units out of 159 offerings.) | 
BUICK—'49 Super sedanet, $1,450. "40 | 
Super club coupe, $315. 
CADILLAC—'47 (61) sedanet, $1,200*. 


Deluxe sedan, 
445; SL Deluxe sedan, $1,510; Bel-Air, 
$1,865*; SL Special sedan, $1,325, $1,- 
375, $1,365. '49 SL Deluxe sedan, $1,270, 
$1,125, $1,050; FL Deluxe sedan, $1,170; 
SL Special sedan, $1,050. ‘48 FM station 
wagon, $950; club coupe, $940; FL aero- 
sedan, $900. ‘47 SM sedan, $745, $725, 
$715. '46 SM _ sedan, $740. ‘41 MD 
business coupe, $405, $360; club coupe, 
$375; SD sedan, $345, $400, $365; MD 
sedan, $345, $290, $335. ‘40 MD sedan, 
$250, $335; SD sedan, $485, $390. ‘39 
Master (85) coupe, $255; sedan, $230, 
$120, $140: MD sedan, 2 at $290, $325 

CHRYSLER—'48 Windsor conv., $1,000 


DODGE—’'49 half-ton pickup, $775. 

FORD—'50 Deluxe business coupe, $1,245. 
‘49 Custom (8) sedan, $975, $1,085, $1,- 
075. ‘°48 Deluxe (8) sedan, $735; SD 
sedan, $875. ‘47 SD club coupe, $830, 
$790; conv., $865. ‘46 SD sedan, $670, 
$712, $690; Deluxe sedan, $635. "40 


Deluxe sedan, $370. ‘37 half-ton pickup, 


$160; phaeton, $100. 


MERCURY — ‘50 club coupe, $1,575. ‘49 
club coupe, $1,275; sedan, $1,200. ‘47 
club coupe, $775, $850. 

NASH—'48 (600) sedan, $810. ‘46 (600) 
sedan, $540. 

OLDSMOBILE—'42 (76) sedanet, $325. ‘39 
sedan, $140. 

PLYMOUTH—'49 Deluxe sedan, $1,035. ‘46 
SD sedan, $675. ‘42 SD sedan, $200. ‘41 


sedan, $375. ‘40 coupe, $380, $410 
PONTIAC—’50 Chieftain (8) Deluxe sedan, 

$1,805*. °47 Streamliner (8) sedan, $875. 

‘46 Torpedo (8) sedanet, $700. ‘41 (8) 

club coupe, $575. ‘40 (6) sedan, $230. 
—49 1-ton rack, $625. ‘47 
Commander club coupe, $810. 
pion sedan, $300 


DETROIT 


4-dr., $1,235, $1,125. °48 SM 4-dr., $820. 
‘47 FL aerosedan, $850. ‘46 SM 4-dr. 
(taxi), $490; FL 4-dr., $735; FM club 


$1,-| 


‘41 Cham- 





Dec Nov on 

Mode! 1950 1950 19° 
1950. $1,599 $1,620 $1,809 
1949. 1,198 1,221 1,361 
1948... 907 944 1,048 
1947. 705 730 849 
1946 668 683 W537 
1942.. 326 368 364 
1941. 314 337 359 
Overall —_— 
Average $ 819 $ 850 §$ 927 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





‘42 station wagon, $250 
‘50 Windsor clube coupe. $1 
$1,520. 
$1,200, $1.510 

‘47 half-ton 
$350: Cus- 


coupe, $460. 

CHRYSLER 
800*. °49 Windsor 4-dr., 

DODGE—'49 Coronet 4-dr., 
‘48 half-ton panel, $500. 
express. $300; half-ton panel, 
tom 4-dr., $880. 

FORD—'50 Deluxe (8) 4-dr., 
Custom (6) 4-dr., $830; 
2-dr., $1,025. ‘46 SD (8) 4-dr., $650, 
$595. ‘42 (8) half-ton pickup, $235. ‘41 
SD 2-dr., $330. ‘40 station wagon, $160 

HUDSON—'49 Super (6) club coupe, $1 
175. ‘46 Commodore (8) 4-dr., $460 
Super (6) business coupe, $325. 

KAISER—'51 Special 4-dr., $1,470. 

LINCOLN—'49 Cosmopolitan 4-dr., 

MERCURY—'50 conv., $1,470*. 
coupe, $1,240*; 4-dr., $1,200. 
$800. ‘47 club coupe, $680. 

NASH—'46 (600) 4-dr., $610. 

OLDSMOBILE—'41 (78) 4-dr., $280 

PLYMOUTH—'49 SD 4-dr., $1,260, $1,250 
$1,240; club coupe, $1,050; Deluxe club 
coupe, $1,050. °47 SD 4-dr., $835; conv., 
$680. ‘41 SD 4-dr., $290. 

PONTIAC—'49 (8) 4-dr., $1,390. ‘48 (6) 
4-dr., $1,125*. ‘41 (6) club coupe, $230 

STUDEBAKER—’'50 Commander 4-dr., $1 

| 550. °49 2-ton dump, $1,650. ‘47 Cham 

| pion club coupe, $625; 2-dr., $720. 

| WILLYS—’48 Jeep, $700. 

MISCELLANEOUS —'40 LaSalle 4-dr., 


HOUSTON 


(Guif Auction Co. Sale every Tuesday 
Prices are for sale of Nov. 28.) 
(Sold 46 units out of 83 offerings.) 


$1,450. 
Custom (s) 


49 


$1,600* 
"49 club 
"48 4-dr 





$340 


BUICK—'49 RM conv., $1,360. ‘47 Super 
conv., $735. '46 RM 2-dr., $780. 
CADILLAC—'49 (61) 4-dr., $2,140. ‘47 
(62) 4-dr.. $1,290. ‘46 (62) 4-dr., $855. 
CHEVROLET—’'50 FL Deluxe 4-dr., $1 
500; half-ton pickup, $1,265; Bel-Air, 
$1,840. °'49 SL Special 4-dr., $1,115. ‘48 
| business coupe, $675. ‘47 FL aerosedan 
$940; SM 2-dr., $705. ‘41 SM 2-dr., 
$360; FM club coupe, $490; business 
coupe, $260. 
CHRYSLER—'46 Windsor 4-dr., $410. 
DODGE—’49 Wayfarer 2-dr., $1. 030, 
FORD—’50 CD (6) 2-dr., $1,300, $1,320 
| ‘°49 Custom (6) club coupe, $880; 4-dr. 
| $950. ‘47 conv., $805. ‘46 half-ton 
| pickup, $490. '40 2-dr.. $180, $225. ‘36 
4-dr., $135. 
OLDSMOBILE—'50 (88) 2-dr., $2,210°, "49 
(98) 4-dr., $1,400, ‘46 (76) 4-dr., $630 
PLYMOUTH—'49 4-dr., $860. ‘48° 4-dr., 
$700, $710. ‘47 4-dr., $675. ‘41 4-dr 
$255. ‘40 2-dr., $235. 
ee Champion club coupe 
$625. 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Nov. 29.) 
(Market definitely stronger. New-car 
prices up more than $100. Sold 114 units 
out of 161 offerings.) 

BUICK—'48 RM 4-dr., $960, $1,060. 
RM 4-dr., $680. 

CADILLAC—'49 (62) 4-dr., $2,460. 

CHEVROLET—’'50 FL Deluxe 4-dr., 2 at 
$1,565, $1,530, $1,575; SL Special 2-dr., 
$1,405, $1,470; SL Deluxe 4-dr., $1,530 
$1,545. ‘'49 SL Special 2-dr., $1,090 
$1.195; FL Special 2-dr., $1,105. ‘48 

| FM 2-dr., $805, $880, $870, $820, $850. 
‘46 SM 2-dr., $750. ‘40 SD 2-dr., $305 

| CHRYSLER—'49 Windsor 2-dr., $1,280. ‘47 
Windsor 4-dr., $905. 

DODGE—'47 Custom 4-dr., $780. 
ton pickup, $480. 

FORD—'50 CD (8) 2-dr., $1,560, $1,410. 
$1.710*, $1,635°; Deluxe (6) 2-dr., $1,- 
55, $1,260°. ‘49 station wagon, $1,130; 

$1,000 
$600 


"46 





"46 half- 





| Custom (8) 4-dr., 2 at $1,050, 
$1,140. ‘46 SD (8) 2-dr., $680, 


(Continued on Page 53, Col, 1) 





In Store Window— 

Muller Bros. (Oldsmobile), Hollywood, Ca’! 
provided this 1902 curved dash Oldsmot 'e 
for a Christmas window display at the Broed- 
way-Hollywood store at Hollywood and Vive 
Sts. The models are dressed in turn-of-the- 
century fashions to match the early mode'. 
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(62) sedan, $1,475*, $1,500*. 
CHEVROLET—’50 Bel-Air, $1,825*; SL De- 
luxe sedan, $1,430, $1,450, $1,490, $1,- 
635, $1,670; %-ton pickup, $1,175; half- 
ton pickup, $1,070. °49 conv., $1,355; 








iS ci sso an een nk $1,125, $1,170, $1,175, 
(Conti 5 , y 230, $1,280. '48 FM sedan, $825, $855, 
ee 0 7 i) S Ls 0 Ey ‘ 7 es | 14) Ee Bi Thy $895, $900, $910, $950, $1,000, '47 FM 
_2-dr., $205, $100. °39 2-dr., $165, ) 2-dr., $1,230. "48 SD 4-dr., $900. '47 SD alia ba TE SALES mn p Lhd gras” ons’ $845. ‘46 FM 
9 $250. 2-dr., $745. °46 Deluxe 2-dr., §700. °37 eee | - fakin”. San atone 
1 KA /3ER—’47 4-dr., $550. 2-dr., $290. ’ - a beet oo Rideau oe CHRYSLER — ’50 Windsor sedan, $1,800. 
; LINCOLN—'50 Cosmopolitan 4-dr., $2,- | PONTIAC—'50 SL (8) 4-dr., $1,790; Chief- a - P $738 gm geen” $1,515. '47 NY sedan, 
120°, ; tain (8) 4-dr., $1,700. "49 (8) club coupe, vk ‘O—'50 ¢ ’ 
‘9 MERCURY— 51 4-dr., $2,350°, $2,355°. '49 $1,200. ‘48 SL (6) 2-dr., $900. ‘46 SL ‘i gy pg —. oe 48 
9 4-dr., $1,305*; 2-dr., $1,195, ‘40 2-dr.,| (6) 4-dr., $780. '42 SL (8) 2-dr., $480. DODGE—'50 Meadowbrook ‘sedan, $1 
; $295. 41 SL (8) 2-dr., $530: SL (6) 2dr. ae t—'e Meadowbroo sedan, $1,500. 
4 NASH—’51 a 2-dr., $1,760°. ‘50 $475 ° am: oe een. $1,230", °'47 conv.. 
a - re 3 5 , ’ le 
‘9 ae dr., $1,700°. 41 (600) U N : FORD—'50 CD (8) sedan, $1,490; Deluxe 
OLDSMOBILE — '50 (88) 4-dr_ $2,175*, QUINCY, ILL. (8), sedan, | $1,250; (8) ‘half-ton pickup, 
"y a 49 (76) 2-dr., $1,275*. 41 eae foe Quincy Auto Auction. $870 3895; $950 5 on om ) aa; 
2-dr., 9200. | Sale every Friday, Prices are for sale of , $895, 0, $1,010, $1,030, (8 
PLY MOUTH 00, BD o-de,, $1,008, $1,550; Dec 1) cohen: iis: $295 Oh *(8) sedan, $235. 
yeluxe 2-dr., ,250. ° eluxe 4-dr., (Market steady. Sold 87 percent of HUDSON 49 8 - { Ce 
: . A SON— uper (6) sedan, $835, $1,- 
pox TIAC — "50 Chieftain (8) 2-dr., $1,-| BUICK 41 Special sedan $235, $315. °38 Riverside Features Plexiglas Signs— cube’ "cs queer te mae (3) Sedu 
aa g70*, "48 (8) 4-dr., $1,090. ‘46 4-dr.,| Special sedan, $225, $140. ; , Riverside Motor Sales (Oldsmobile-Cadillac), Goshen, Ind., has installed red Plexiglas atone at an eo $425, $430. 
| itn aie et ceamelen conv., 910s CRS aL ae "so Fu Deluse sedan. $1,-| acrylic plastic signs, which are lighted by neon tubes housed inside the letters. The white | LINCOLN—'42 sedan, $295. 
1 "142 4-dr., $395° ; ‘| 015. 48 FL ‘eore uxe sedan, $1,100, $1.-/ neon illuminates the letters and creates a red halo on the white background. The si MERCURY—’49 sedan, $1,120, $1,175. '47 
2 ‘ A ; sedan, $950, $840, $905. ; s exground. ine signs are) sedan, $680, $725. '41 sedan, $250, $315 
‘47 SM sedan, $680; FM sedan, $780, | produced by Plastics of Philadelphia, Philadelphia. NASH -- "50 ‘Rambler conv., '$1.45$ $: 7: 
~ DANVILLE, VA. $805; FL aerosedan, $855, $850. '46 SM ee _..—_.._.....| iin ae 
ton f 4 sedan, $560, $630; FL aerosedan, $660; a eae OLDSMOBILE_-’49 (78) amie $1,290. “47 
us- (Danville Auto Auction. Sale every Wed-| half-ton pickup, $520. '42 FL aerosedan, | KAISER—'48 sedan, $550, $620, $575. DENVE (98) sedan, $805, $960. '46 (78) sed 
nesday. Prices are for sales of Nov. 22-29.) | $345. '41 sedan, $375, $385, $180, $450, | LINCOLN—'40 club coupe, $205. . cR $680, 9060" 41 16) suian eno an, 
4 — z pose S-dr., $860, $620. *s0 $390, $290, $405. ‘40 sedan, $215, $280,| MERCURY—'50 sedan, $1,585. ‘48 sedan,| (Denver Auto Auction, Inc. Sale every | PACKARD 49 ; * 
io) Special 4-dr., $360. $315, $215. '39 sedan, $225, $180. '38| $915. | Tussday at Littleton, Golo. Prices are fer 7KARD—'49 sedan, $1,065*, 
a4 CADILLAC—'41 (62) 4-dr., $360. cunvaiene nt ‘ 9 NASH—'49 (600) sedan, $1,075. '46 (600) | sale of Nov. 28.) ’ ie oe sedan, $1,235, °48 
; ‘HEVROLET—' -dr. - eo. NY sedan, $950. sedan, $535. (Prices steady, mand s sedan, 5, . '47 sedan, $555, $600, 
60 cunvnes eee poem fo as tes: DODGE—'41 sedan, $205, "40 sedan, $200, | OLDSMOBILE—'47 sedan, $690. ‘46 sedan, | 149 unite cut of 209 offerings)" -| $655, '$700, $725, $760. '46 ‘sedan, $535, 
r nm | 5 oD. sedan, $325. BUICK—'50 S * noe . sedan, i conv. 250. 
. FL Deluxe 4-dr., $1,150. "48 SM (taxi), | _Sh7 $525. '42 sedan, $32 UICK—'50 Super sedan, $1,680*, $1,850 $660. '42 ‘sedan, $305. '41 / 
$660; FL sercsedan, $1,070, $1,010; FM |"ORD — 'S0 CD (8) _ sedan, $1,406. °49| PACKARD—-'47 sedan, $660. $1,950*; Special sedan, $1,545*; $1,665*. | PONTIAC—'50 SL (6) sedan, $1,400, "49 
>-dr., $1,035, $1,005. "47 SM club coupe,| Standard (8) sedan, $955, $980; Custom | PLYMOUTH — '50 Deluxe sedan, $1,350;| (49 Super sedan, $1,295, $1,305*, $1,370* Chieftain (8) sedan, $1,415*, $1,460* 
,e $515: FL aerosedan, $870, '46 FM 4-dr.,| (8), Sedan, $1,060, $1,090. '48 sedan, | station wagon, $1,540. '49 sedan, $1,050, | $1,420, $1,425°. "47 RM’ sedan, '$750,| /48 (8) sedan, $750, $995, $1,025, $1,090. 
ut $690, $670. '41 SM 2-dr., $265; SD 4-dr.,| $780, $705. "46 SD sedan, $610, $690;| $885. “48 sedan, $680, $810. ‘41 sedan, | $800, $805, $925. 46 Super sedan, $765.| ‘47 (8) sedan, $765, $825 "41 sedan, 
ub $790; club coupe, $305;'MD 4-dr., $490. | DUSiNess, coupe, $455. ‘41 sedan, $290, | | $330, $260. "41 Super sedan, $350. ‘ “| $405. : : % . 
oo $245, $265.” $225. ‘40 business coupe, | PONTIAC—'47 Champion sedan, $710. '41 | CADILLAC—'50 (62) sedan, $3,650*, $3,- | STUDEBAKER—'49 half-ton pickup, $615 
245, 5. ° ; i . + 99, : S . a ; ; 
| pODGE—'48 4-dr., $900. ‘41 4-dr., $400. , eee 670°; (61) sedan, $3,255*, $3,300*, ‘47' '47 Champion sedan, $875. 
. FORD — ‘50 CD (8) Crestliner, $1,750; , —————____—— — pasmemensninsie 
i 4-dr., $1,570, $1,510; 2-dr., $1,400; conv., . 
ub $1,500; (8) half-ton pickup, $1,210, $1,- eS [exomenne | 
. 200, $1,140, $1,130. ‘49 Custom (8) 
2-dr., $1,125, $1,040, $1,000; Standard me wes mim fruc 5% | 
6) (8) 4-dr., $975. "48 SD (8) 2-dr., $935, A | 
50 $930, $865; 4-dr., $860; Deluxe (8) club 
coupe, $875; 2-dr., $870, $770. '47 SD ; 
| (8) 4-dr., $790; .-dr., $785, $560; De- 
| luxe (8) 2-dr., $650. '46 Deluxe (8) 2-dr., 
$690, $615. °41 Deluxe (8) 2-dr., $390, 
. $360, $330; 4-dr., $400; SD (8) club 
coupe, $350. ‘40 Deluxe (8) 2-dr., 2 at 
$480, $470, $430; 4-dr., $430; SD (8) 
business coupe, $200; half-ton pickup, 
5 $160. '39 2-dr., $315; 4-dr., $325. 
MERCURY—'51 2-dr., $2,000. ‘50 2-dr., 
$1,585. '46 2-dr., $720; club coupe, $710; 
” 4-dr., $700. '41 2-dr., $420; club coupe, 
. $330. '39 4-dr., $250. 
- OLDSMOBILE—'49 (76) 2-dr., $1,200. 
. PACKARD—'41 (110) 4-dr., $180. 
; | PLYMOUTH—'50 SD 4-dr., $1,460. '49 SD 
18 i 
n 
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Used-Car Notes | 


Philadelphia Dealer Jailed 


On Charges of Fraud 


PHILADELPHIA. — James Gal- 
lese, a used-car dealer, has been | 
sent to county prison by Quarter | 
Sessions Judge Vincent A. Carroll | 
after Gallese pleaded guilty to in- 
dictments charging him with ob- 
taining property by false pretenses. 

A dentist and a chiropodist tes- 
tified that they traded cars and 
cash for new automobiles from the 
defendant but they failed to receive 
clear titles. Gallese was sent to 
prison pending the outcome of an-| 
other case in which he was charged | 
with conspiracy. 

= ” * 


Waterman Heads 


Maine U.C. Body 


PORTLAND, Me. Arthur M. | 
Waterman, of Portland, was elec- 
ted president of the Maine Used 
Car Dealers Assn. at its organiza- | 
tion meeting here. 

Also elected were: Morris Baker, 
vice-president; Gerald Waxman, 
secretary; Peter Blouin, treasurer, 
and Nathan Weinstein, Frank 
Nichols and Joseph Rollins, re- 
gional vice-presidents. 

The new association voted to 
affiliate with the National Used 
Car Dealers Assn. Waterman and 
Baker were delegates to the nation- 
al convention Nov. 8-11 in Dallas. 

* * * 


Ex-Dealer Jailed, Fined 


For Bank Operations 

LOUISVILLE, Ky. — Former 
used-car dealer Nathan Rosenblatt 
has been sentenced to a year and 
a day in federal prison and fined 
$2,000 for misapplying funds of the 
Royal Industrial bank. 

Four former bank employes, in- 
dicted with Rosenblatt, were fined 
smaller amounts and placed on pro- 
bation. Rosenblatt was charged 
with overdraft of funds by juggling 
his personal and business accounts 
at the bank. 












Like the White “3000” series, the 
new, lighter “3014” features the 
power-lift cab, which makes front 
end mechanical units easily accessi- 
ble for maintenance. 


In designing their “3014” series trucks for 
maximum on-the-job usefulness and low delivery 
costs, White engineers adopted Long radiators. 


Since 1903, Long radiators have supplied leading 
car, truck, bus and tractor manufacturers with 


balanced systems for engine cooling requirements. 


LONG MANUFACTURING DIVISION 


BORG-WARNER CORPORATION 
DETROIT 12 and WINDSOR, ONTARIO 


Suggs Buys Jones Lot 


”ENSACOLA, Fla.—H. G. Suggs 
has purchased the W. P. Jones 
Motors used-car lot here at 2800 
W. Cervantes St. Suggs has been 
Se ling cars for the past four years. 
Formerly of Newport, Tenn., he 
moved to Pensacola in 1945. 


RADIATORS * TORQUE CONVERTERS « CLUTCHES « OIL COOLERS 
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Silver Anniversary Models Bow in Showrooms .. . 





Pontiac Horsepower Stepped Up | 


EVENTEEN mechanical ad- 
vances, including an improved 
Hydra-Matic transmission, high- 
light the 15 models in the 1951 Pon- 
tiac line. 
The new Pontiacs are being an- 





Functional Appeal Stressed— 


This is the instrument panel of the 195! Pontiac. It is finished in steel 


nounced publicly today (Dec. 11) 

in conjunction with unveilings 

across the country in dealer 

showrooms, 

Connoting the silver anniversary 
|of Pontiac Motor division, the 1951 


gray upper and 


models also boast 27 styling inno- 


the front and rear ends. 
* + * 


pontiac has enlarged the horse- 
power of both its engines, while 


|6.5:1. The eight now delivers 116 
horsepower and the six, 96. 

An improved cooling system with 
both powerplants and a new car- 
buretor for the six are among other 
mechanical changes. 

The new Hydra-Matic, again 
a Pontiac option, allows easier 

reverse shifting for “rocking” 
out of snow, mud or sand. A new 
reverse inhibitor prevents reverse 
shifts at speeds exceeding 10 
miles an hour. 

Pontiac buyers again are offered 
either an_ eight- 
motor, either Chieftain notchback 
or Streamliner fastback styling in 
the two-door sedan and either 
Standard or Deluxe styling in all 
models but the convertible (Deluxe) 





Dover gray lower. The instrument cluster has chromed rim and oblong gauge windows. | and Catalina. 


The three-spoke steering wheel on Deluxe models 





is completely new. 





| The Catalina is available for 1951 


vations. These are concentrated in | 


or six-cylinder | 





‘keeping the compression ratio at| Pontiac's Open-Air Offering— 


All 1951 Pontiacs, including the convertible, feature longer springs. The rear springs -re 
58 inches, six inches longer than in the 1950 models. Thickness of the spring leaves has a so 


been increased. 


|in Deluxe or Super Deluxe treat- | 


|ment, but the Streamliner four-door 


be obtained in two-tone paint or 


with simulated wood panelling. 
+ * * 


|£ eral Manager Harry J. Klingler 
| said: 

“Our silver anniversary models 
jare strikingly beautiful symbols of 
a quarter-century of quality manu- 
|facture. We believe the 1951 Pon- 
tiac is the most attractive, best 
performing Pontiac we have ever 
| produced. 

“Public acceptance of Pontiac 








In Philadelphia nearly everybody reads The Bulletin 
Evening and Sunday 





ApverTisinc Orrices: Philadelphia, Filbert and Juniper Streets °¢ 


National Advertising Representatives: Sawyer-Ferguson-Walker Company « 


Chieago ¢ Detroit ¢ Atlanta °* 





New York, 285 Madison Avenue 
Los Angeles °¢ 


San Francisco 


|sedan has been abandoned. Stand- | 
ard or Deluxe station wagons may | 


| DRESENTING the 1951 line, Gen- | 


last year broke every existing 
record. It is likely that the 1951 
models will match that popularity 
or surpass it.” 

The Pontiac models display new 
|grille conception involving  re- 
|aligned spacing of the chrome bars 
and new contours. The Indian head 
hood ornament is presented in a 
different treatment. 

New rub moldings present a 1951 
styling note, as does the addition 
of an Indian head medallion on the 
trailing edge of the rear fender 
panels. Wheel covers and rear 
|fender gravel guards are restyled 
}in polished stainless steel. 

* ” a” 
HE 1951 Pontiac reveals tail- 
lights of increased diameter 
|Rear license lamps now are con- 
cealed in the bumper apron. 

The Silver Streak on the deck 
door matches that of the hood. A 
longer deck door handle empha- 
sizes width of the rear pattern. 

Compression ratios of 6.5:1 for 
both engines “allow completely 
efficient and economical operation 
with regular gasoline and result- 
ant saving in operating cost,” 
Klingler stated. 

Other mechanical improvements 
include new timing chain bumper 
on the six-cylinder engine; a re- 
vised water outlet thermostat facili- 
tating engine warmup; improved 
rear bearing oil seals; improved 
distributor; insulation improvement 
on the starter motor; a new car- 
buretor for the six-cylinder engine, 
and increased capacity generator 
and regulator. 

Because longer springs mean 
smoother riding qualities on broken 
surface roads, the 1951 Pontiac has 
58-inch rear springs, six inches 
longer than in the 1950 model. 

Thickness of the spring leaves 
also has been increased for better 
cushioning of accelerating power 
and braking force. 

” + * 


[ Oypeeng system pressure has 
& been increased on both six and 
jeight, raising the normal boiling 
|temperature of the coolant approx- 
| imately 20 degrees. 

Improvements also have been 
|made in the accessory fuse block 
jand cover, body wiring harness; 
fuel tank gauge, and convertible 
top-raising assembly. 
| Instrument panel of the new Pon- 
|tiac is steel gray upper and Dover 
jgray lower. Radio grille again is 
| a target of triple concentric chrome 
rings centered by the newly - de- 
|signed electric clock. 

Radio controls and selector but- 
tons are of chrome. The instru- 
ment cluster has chromed rim 
and oblong gauge windows. 
Light switch, ignition switch, 
cigar lighter and heater panel are 
chromed, as are starter button and 
emergency brake handle. There is 
a new three-spoke Deluxe steering 
wheel. 

Interior motif is gray. Doors are 
trimmed in two tones of gray fab- 
ric. Rear compartment floors of 
Deluxe models have dark gray pile 

| carpeting. 

Upholstery is in tri-tone gray- 
|blue striped wool cloth, reflecti: 
the two grays used in headlini 
| doors and carpets. 

* a * 


O REMEDY a troublesome s 
ation in the six-cylinder engine, 
Pontiac has adopted the timing 
chain bumper. It consists of a syn- 
thetic rubber pad vulcanized to a 
steel bracket which is positioned on 
the left edge of the timing chain 
cover near the path of chain trav. 
This bumper dampens any timing 
chain vibration as a touch haiis 
the vibration of a tuning for. 
n 
a 





Thus, a loose or worn timing che 
is made to give thousands of ext 
miles of wear, the division says. 
Pontiac also has adopted 
dampener or “flutter” spring 
which is now assembled to th¢« 
thermostat housing cross bar ir 
(Continued on Page 55, Col, 1) 
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(Continued from Page 54) 


ich a manner that it bears on 

ne valve shaft. This is said to 

-oduce thermostate bellows vi- 
bration and permit more efficient 

temperature control of engine 
coolants. 

3y changing the finishing 
method, the fixed breaker plate on 
Pontiac six and eight engine dis- 
tributors now has an even smoother 
surface for the bakelite buttons of 
the moveable breaker plate to ro- 
tate on. Consequently, frictional re- 
sistance to movement is reduced. 
This permits the moveable breaker 
plate to follow the pull of the vac- 
uum advance with maximum 
accuracy. 

Field coils of the 1951 Pontiac 
starter motor are insulated in plas- 
tic, providing better protection 
against water and “positively” in- 





Assn. Commends 


Colorado Official 


DENVER. — The Colorado Auto- 
mobile Dealers Assn. is well pleased 
with the way State Director of 
Revenue William L. Perkins has 
handled the administration of the 
state dealers’ licensing law, which 
went into effect about a year ago, 
according to Sam Marcus, chairman 
of CADA’s resolutions committee. 

The law, according to Marcus, 
protects both the buying public and 
auto dealers. It stipulates that a 
dealer must be of good character 
and reputation and must post a 
bond, which is canceled if the 
dealer misrepresents merchandise 
or defrauds a customer. Cancella- 
tion of the bond automatically can- 
cels the dealer’s license, and he is 
out of business. 

Perkins was also commended for 
his administration of the Colorado 
motor vehicle title law, which pro- 
tects the public in connection with 
automobile titles, Marcus said. 


America’s No. 1 Bag Maker 
and Burlap Importer 
DETROIT ¢ Brooklyn « Chicago 


Indianapolis « New Orleans 
Boston « New York « St. Lovis 





DEALERSHIPS 
AVAILABLE 


IN ILLINOIS, MICHIGAN, INDIANA, 
WISCONSIN, OHIO, MINNESOTA 
AND IOWA FOR THE FOLLOWING 
FINE CARS: 


MG 
MORRIS 
RILEY 
DAIMLER 


Write, Wire, Phone 
» H. ARNOLT, INC. 
DISTRIBUTOR 


15 E. Erie Street Chicago 11, Ill. 
Phone: Michigan 2-5436 





‘Iver Anniversary Models Bow in Showrooms .. . 


Pontiac Horsepower Stepped Up 


sulating against shorting, it is 


claimed. 

* * * 
MANUFACTURED by the Ro- 
4¥I chester Products division of 
General Motors, the new carburetor 
on Pontiac sixes has these features: 
1. Unique construction which per- 
mits suspension of the main meter- 
ing jet and power valve from the 
air horn into the float bowl, 2. Need 
for an anti-percolator vent is elim- 
inated. 3. Need for mechanical 
metering is eliminated. 4. Concen- 
tric float bowl, which encircles the 
main bore of the carburetor, pre- 
vents loss of fuel regardless of road 
incline. 5. Simplified construction 
and fewer parts. 

Regulated output rating of Pon- 
tiac generators now is 40 amperes 
instead of 35. This insures higher 
battery charging rate to meet pres- 
ent-day electrical requirements. 
Load requirements will be balanced 
at lower car speed than formerly. 

The new Pontiacs have a seven 
pounds-per-square inch pressure 
cooling system contrasted to the 
four-pound system introduced in 
1940. The increase raises the 
normal boiling temperature of the 
coolant approximately 20 degrees. 

The 1951 Pontiac fuse block as- 
sembly has four improvements: 
more fuses, one piece mounting 
bracket design, better cover lock- 
ing arrangement and elimination of 
the shorting danger between cover 
and fuse clip. 

Addition of cloth braid to the 
main trunk of the wiring harness 
prevents sharp edges from damag- 
ing the body wires and further 
minimizes the possibility of short- 
ing, it is declared. This involves 
both Pontiac engines. 

+ * ~ 


MORE accurate readings of fuel 

supply are claimed through 
repositioning of the rheostat which 
allows the float to travel closer to 
the centerline of the tank. As a 
consequence, the gauge will be less | 
affected by the wave-like motion of | 
the gasoline when the car is in| 
motion. 

Since the new cork float is box- | 
shaped, rather than round, it will | 
be less submerged when the tank | 
is completely full and more accur- | 
ate gauge readings will be obtained. | 
The fuel gauge dial has been re- | 
graduated in an attempt to give| 
uniform movement of the pointer | 
across the dial. 

Motor and pump assembly op- 


Dallas Refused 
Right to Collect 
Back Auto Taxes 


DALLAS. A test case on its) 
right to collect delinquent taxes on | 
automobiles has been lost in a jus- | 
tice of the peace court by the city 
of Dallas here. Dallas immediately | 
appealed to a higher court. 

A jury returned a verdict in| 
favor of L. C. Stone, who was) 
charged with back taxes on auto- 
mobiles for 10 separate years be- 
tween 1930 and 1945. The city had 
appealed the case to county court- 
at-law. 

Defense Attorney Robert W. 
Finklea won his point that the 
city’s method of assessing taxes 
against automobiles was arbitrary 
and discriminatory. He did it by 
getting testimony from W. F. At- 
kinson of the city tax office to the 
effect that: 

1. He (Atkinson) didn’t know of | 
anyone at the city hall who would | 
know if Stone actually owned a car 
during the years named. 

2. City car tax assessments are 
based on county records and a 
“dealers’ value book.” 

3. The city tax office could not}! 
and did not inspect the cars it} 
taxes. 

4. The city tax rolls showed no 
description of Stone’s car as to its 
condition or mileage. 


N. M. Auto Take Up 


SANTA FE, N. M.—All automo- 
tive tax collections in New Mexico 
showed increases during October 
over the same month in 1949, a 
report of the state tax department 
reveals. The gasoline tax was $1,- 
422,015, up $199,889. Motor trans- 
portation taxes were $43,209, up 
$810. Motor vehicle taxes were $73,- 
310, up $12,614. 
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erating the Pontiac convertible | 
top have been simplified and the -| 
location changed to shorten the 

length of fluid transmission pipes. eee 
Less electricity also is required . a 

to operate the top because of | y= 
reduced motor size. The unit now | ——— 

is concealed beneath the rear 
compartment shelf. 

The 1951 Super Deluxe Catalina 
has two new basic colors: Malibu 
ivory and sapphire blue. Super De- 
Luxe Catalinas may be ordered in 
four combinations of these hues: | a. 
solid ivory, solid sapphire or two-| 


tone combinations with either ivory <n 


or sapphire lower and the comple- é 
mentary color above. In Deluxe 
models a choice of any standard 


body color or combination is) 
offered. 
Super Deluxe Catalinas again 
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More Pontiac Highlights 
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carry exterior colors to the interior., Longer Springs for '51 Pontiac— 


Instrument panels are blue above 


To compensate for increased roughness of most roads since the war, Pontiac has increased 


and ivory below; carpets are blue. length of its rear springs six inches, to 58 inches. Thicker and fewer spring leaves also help 
Cowl side pads, door and rear | cushion the sudden impact of acceleration and braking force. 


quarter trim panels are simulated | 
blue leather. 

Seat cushions in the Super De- | 
luxe Catalina are in genuine | 
leather in matching shades of | 
blue and ivory. Optionally, cush- 
ions may be ordered in rich blue | 
nylon face Bedford cloth with 
ivory leather bolsters and side 
facings. Doors are in blue and | 
ivory leather trim treated with | 
chrome. 

A Deluxe steering wheel has blue! 
plastic rim and spokes. Steering | 
column jacket and gearshift are 
finished in ivory. 

Dual utility is provided in a new | 





Station Wagon Again All-Steel— 


The utility vehicles in the 1951 Pontiac line are available in Standard or Deluxe treat- 


Pontiac accessory for 1951. This is| ments, either in two-tone paint or with simulated wood paneling. Engine improvements on 
a combination light which projects | the new Pontiac affect the distributor and starter motor on sixes and eights and the timing 


to the floor when the ash receiver | chain bumper on sixes. 


is partly opened, and throws a soft | - 7 
beam upward into the tray when | 
fully opened. 










EXCLUSIVE CONNECTING 
ROD GUIDE ASSURES 
ACCURATE ALIGNMENT 
BETWEEN BUSHING AND 
BEARING END OF ROD 


et toning Machine 


Hones: Connecting Rods, Pistons, 


William Ullman, Washington correspondent, keeps AUTOMOTIVE NEWS readers up 
| co date on political and economic trends in the nation’s capital every week. 








Spindle Bolt Bushings, 
Steering Sector Bush- 
ings, Wheel Cylinders, 
Master Cylinders, 
Double End Cylinders, 
Any Bore Within Range 















PERMANENT TYPE 
HONING HEADS 
RANGE .480” to 2.062” 























AMMCO TOOLS. INC. 


2108 COMMONWEALTH AVE., NORTH CHICAGO, ILL. 
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More Radio Tubes 
FREDERICK, Md.—A subsidiary 
of Philco Corp., Lansdale Tube Co., 
with its main plant and laboratories 
in Lansdale, Pa., has | purchased a 
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\site here for a new plant for the 


manufacture of critically short elec- 
tronic tubes for the armed forces 
and essential civilian requirements, 
it is announced by William Bal- 
derston, Philco president. 


MORE CIRCULATION FOR THE TIMES 
HERALD THAN THE SECOND NEWSPAPER 


—IN DALLAS COUNTY WHERE THE MOST 
MONEY IN THE MARKET IS SPENT 


Vehicular registrations in the Dallas (ABC) Market 


a we OH 





COUNTY PASSENGER TRUCK TRACTOR 
Collin 12,950 1,513 1,658 

Dallas 209,235 32,853 2,363 
Delta 2,396 288 471 

Denton 12,955 2,058 1,704 
Ellis * 13,813 1,592 1,553 
Fannin 8,253 850 1,322 
Grayson 22,516 2,843 1,530 
Henderson 5,919 722 1,746 
Hill 10,975 1,100 1,029 
Hopkins 6,612 881 1,246 
Hunt 13,610 1,678 1,229 
Johnson 10,634 1,181 1,012 
Kaufman 7,932 1,125 1,463 
Lamar 10,222 1,651 1,777 
Navarro 11,208 1,549 1,523 
Rains 1,159 184 329 
Rockwall 2,637 418 364 
Smith 21,319 3,147 2,487 
Van Zandt 5,969 813 2,262 
Wood 5,883 1,009 1,461 


SOURCE: Texas Highway.Dept.—fiscal year ending 8/31/50 


THE DALLAS TIMES HERALD 1S FIRST IN 
TOTAL AUTOMOTIVE DISPLAY LINAGE IN TEXAS 


The Times Herald has the only full-time newspaper 
Automotive Editor in the Southwest. Charles Cates’ 
coverage of the news, plus greater circulation® in 
the market results in more automotive display lin- 
age** being carried by The Times Herald than by 
any other Texas newspaper. 


*Dallas County Circulation 3/31/50: Times Herald 124,357; News 
93,123. City end Retail Trading Zone Circulation 3/31/50: Times 
Herald 136,609; News 120,271... **Times Herald automotive dis- 
play linage 1949 was 1,364,963. (Media Records) 


THE DALLAS TIMES HERALD 


Dallas’ Greatest Newspaper 
Represented by The Branham Company 


KRLD: AM* FM * TV...CBS OUTLET © DALLAS-FORT wontn | 





THE SIGN OF 
QUALITY 


eg 2% ‘ . ete: 





jon yates: 


Representatives in 
all principal cities. Call or 
write for the one nearest you. 


MILLIONS OF AUTOMOBILES CARRY 
BENMATT LICENSE PLATE FRAMES 





| Auto Forum 


| 
| 


|man who has the greatest interest 


|in that car is the man who sold it.| showrooms and well-equipped, spa- | 
|Consequently, they know that the| cious new service departments are | 
lone place in town where they can|more the rule than the exception. | 
be sure to get the best, most thor-| 


|ough attention their car could pos- 
sibly have, is the place where they 


bought it. 

fer you question them fur- 
ther, you find they get good 
| work done, but no better than any 


* + * 


qualified service department could | 
|give them. They don’t get any| 


| special discounts; their work isn’t 
| put ahead of other cars in the shop. 
| What they do get is quite sim- 
ple, doesn’t cost a dime and, in 
|those same dealerships, is extended 
jto every service customer. They’re 
i'made to feel welcome, recognized 
as one of the family, no matter 
how big a rush there happens to 
|be. When the service salesman 
talks to them, it’s clear that his 
sole interest, at the moment, is in 
|their car and what should be done 
to it. 

By his attitude and his tone of 
voice, they know that everything 
possible will be done to see that 
their car is fixed right, will be 
ready when promised, and that 
the bill will be fair and kept as 
low as it can be. 

So what happens? They come in 
regularly, so their cars get better 

|maintenance. They have fewer 
serious difficulties, so they are bet- 
ter satisfied and thoroughly sold 
'on the car they own. If they are 
jthe type who change cars every 
year or two, the dealer is assured 
jof their new-car business and is 
|taking little gamble on the used 
|ear they turn in. 
| If they keep their cars longer, 
|he enjoys a steady business from 
them as service customers. 
+ * + 

ATURALLY, most of us don’t 
want to admit that there might 
| be anything amiss in our own rela- 
| tions with prospects and customers. 
But don’t forget, it’s not just how 
we personally feel, it’s how well 
every member of our entire organ- 
ization conducts his own “customer 
|relations.” The payoff is not how 
|we rate ourselves, but how our 
prospects and customers rate us. 
|So maybe we should take some 
| steps to find out . .. there may 
come a time when we'll need every 
friend, every booster we can) 
scrape up. 

So how about our own customer) 
|relations? Do we have the courage 
|to check them and then face up| 
to what we find? It’s easy for you! 
jto send shoppers in to find out! 
|firsthand exactly how prospects do 
get treated on your showroom) 
floor. It would take very little | 
work on your part to talk to a 
few of your customers, wens | 
names were taken at random from | 
— owner and service department 

es. 

What you learn might not al- 
ways be pleasant or easy to take. | 
But the facts would be worth 
many times what it cost you to 
get them in time, effort, or money 
- . . if you put them to work. 
Chances are they’d be the basis | 
for some of the most useful, most 
productive meetings you ever 
held with your organization. 

This subject of customer rela- 
tions is particularly important right | 
now, because we’ve been through | 
a series of conditions that tended | 
to reduce their apparent impor- | 
tance. We've seen so many times | 
when customers have been compet- | 
ing for cars that we forget that! 
the normal situation is for busi- | 
ness to do the competing for cus- 


tomers. 
7 


* a 
JE’VE done all right by our-| 
selves during these last few 
years, because we were prepared 
to take advantage of the breaks 
as they came along. What's more, 
we transformed a sizable portion of 
our earnings into improved facili- | 
ties, to take better care of pros-| 


Red Ball Names Wooldridge 


DALLAS, — Charles W. Wool- 
dridge has been elected vice-presi- 
dent and assistant general manager 
of Red Ball Motor Freight, Inc. 
Wooldridge’s promotion was an- 
nounced by Henry E. English, 
chairman of the board. Prior to 
accepting his new post Wooldridge 
was associated with Texas Power & 
Light Co. for more than 20 years. 


(Continued from Page 50) 


pects and customers. Fine new 


| 


We have the physical basis for 
| building the finest customer rela- 
|tions in the history of the auto- 
mobile business. That means we 


Impression Clinks 
Ace Motor Pays Workers 


With Silver Dollars 
WOODBURY, N. J.—To show 
this community how an auto deal- 
ership boosts local economic con- 
ditions, Ace Motor Sales (Ford) 
in 


go into 1951 with the best mate ‘ia| 

equipment we've ever had, to meet 

any condition that comes along 
But whether we make the best 

use of that advantage in 1951 

depends to a very great degree 
| on how completely we can regain 
| our proper relationship with the 

people to whom we provide auto- 
mobile transportation ... whether 
we sell them a new car or service 
their present car. 

It’s not something we can accom. 
plish overnight. It will take time 
and constant effort. We have to 
rebuild a confidence in the cus- 
tomer’s mind which, in some in. 
stances, has been badly tarnished 
We have to create and continually 
strengthen a recognition for, and 
appreciation of, good customer re. 
lations in the minds of every 
member of our own organizations 
So whenever we start is none too 
soon, and whatever we do is none 
|too much. 


poem As te OF employes | But if every dealer in the country 
y ; ... EVERY DEALER ... should 
At the same time, Dealer Allen | make a serious effort to improve 
C. Eastlack announced a general|his customer relations, no matter 
pay increase for hourly and sal-| how good he feels they may be 
aried employes. lright now, there could be no 
Eastlack asked each employe to/|stronger guarantee to that dealer 
tell the butcher, grocer, milk manj|and to everyone else in the auto- 
and other merchants “that his|motive industry, that whatever 
sales are made possible by the/turns up in 1951 will be met with 
sale of Fords.” 'flying colors. 











TIL, 
WELDING 


in the Assembly 
of Metal Parts 
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Midland Welding Nuts are 
used by many major manu- 
facturers for speed and economy in assembling. 
They are particularly efficient in those hard- 
to-reach places and “blind spots” as indicated 
by the drawing above. Midland Welding Nuts 
will solve similar production problems for you 

Write or phone us for complete information 


THE MIDLAND STEEL PRODUCTS CO. 
6660 Mt. Elliott Avenue Detroit 11, Mich. 
Export Department: 38 Pearl St., New York, N. Y. 





World's Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 


B 





Air and 
Electro-Pneumatic 
DOOR CONTROLS 4; 


Air and Vacuum 
POWER BRAKES 


{ 








pic 
Ca 
he! 
duc 


car 


to 

For 
eve 
cap 


cla 


sup 
cost 
car: 
at | 
the 
dur 
mo! 
for« 
pro 
inc! 
fore 


duc 
join 
wee 
cen! 


stru 
ern) 
on 

rub! 


rub! 
2% 

of | 
poss 
was 
up | 


in 1 
cen! 


was 
car] 
cen! 
one 
less 


abo 
witl 
Nat 
the 


Fo 


trie 
5 pi 
bea 
blaz 
teri 


Ste 


gra: 
beir 


The 
cha 
forr 
mo} 





te “ial 
meet 


& 
be st 
1951 
pree 
Fain 
the 
uto- 
ther 
Vice 


com. 
time 
e to 
cus- 

in- 
shed 
ually 
and 
* re. 
very 
ions 
too 
none 


ntry 
ould 
rove 


A-ter GM, Ford Hike Lists 4 to 6 Pet... . 


Hold Price Line, U.S. Asks | 


(Continued from Page 1) 


picture in January. Prices of Buick, 
Cadillac and Oldsmobile were with- 
held until the approach of intro- 
duction times. 

The GM and Ford developments 
came on the heels of an average 
poost of 5% percent in steel costs 
to auto makers. As the GM and 
Ford statements pointed out, how- 
ever, the steel expense’ climb 
capped an uninterrupted succession 
of cost hikes, all of which followed 
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(up $103); Monterey cloth trim, 
$2,249.50 (up $108); Monterey 
leather trim, $2,260.50 (up $103.50) ; 
conv., $2,414 (up $103.50); sta. | 
wag., $2,663 (up $103.50). 
| LINCOLN — standard (all up| 
| $147.50)—4-dr. sed., $2,720; cl. cpe.,| 
$2,673; Lido, $2,867.50. ip sit); el| 


| “General Motors,” he added, “is | 
|making every effort through im-| 
proved efficiency and the invest-| 
ment of large sums for new ma-| 
chinery and facilities to counteract | 
insofar as possible these increased | 


costs.” 


* * + 


| REVISED advertised-delivered |—4-dr. sed., $3,410 (up $174); cl. 
prices of 1951 Ford, Mercury | CPe., $3,357 (up $173.50) ; conv., $4,- 
and Lincoln cars are as follows: | 119.50 (up $173.50); Capri, $3,578 (up 


FORD—Deluxe Six (all up $92)— | $173.50). 
EW factory list prices of repre-| 





IH Officials Visit Truck Plant— 


One of the highlights of the five-day product conference held by International Harvester 
for 63 motor truck officials from the U. S. and Canada was a trip through the Fort Wayne 


* * 





the outbreak of the Korean war. 

“Prices of commodities used in 
car production have risen during 
the current year not 5 percent, 
but from 7 to 300 percent,” de- 
clared President C. E. Wilson of 
GM. 

“What we have to pay for the 
supplies, materials, labor and other 
costs that go into our passenger 
ears has increased since June, 1950, 
at the rate of $103,000,000 a year,” 
the Ford statement said. 

“The cost rise has been rapid 
during the past 60 days. Further- 
more, shortages of materials have 
forced us substantialy to reduce 
production schedules. Part of our 
increase in costs must now, there- 
fore, be reflected in our prices.” 

2 . . 


O* TOP of a 1950 increase of | 
11.13 percent in labor costs, 
Wilson said, materials have gone | 
up by the following amounts: Steel. 
7 percent (including previous rises | 
preceding last week’s 5% percent 
increase); aluminum, 11.8 percent; 
nickel, 20; copper, 32.4; lead, 41.7; | 
cotton, 44.6; tin, 66.9; zinc, 68.5; | 
wool, 72.4, and rubber, 300 (crude! 
prices). 
Even with the increases, GM car} 
prices will be established at 88 per- 
cent above prewar levels, “which | 
is considerably less than the per- | 
centage increase prevailing for the 
rest of the industry,” Wilson de- 
clared. 
Noting that the last previous | 
general boost in GM prices oc- 
| 

| 

| 


| 


curred in the fall of 1948, Wilson 
observed that prices have been 
trimmed at three separate times 
during the past 20 months as the | 
result of declines in the GM wage | 
escalator. 


Synthetic Rubber 
Prices Increase 


12 to 33 Percent 


WASHINGTON. — Blaming pro- 
duction costs, the government 
joined with private industry last 
week in raising prices 12 to 33 per- 
cent on synthetic rubber. 

Under the direction of Recon- 
struction Finance Corp., the gov- 
ernment holds a virtual monopoly 
on the production of synthetic 
rubber. 

The RFC said it was advancing 
rubber prices, effective Dec. 7, by 
24% to six cents a pound. The price 
of GR-S synthetic, a general pur- 
pose rubber used in tire making, 
was pegged at 24% cents a pound, 
up six cents. 

The price of GR-I, a type used 
in making inner tubes, rose to 20% 
cents from 18% cents. 

The RFC also announced that it} 
was increasing freight charges on 
carload lots of synthetic from % 
cent a pound to one cent, and from 
one cent to 1.6 cents a pound on 
less than carload lots. | 

Natural rubber now sells for'| 
about 65 cents a pound, compared 
with about 18 cents a year ago. 
Natural rubber prices soared after 


the Korean war broke out. 
+ > * 


SKF Raises Price 5 Pct. 


For Ball Bearings 

PHILADELPHIA. SKF Indus- 
tries, Inc., last week hiked prices 
5 percent on all its ball and roller 
bearing products. The company 
blamed higher operating and ma- 
terial costs. 








+ + * 
Steelmaking Scrap Hiked 
$2.50 to $4.50aTon | 

NEW YORK.—Prices on major | 
8trades of steelmaking scrap are | 
being raised from $2.50 to $4.50 a| 
ton, dealers revealed last week. | 
These will be the first official | 
changes since a price stabilization | 


: | 
formula was inaugurated’ three | 
Months ago. 


motor truck works. Shown examining one of the new trucks on the assembly line are (left 
to right) B. C. Axelson, Canadian sales manager; L. W. Pierson, assistant sales manager: 
W. K. Perkins, sales manager, and R. M. Buzard, assistant sales manager. 


4-dr. sed., $1,562; 2-dr. sed., $1,514.- | 

50; bus. epe., $1,423. Deluxe Eight— | N 

4-dr. sed., $1,636 (up $92.50); 2-dr.|+‘ sentative 1951 Ford truck| 
sed., $1,588.50 (up $92); bus. cpe.,| models follow: 

$1,509.50 (up $92). Custom Six—j| F-1 pickup six, $1,250 (up $75); 
4-dr. sed., $1,649 (up $92.50); 2-dr.| F-2 express eight, $1,430 (up $105); 
sed., $1,601.50 (up $92); cl. cpe.,| F-3 express eight, $1,530 (up $120); 
$1,601.50 (up $92); sta. wag., $2,119|F-4 chassis-cab eight, $1,485 
(up $92). Custom Eight—4-dr. sed.,| $115): 
$1,728 (up $92.50); 2-dr. sed., $1,-| eight, $1,565 (up $115); F6 158-in.- 


No changes were reported in| Harvester dealer in Adrian, Mich., 
dealer discount percentages on| has been elected president of the 


(UP | Ford-made cars or trucks. Acces-| Adrian Kiwanis club for 1951. 


F-5 _158-in.-w.b. chassis-cab | .ories, including Fordomatic, Merc- 


O-Matic and Hydra-Matic, wer = _ ee 
5 the com-| H. J. Kane to Open 


680.50 (up $92); cl. cpe., $1,685.50|w.b. chassis-cab eight, $1,855 (up|; : . 

(up $92); Crestliner, $1,801.50, up| $150); F-7 159-in.-w.b. chassis-cab | Wnews’ thrac umee aad in Pordl HOOK ' 

$92; conv., $2,039.50 (up $92.50); sta, | eight, $3,200 (up $250); F-8 159-in.- | PAny § wii . - J. Kane Motors, Inc., Niagara 
wag., $2,198.50 (up $92). w.b. chassis-cab eight, $3,695 (up a > & & Falls, N. Y., is opening a Nash 





a : 4 dealership at 1303 Main St. The 
Kiwanis Names Hartwig firm’s building formerly housed 
Paul A. Hartwig, International |Cunningham Oldsmobile, Inc. 


MERCURY — 4-dr. sed., $2,134 | $275). 
(up $103); 72-A cl. cpe., $1,976 Deliveries of the new Ford trucks 
(up $103); 72-B cl. cpe., $2,081.50 | to dealers began last week. 





Where shoppers stop...AND BUYING BEGINS 


HE automobile showroom with an eye-catching, inviting face is the show- 
‘iw with customers in it! Dealers who have modernized their showrooms 
with Pittsburgh Glass and Pittco Store Front Metal have proved this . . . with 
increased sales. They proved that buyers will go out of their way to trade with 
modern, attractive establishments. 

A most effective “shopper stopper” is the Pittsburgh open-vision store front. It 
offers the maximum of display space—the first requisite of good showroom design 
.. even after closing time. 








—lets passers-by “shop” the entire showroom interior . 
Don’t let passers-by pass you by. Use the magnetism of a modern Pittsburgh 
Store Front to attract buyers to your showroom. And when you remodel, don’t 
skimp. For the greatest returns in increased business, modernize com pletely— 
inside and out. Easy payment terms can be arranged if you desire them. 
In the meantime, why not send for our free modernization booklet, “Modern 
Ways for Modern Days?” The coupon below is for your convenience. 





THE LOOK THAT SELLS. The Pittsburgh open-vision front 
of this showroom in Ardmore, Pa., turns the entire show- 
room interior into one brilliant display case that cap- 
tures the attention of the passer-by ... wins his ad 


panels, set in sturdy Pittco Store Front metal, rising two- 
stories at the entranceway, and slanting floor-to-ceiling 
panels for the showroom proper. Two Herculite Doors 
complete the open-vision design. Architect: J. Bedford 








miration . . . draws him inside. The unusual design Wooley, Philadelphia, Pa. 
tore ron ~ features extensive areas of Polished Plate Glass—large 
cr es crs crs rs rs re we es se ee ee ee ee ee we ee ; 
+ 7 | 
{ rs Pittsburgh Plate Glass Company 
an nN er] | 2242-0 Grant Building, Pittsburgh 19, Pa. | 
1 | Without obligation on my part, please send me a rrer copy of your book on store modernization, “Modern | 
= ® Ways for Modern Days.” | 
y itts ure } | Name sacs ‘ | 
| Address 
City State | 
Ca ee es cee ca ce ee a oe a ee ew a ee eee eee aman cee ee ae es J 
PAINTS - GLASS - CHEMICALS + BRUSHES °° PLASTICS 


ae ee ee COMPANY 


PITTS8@UR®G HH 
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ASI Draws Big Throng 


Booming After-Market Sales Are Due to Boost 
°50 Total to $2 Billion 





(Continued from Page 2) 


preferred to display only at re- 
gional shows. 

“The number of exhibitors, 524, 
was about the same as last year,” 
said Coffman, who has handled 
every ASI show since the initial 
one in 1919. Jointly sponsored by 
the Motor & Equipment Mfrs. 
Assn., Motor & Equipment Whole- 
salers Assn., and National Stand- 
ard Parts Assn., the ASI show oc- 
cupied a total of 175,000 square feet 
of exhibit space. 

A not of strenuous disagree- 
ment with the present closed and 
open days schedule was sounded 
by Motor & Equipment Mfrs. 
Assn. As spokesman for MEWA, 
A. H. Ejichholz, general manager, 
expressed it this way: 

“If a 1952 ASI show is held, we 
shall insist upon the first two days 

being closed to members and the 
last three open to others in the 
trade. This is the logical arrange- 
ment for several reasons. Members 
arrive the week before the show 





Automobile seat covers of LUMITE woven saran 


and many of them spend only the 
first two days of the show at the 
exposition itself. 

“Thus, the third day, Wednesday, 
which is closed, drops off greatly 
in attendance. 

“The solution to this problem is 
to make Wednesday, Thursday and 
Friday of show week open days 
instead of barring retailers on 
Wednesday and admitting them 
only on the final two days. There’s 
no use kidding ourselves. These 
automobile dealers, chain stores, 
the TBA group, fleet operators, 
factory parts department execu- 
tives, large automotive wholesalers 
connected with vehicle distribution, 
and other retailers are big buyers. 
That’s why three days should be 
open and two closed, instead of the 
reverse, as at present.” 

No official reply was forthcoming 
from the other associations, but a 
spokesman for MEWA commented 
that “in my opinion, MEWA would 
like to see the entire show open to 


fabric are brilliant in color and pattern... 


always cool in summer, never clammy in winter 


. . . and so tough not even battery acid can 


harm them! So brighten your sales picture now. 
Stock and sell seat covers of LUMITE fabric... 
they’re the world’s finest! 


LUMITE DIVISION, 
40 WORTH 





CHICOPEE MFG. 


STREET, 









of 
Automobile seat covers &, 


woven snl wt 


nr 


CORP. 
YORK 


OF GEORGIA 


NEW 13, WN. Y. 
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Oldtimer at L. A. Pontiac Preview— 
Sharing the spotlight in Los Angeles with the 1951 Silver Anniversary Pontiac at the dealer 


Redford Motors of El Monte located the oldtimer, 


preview was this 1926 ancestor 


it a high polish and brought it along to the party 


the trade 


or not.” 

Exhibitors reported that many 
jobbers among those in attend- 
ance queried them regarding 
chances of getting merchandise, 
and how much, in 1951. The 
wholesalers appeared to be less 
worried than had been expected. 


“I tell them that their guess is as | cut 25 percent because of action by 
good as ours,” said an official of |\the National Production Adminis- | 
—- — - ~-——-=-- | mittee said, “it is not important 


regardless of whether|one exhibitor, 
visitors are association members|to next year’s production by 


| 





gave 


referring especially 
his 
company. 

Another exhibitor, asked about 
|production plans, answered that 
|\“we don’t know.” When the ques- 
|tioner followed through with “does 
|that mean you haven't set any out- 
|put schedule at the factory?” he| 
|said that production has just been | 


| 


tration ordering curtailment ir 
certain raw materials. 


The most dramatic example o 
manufacturer enthusiasm over the 
large volume of business done wa: 
a statement from one of them tha 
customers last summer _ asked 
“How much?,” and now the firs 
thing they ask is, “When can yor 
deliver?” 

Sentiment appeared to be tha 
the government will not “let down 
the nation’s transportation systen 
which is regarded as vital an 
must be maintained at a _ hig] 
point of efficiency. 

Decorative effects in the show 
building included signs and ban 
ners carrying the “Buy It From 
Your Jobber” legend, fortified by 
such arguments as ability to get 
everything at one stop. The pur 
pose of these reminders’ was 
among other things, to bolster th« 
morale of wholesalers in attend 
ance and to curry favor from re 
tailers who were admitted on the 
final two days. 

Jobbers attending the five-day 
session saw and heard plenty of 
the show’s twin 1950 slogan, “Tell 
‘Em and Sell ’Em” and “Get It 
From Your Jobber.” 

“Naturally,” Ira Saks, of Cleve- 
land, chairman of the show’s 
publicity and decorations com- 








Full-page, full-color advertisements like 


this are seen regularly by the millions of 


readers of... 


The Saturday Evening 


TT .00 HOLIDAY 


STOCK! OSE! SELL! 


Automobile Seat Covers of 


LUMITE 


woven saran fabries 


to tell jobbers to ‘get it from 


| their jobbers,’ but these jobbers 


represent every garage mechanic 
and serviceman in the country, 
and we wanted those attending 
the show to carry that message 
home with them. 

“Because there are hundreds of 
thousands of persons in the auto- 


GM Denies Rumor 


CHICAGO. — General Motors 
denied last week a rumor that 
was being spread among dele- 
gates to the ASI show to the 
effect that GM had purchased 
Thompson Products, makers of 
automotive equipment, 








motive service industries, it was 
impossible to invite them all to see 
|the progress displayed during the 
show. Members of the wholesale 
trade will carry the _ industries’ 
message back to those who serve 
| the public.” 

B. G. Close, St. Louis, was 
chairman of this show’s joint 
operating committee. With him 
on the committee were A. FE. 
Pouliot, Minneapolis; C. P. Brew- 
ster, Lancaster, Pa.; W. M. Hud- 
gins, St. Louis; C. O. Kleinsmith, 
New York. 

Others were F. K. Meyer, Hou- 

|ston; Hal Miller, Lexington. Ky.: 
|Ira Saks, Cleveland; R. L. Smith. 
| Newark, N. J.; Frank G. Stewart, 
Washington; D. H. Teetor, Hagers- 
town, Ind., and Erle A. Henderson, 
Sacramento, Calif. 
_ Members of the 1950 show pub- 
licity committee were Duane Jones, 
Detroit, council president: R. E. 
Conley, Camden, N. J., chairman of 
the council’s ASI show committee: 
John F. Corkery, Aurora, Ill.: C. B 
Riddick, Baltimore; R. M. Schutz. 
Chicago, and Herman C. Teetor, 
Hagerstown, Ind. 


‘Tapscott Elected 
‘President at 


INSPA Conclave 


CHICAGO.—Charles C. Tapscott, 
vice-president and sales promotion 
manager of McQuay-Norris Mfg. 
|Co., St. Louis, 
was elected presi- 
|dent of the Na- 
tional Standard 
Parts Assn. at 
the annual con- 
vention which at- 
tracted a capac- 
ity turnout. 


Tapscott, who 
succeeds G. Walt- 
er Kleinschmidt, 
moved up from 
the post of senior C. C. Tapscott 
vice-president. He in turn was re- 
|placed by Fred S. Roberts, Wash- 
|ington, whose office as junior vice- 
| president went to Charles A. Klaus. 

Newly elected directors were: 
Evan E. Pike, Salt Lake City; 
J. K. Wilkinson, Pomona, Calif.; 
Fred Durham jr. Allentown, P2.; 
Ira Saks, Cleveland; L. M. Olson, 
Camden, N. J.; Hal Miller, Lex- 
ington, Ky.; L. W. Barnett, Fort 
Worth, Tex., and F. J. Mitchell, 
director for Canada. 
| Distribution of major 
highlighted the convention. 
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(Continued from Page 1) 
discussed by NPA Administrator 
William H. Harrison and spokes- 
men for leading steel companies. 

It was said these representatives 
were generally agreed that the 
move was necessary to conserve 
metal for defense purposes. 

NPA said the steel industry 
would appoint a number of ad- 
visory committees to help draft the 

controls. 
>. > > 

ARLIER NPA issued two orders 

amending directives in regard 

to steel. The new orders increase 
the list of products on which de- 
| fense production has first call and, 
'in some cases, increase the per- 
centage alloted to military produc- 
tion for products listed in earlier 
orders. 

They also revise the rules for fill- 
ing defense priority orders to per- 
mit more __ efficient production 
schedules. 

Another provision is that non- 
integrated steel mills are to get 
an equitable share of steel from 
integrated mills after military 
priorities are taken care of. 

Another order issued later aims 

at an even spread among producers 
of the military demand for high- 
tenacity rayon varn. The yarn is 
used primarily in the manufacture 
of tires. 

* * 

HE copper order goes into effect 

Jan. 1. It is designed to con- 
serve the metal for military use 
and the stockpile. 


It limits the civilian use of brass | 


and copper mill products in Janu- 
ary and February to 85 percent of 
the average monthly consumption 
lin the first half of 1950. In March 
the cutback goes to 20 nercent, with 
the mills limited to 80 percent of 
their base figures. 

In the case of nickel, consump- 
tion is limited in the first quarter 
of 1951 to 65 percent of the aver- 
age quarterly consumption during | 
the first six months of 1950. Use 
of the metal for maintenance, re- 
pairs and operating supplies is 





permitted at 100 percent of the 
average quarterly use during the 
base period. 

The zinc order holds the non- 
defense use of the metal in the 
coming year to a rate of 80 percent | 
of the consumption during the first 
six months of this year. Use of | 
zinc and zinc products for main- 
tenance and repairs will be limited | 
to the average amounts used for 
these purposes in the base period. | 

In its copper-conserving order, | 
NPA limited the inventories of 
users of the metal to a 45-day sup- 
ply or to a practicable minimum 
working inventory. whichever is 
less. This is expected to cut the 
purchase of the metal while users 
supplies are being reduced to the! 
limits set. 

The rule on the civilian use of 
cobalt was eased somewhat. The 
metal is used in hardening steel. | 
Deliveries of the metal, now limited | 
to 30 percent of normal, will be) 
permitted at 50 percent through | 
December. A new order controlling | 
the metal from Jan. 1 is expected. 


*x * * 
HE modified aluminum order | 
goes into effect as the govern- 
ment carries on negotiations to ex- | 
pand the production of that scarce | 
metal. Jess Larson, general serv- | 
ices administrator, announced an | 





Seattle Dealers 
Elect Smith 


SEATTLE. Richard A. Smith | 
(Ford) has been elected president | 
of the Seattle Automobile Dealers | 
Assn. for 1951. He succeeds W.} 
Gordon Powell (Dodge). 

Others elected were Lee Moran} 
(Lincoln-Mercury), vice-president; | 
L. E. Belcourt (Studebaker), treas- 
urer and Thomas A. Weston 
(Buick), secretary. 

Elected to three-year trustee- | 
ships were John E. Blume, Dale | 
Huling and Moran. Edward L. Ros- | 
ling was retained as legal and labor | 
counsel. Thomas R. Gilson will 
continue as association secretary- | 
manager and also as manager of 
the Seattle automobile show, which | 
is planned for next March. | 
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Pet. Aluminum Cutback Is Modified . . . 


No Direct Car Slash Seen 





agreement whereby the Aluminum 
Co. of America will build two new 
plants to expand production by 
120,000 tons of aluminum annually. 

One of the plants will be at 
Point Comfort, Tex., and will be 
in operation by mid-1952. The 
second plant, in production a year 
later, will be built at a site not 
yet chosen. 


This will bring additional produc- 
tion to 399,000 tons, or 53 percent 
of the present output of 750,000 
tons a year. Alcoa earlier had an- 
nounced it would reopen two idle 
plants to produce 79,000 _ tons. 
Agreements also have been reached 
with the Kaiser Aluminum & 
Chemical Corp., and the Reynolds 
Metal Co., each of which will step 
up production by 100,000 tons a 
year. 


* * * 


(CtaaR developments along the 
economic mobilization front 
were these: 


1. The government is considering 





SUBSCRIBE TODAY 


TO THE FOLLOWING: 


— 


. Executive Binder for DEALER. 


- Tax Control Binder for 
ACCOUNTANT. 


Me 


vf Ow 


. ALL SPECIAL BULLETINS— 
12 Months. 


6. Complete Instructions for U. S. 
Tax Returns. 


. DEALER TAX BULLETINS—24 Issues. 
- Monthly Tax Calendar—12 Issues. 


a plan to cut down competition 
for the natural rubber supply by 
taking over all American purchases 
of the commodity itself. Such a 
procedure was followed in World 
War II. 

The plan, which would make the 
general services administrator sole 
buyer for this country in the world | 
market, will be submitted to the} 
National Security Resources Board 
shortly, it was reported. The gov- 
ernment would sell the rubber to! 
private industry and the plan 
would not mean a reduction in the 


| 





civilian supply. 

In a meeting with the rubber 
industry advisory committee, 
NPA officials said that private 
industry next year may get even 





Retires from Hudson at 88— 


William Butler, 88, of Detroit, Hudson's oldest retired employe, receives his first retire- 


more synthetic rubber than now | Gratiot plant when he was 65 


anticipated. Synthetic production 
may increase as much as 10 per- 
cent above present estimates for 
the first two months of this year. 
2. NPA Administrator Harrison 


|declared that, in the first part of 


1951, there will be less metal for 


|all purposes than in the first six 


months of 1950 because of the high 


Wo fi 


IN ADDITION YOU WILL RECEIVE THE FOLLOWING IMPORTANT BULLETINS: 


1. New Income Tax Law. 
2. 
for Automobile Dealers. 
2: 
Automobile Dealers. 
4. 
Problems. 
5. 
Famous Tax Fraud Cases. 
6. 
ulations. 
Z 
Can a Dealer Take? 
8. 


Comes to See You. 


+ FUTURE CAPITAL GAINS TAX. 
+ USED CAR RESERVE. 
+ AMORTIZATION OF IMPROVEMENTS 


DISALLOWED. 


+ DIRECTORS 


+ DEPENDENCY CREDIT - DEATH. 


150 Tax Saving Suggestions 
Estate and Gift Taxes for 
Automobile Dealer Building 
Debunking Tax Evasion and 
Tax on Unreasonable Accum- 
How Much Salary and Bonus 


When the Tax Examiner 


9. 
10. 
11. 


Social Security Law. 
How Much Surplus 
Keep? 

12. 


13. Must a Dealer Pay Divi- 
dends? 

14. Inventory Valuation. 

15. Dealer Incentive and Profit 


Sharing Plans. 
Should You Dissolve? 
When? 


16. 
17. 
Dealers. 


PERSONALLY LIABLE. 


+ EXCESS PROFITS TAXES ARE COMING. 


Copyright 1950 National Tax Research Institute 


Mail Address 





~ Stokes Tax Controls, 1101 Connecticut Ave, N. W. Washington, D. C. 


Tax Withholding Tables. 


Wage and Hour Rules. 


Proprietorship or Partner- 
ship vs. Corporation For 


DEALER TAX BULLETIN 


Can |! 


If So, 


alert me to the problems | must 
discuss with my tax counsel / 


| ment benefit check from Lloyd O. Neff (right), Hudson's wage administrator, while Delwin 
| Craig, president of Hudson UAW-CIO Local 154, looks on. Butler joined Hudson at the 


rates at which the scarce supplies 
have been used. He added that 
measures are being taken to cor- 
rect this situation. 
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HERE’S HOW FACTORY QUALITY 
REFINISHING IS DONE AT THE 
LOWEST PRICE IN DETROIT 







AN OUTSTANDING 
DETROIT AUTO DEALER DOES 
IT WITH THE JENSEN INFRARED 


AUTO MOBILE OVEN 


"The short time involved in drying our 
automobile finishes has greatly 
reduced our finishing costs, so that 
we are now able to offer a good repaint 
job to our customers at the lowest 
price in Detroit." 


FROST-AVIS INC., a leading Detroit Ford Dealer 
offers a complete “‘factory quality’? paint job for 


HOW do they do it? 
With JENSEN Infrared Auto Mobile Ovens. 


WHY do they do it? 

Because they have found JENSEN Infrared AUTO 
MOBILE OVENS dry car and truck finishes DUST 
FREE, FASTER, AT LESS COST, FOR GREATER 
PROFIT. You, too, can step up your volume and 
increase your profits by being first in your locality 
to offer “‘factory quality”? car and truck refinishing 
at a reasonable price. Whatever your requirements 
may be, there’s a model to suit your needs. 


SEND FOR THIS FREE BROCHURE—Learn how a JENSEN 


AUTO MOBILE OVEN can make more money for you! 
Dries primer coats and synthetic 

enamels depending upon color in GET ALL THE FACTS! 
from 12 to 30 minutes ¢ Exclusive 
“nested lamp”? arrangement con- 
forming to the contour of the car, 
insures uniform heat density .. . 
no spots ¢ Selective switching con- 
trols individual lamp panels for 
economical use ¢ Instant heat 
control saves warm-up time e¢ 
Power cost per lamp is only pen- 
nies a day ¢ Travels automatically 
back and forth along guide rail 
over and past painted vehicle. 
















COMING IN ‘51---MORE PAINT BUSINESS THAN EVER BEFORE! 


SPECIALTIES INCORPORATED 


9331 FREELAND AVENUE 
DETROIT 28, MICHIGAN 









AUTOMOTIVE NEWS WANT ADS have been proven the quickest, 
method of reaching the men who want what you huve or have what you want! 
the back pages of this issue. 


least expensive 
See 








FOR SALE 


Six (6) of the above type Airport Limousines, being 10 passenger besides the 
driver, manufactured by Hess & Eisenhardt Co. These are 1947 models with approxi- 
mately 40,000 to 50,000 miles. They cost approximately $7,000. Will sell one or all 
guaranteeing them to be in A-1 condition, upholstery, fenders and tires in A-1 
condition. Reason for selling—replacing with 21 passenger buses due to tremendous 
growth of air travel in Denver. 


For additional information write C. J. Herbertson 


GENERAL AUTO & TRUCK LEASING CORP. 
1731 Tremont Telephone ALpine 3471 Denver, Colorado 





only $39.00—the lowest price in Detroit. | 


|such an opportunity.” 

Mallon’s reference to the fact 
that the NADA had not been 
“afforded an opportunity” to pre- 
sent its views on credit controls 
| to the FRB summed up his pre- 
vious testimony, in which he told 

of the repeated efforts of the 

NADA to get a hearing from the 

FRB both before and after the 
curbs were invoked, without suc- 
cess. 

He emphasized that the law pro- 
vides that economic controls should 
inot be invoked without prior con- 





| sultation with the industry affected. | 


| 
| * 


|“¢yUR membership feels,” Mallon 

said, “that unless this amend- 
|ment is immediately rescinded, it 
|will result in substantial numbers 


* * 


lof them being forced out of busi- | 


ness.” 

| Although he made no specific 
| recommendation as to how Regu- 
lation W _ should be amended, 
Mallon agreed with Rep. Paul 
| Brown of Georgia, who suggested 
| that things would be “improved” 
if the time-payment period were 
increased from the present 15 


| months to 18 months. | 
After hearing Mallon, Rep. Wright | / 


Patman of Texas declared that au- 
thority to administer credit curbs 
should be removed from the FRB 
and given to an agency “charged 
with more responsibility to the 
people.” 

He said the FRB now views 


|itself as “separate and apart from 


our government. I was apprehen- 
sive long ago about entrusting such 
power to that agency.” 

* * + 


—. ROBERTSON of Virginia 
defended the actions of the 
FRB and said it was the only fed- 
eral agency which had taken any 
action to curb the “very serious 
inflation facing us.” 

Sen. Maybank of South Caro- 
lina, chairman of the “watchdog” 
committee, and other members 
of the group assured Mallon that 
the committee would arrange a 
hearing with the FRB for the 
dealers to present their case. 

“If you are going to do that.” 
chipped in Sen. Robertson, “why 
hold these hearings?” 

* * * 

N ADDITION to Mallon, the 

NADA delegation included Presi- 
dent Fred L. Haller, Managing 
Director M. Robert Deo, Walter 
Kiplinger and presidential assistant 


|Charles Farrington. 


Speaking to the committee on 
Thursday (Dec. 7), Reuther char- 


| acterized the imposition of Regula- 


tion W, by 
blunder.” 
“It’s a rich man’s racket,” Reu- 
ther said. “It tells the workers 
and low-income families to pull 
in their belts in the worthy cause 
of protecting the country from 
inflation, but it leaves the well- 


i anit Parley Hits 
Credit Controls 


NEW YORK.—More than 100 
representatives of manufacturers, 


itself, as a “colossal 








distributors, retailers and financing | 


organizations discussed the impact 
of consumer credit on inflation at 
a two-day closed-door meeting here 
last week. 


Purpose of the meeting, accord- | 


ing to James B. McMahon, execu- 
tive vice-president of the Associated 
Furniture 
was to develop constructive sug- 
gestions to combat inflation. 

McMahon emphasized that he 
had called the meeting as an in- 
dividual, and not as an official of 
the furniture group. Trade asso- 
|Ciation representatives were not 
invited, but a number of auto in- 
dustry representatives attended. 

McMahon said a list of 27 spon- 
Sors of the group, to be known as 
the Temporary National Committee 
for Consumer Credit, might be 
made available over the weekend. 

Although attendance at the meet- 
ing was comparatively small, it 
was said to include representation 
from all trades from all sections 
of the country. 
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Dealers of New York, | 


Credit Hearing Due 
To Shift to FRB 


(Continued from Page 1) 





evident we have not been afforded| to-do and the wealthy free to 


| keep feeding the fires of inflation 
by spending as usual.” 

Reuther consumed a considerable 
proportion of the committee’s time 
|in propounding his pet economic 
theories, including the necessity 
/now of price controls (but not, 
| necessarily, wage controls). 

. * * 





| 


HE National Used Car Dealers 
Assn., through its general coun- 
|sel, Frank Cain, also requested 
'from the FRB “a full public hear- 
jing on Regulation W as it affects 
| used cars.” 

“The NUCDA,” Cain said, 
flecting the views of upwards of 
35,000 used-car dealers, seeks a 21- 
{month time limitation on  pay- 
| ments.” 

Facts and figures were cited in 
a statement by Wilson, of Dallas, 
NUCDA president, prepared for 
the “watchdog” committee. 

Wilson revealed the results of a 
NUCDA questionnaire sent to 15,000 
dealers. He said that the percent- 
age of sales normally financed by 
the reporting dealers averaged 71.1 
percent, while over 38 percent re- 
ported between 80 and 95 percent. 

* +. * 


SKED what were the predomi- 
nant financing terms before 
Regulation W first became effective 
on Oct. 16, the answers were: 
Downpayments on '49 and ’50 mod- 
els averaged 29.13 percent, with 


a 


“Te- | 


\'47 and '48 models, down paym: (‘5 
| averaged 29.87 percent with the 
ance over 21.6 months. 

On prewar models, the survey 
showed that the average down- 
| payment was 32.01 percent with 
| the balance over an average 
| term of 14.11 months, 

A third question revealed that 
87.16 percent of used-car customers 
indicated at the time of purchase 
that they used their car “primarily 
for business, which includes going 
to and from work.” 


I * * . 


N ANSWER to a question on th: 

trend of used-car prices sinc 
Regulation W was _ invoked, 
NUCDA survey showed the follow 
ing decreases: ’50 models, 23.62 per 
cent; 49s, 21.03 percent; "48s, 19.03 
percent; '47s, 17.56 percent, and ‘46s, 
16.29 percent. 

However, prewar models pre 
sented a different picture, the sur 
vey revealed, Over 30 percent of 
the respondents reported an aver- 
age increase of 15.52 percent in 
the price of prewar cars, Wilson 
said. 
| Sales declines were drastic, ac- 
|cording to the survey. Asked to 
compare sales in the period Oct, 16 
to Oct. 30, this year against last 
year, the survey showed a drop 
of 64.91 percent. 


+ > . 
— in the period Sept. 18 to 
Oct. 16 of this year were 47.77 
percent below those of the same 
period of 1949, Wilson said. 
Wilson charged that Regulation 
W “automatically slapped a price 
ceiling on used cars. Prices can 
go down with the regulation, but 
they cannot go up,” he said. 
The chairman of the FRB, Thom- 
as B. McCabe, was scheduled to 
testify before the committee prior 


Le 





balance over 24.7 months; on '46,/to closing of hearings. 
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died Nov. 30. He handled Reo from 1916 
to 1928, shifted in that year to DeSoto 
}and then in 1941 to Packard 

* * * 


} |eral town offices and had served in both 


61 


president of M. J, Schmidt, Inc. (Packard), 
and a Chicago dealer for the past 34 years 


Goad Gets High GM Spot 
As Coyle, 63, Retires 


(Continued from Page 2) 


Joseph Henry West 

CHARLOTTE, N. C. Joseph Henry 
West, 53, Charlotte zone manager of Chev- 
rolet, died Dec. 2 after an illness of several 
months, A native of Asheville, Mr. West 
had worked with Chevrolet in Greenville 
and Columbia, S. C Atlanta, Louisville 
and Charlotte 

* * * 


Clarence L. Bailey 


agership in 1933, when Knudsen 
became GM president. Coyle held 
the Chevrolet job throughout the 
division’s undisputed reign as larg- 
est-selling car in the world and led 


| were four new directors and mem- 
|bers of the company’s operations | 
| policy committee. They are Gordon, 
also designated a member of the 
administration committee; Carl H. 


WOODSVILLE, N. H.— (UTPS) — Clar- 
oe aes aoe tee = Kindl, overseas and Canadian/|the division in its World War II 
dealers I y Engle , diec : : : | : 
at his home here Nov. 25. He sold his|8roup vice-president; Harry J.| production. 
first car in 1909. Mr. Bailey had held sev-| Klingler, Pontiac’s general man- Goad, a University of MIlinois 


ager and GM vice-president, and| graduate, began his GM career in 




















SE ME Se branches of the New Hampst legis- : 
ill aeaimeaiemieaeasiiies a a ee ae — engine group| 1928 with Delco-Remy. By 1945, 
° ° : eo ae vice-president. | h ’ sneral manager 
Miss America at ‘500’ Site— _Ernest Stauffen Henry C. Alexander, director, of Datehe Otten bie Ponting. "ie 
19 Wilbur Shaw, three-time winner and now president of the Indianapolis Speedway, 00) rn dee ad muh ominesae aan was elected to the financial policy| September, 1948, when Curtice 
46 visiting Miss America a fast ride twice around the 2!/z-mile track. Left to right are Don|here Nov. 29. He became a director of | COmmittee. ascended to executive vice-presi- 
ae Ewing, president of Pennsylvania Motor Inn (Nash); R. J. Sanford, Nash Cincinnati zone | Kelvinator Corp. in 1926 and then, upon | a e id 7 dent, Goad was appointed to the 
manager; Yolande Betbeze and Shaw. Offered a ride on a motorcycle, the girl from | {he merger _ ~— a = elvineter, [CHAIN is the’ third Buick | vice-presidency post now being 
ae Alabama declined with thanks. | Oe ee ae eeus Other companies of when | executive since World War II) stves te Gerd 
atio d g other companies of which ° oe given ordon. 
‘ur — — = Mr. Stauffen was a director are Union oil |to rise to a key GM position. The | Gord 50 1 joined GM i 
> of ° D . Obit ° |}Co, of California and — Corp.. a|others were Curtice, former Buick | 1993. He 'b ae ‘emai vl a 
3 uMiuartes | finance subsidiary of Nash-Kelvinator . . a 923. e became ef e e 
_ Champion enies _—_—_—_——— + * # oo mg aauieas 7 = bes i a Cadillac in 1943 and general man- 
a . ? George Carson Baker Se ee oe co ager three years later. 
son FTC Order Will Veteran Orlando Dealer, | ROCHESTER, N. Y George Carson Saute ar tae distribution vice- | Chagn 2 nitieoent wb 
‘ r* _ | Baker, f an} ’ s a designe f | president o ° e, ve, - . 
an Aid S ll Fir |Byron H. King SP ey 76 | custom-built automobile bodies, “died Nov | Coyle’s characterization as the | Marmon in 1930 to the Buick en- 
can 1 ma irms ORLANDO, Fla. — Byron Hill | 26 at the age of 70. He began his career| «Mir, Facts and Figures” of the | gineering department. 
& me 4 > she & § bg age fac- 
: 2 WASHINGTON.—As the Federal King sr., 76, died here Nov. 28, ai “Th. ces Fepenls tir Ge aieien auto industry was most recently = _ 
; acl aie lowing a long illness. He entered|of many exotic-looking automobiles for| underscored in December, 1948, T B S 
nat Trade Commission heard final argu-|+1, auto retail business in 1930|We#lthy persons, the orders coming from! when he delivered a lengthy ax bureau ays 
drop ments against its proposed order when he purchased the Orange | *" ene :. + treatise on automotive practices ° 
ing functional discounts in the | : ; | ~ toy 
wn stag industry, Matthias Cor. | Buick Co. here. Prior to that, Mr. | Curtis Q. Smith | and policies before a Congres- ‘Load Fines Are 
Champion Spark Plu Co | King had served 16 years with the; NEW YORK.—Curtis Q. Smith, 65, for-| Sional committee investigating | . 
8 to rea, Pp DP & ‘| Buick factory. |merly manager of replacement sales of| profits. Not Deductible 
47.77 aroma oh = pear order | He is the father of two Orlando | American Brekeblok division of American! His first promotion after joining| 
wou not ai small parts com-| : : Brake Shoe Co., died here Nov. 16, Mr. | : WASHINGTON. Truck opera- 
ame : |dealers, Byron H. Kin r. of Or-| smitt ined A an Brakeblok 1932 |GM made Coyle auditor of Oakland | 
— | ange Buick Co. and SWilliam G, | as manager of replacement sales and was|in 1914. Three years later, he be-| tors can no longer make tax reduc- 
ion aoe —_ = ee King, King White Truck Sales Corp. wun the ao until his retirement in | came comptroller for Chevrolet. ‘oe ~ fines oy Ae A ng 
‘ice staff is crusading to eliminate the} Se os as ee es Ow le | It wasn’t long before William §. | lating state weig e , 
functional price system, Correa ° , 5 Knud then Ch let ident,| the Internal Revenue Bureau has 
pan m, George W. Davidson nudsen, then evrolet president, 
but argued that the competitive effect Dealer Crook and Aide TULSA, Okie George W. Davidson sr., | appdinted Coyle as his special as- | ruled. ‘ 
of the order would be to make it Killed in Crash | 59, retired manager of the Ben Franklin | sistant. In 1929, Coyle advanced to} An eight-year-old rule had al- 
om- very difficult for the independent LEBORO. R. L—A| Packard Co. here, died Dec. 2 at his home | yice.president and general auditor | lowed operators to deduct these 
1 to auto manufacturer to continue in| eee aan create tic ww ee. (a of the division. | fines as business expenses. 
rior | business and to “threaten the de- | C4r-truc os = an ¢ Frank v Georze W. Oetien a... ecre The new ruling applies only to 
struction of many thousands of|here cost the lives of Fran | weir ae J ., |(OYLE moved into the Chevrolet | fines “paid or incurred” after Dec. 
” Crook, 48, former president of the NEWPORT, Ky.—George W. Oetjen, 61, | . | : 
small parts makers. [Rhode Island Dealers Assn. and| %¥tomobile dealer here, died last week, | 4 presidency and general man-| 1, Schoeneman said. 
=) The proposed order would make | | 69 Cronin, 57, general manager | EPEAT A RMT ESET EE I RRIEEIREAAO I RO SP ERI 
oe maya poe ape roy like | of Crook’s Pawtucket dealership. 
grade and quality at a single price |The two men were returning from 
to purchasers who either use them : : 
ae ; ; . : }a dealer meeting in Boston. 
for original installation in engines . 2. & 
in vehicles manufactured for sale | 7p 
a , eath Takes Habel, 64 
and sold in competition with those | ° . 
Sof other makers, or to purchasers|30-Year Chevrolet Dealer 
?who buy spark plugs for resale in| PONTIAC. — Barney W. Habel 
competition with others engaged in/§4, Chevrolet dealer in the same 
the sale of Champion spark plugs. | |jocation here since 1920, died Dec. 1. 
Robert MclIvor, a commission| Before becoming a dealer, Mr. 
lawyer, said that large manufac-|Habel had been a Chevrolet dis- 
turers like Ford charged six cents|trict manager at Flint. At one i 
a plug for original equipment use|time, Barney Habel Auto Co. oper- You VE WANTED 
and 22 cents for replacement use.|ated more associate dealerships 
But this is only a bookkeeping|than any other Chevrolet direct; , 
arrangement, he said. deal. _ IN A STEAM CLEANER 
McIvor added that the actual| Mr. Habel’s son, Jack, has ac-| 
average price paid by auto makers | tively supervised the business since 
is 16% cents a plug, compared with | 1947. Mr. Habel had been active 
23% by the large oil companies,|in Pontiac civic affairs. iw aaa 8 
26 cents by “selected distributors” se aca a a ; 
and 29 by most wholesalers. aa Bentenin Rangeorett as ae 
“ : : Cc SAGO. - enjamin angecroft, 73, 
3 _“Champion, by offering the func-| president of Rangecroft-Flotow | Motors, ECONOMY! 
tional price to Ford, keeps the field Inc., engine rebuilders, and formerly a 
— I fopen for independent manufactur- | "0rd dealer. died Dec. 2. 
az ers by keeping Ford out,” Correa Matthew J. Schmidt SIMPLICITY! 
said. CHICAGO, — Matthew J, Schmidt, 60, 
GET RID OF GAS FUMES a 
Solve Your Garage and Shop Ventilation 
Problem This Simple Inexpensive Way A 
What you have been waiting for—the final, successful solution to your garage A Ls 
ventilation problem all available in a packaged kit, including motor and a 
blower, ready to install. NEW yeas 
= @ Removes gas fumes at source (exhaust pipes). ( 4 y 






@ Simple installation—no change or alteration of exist 


ing facilities. 







@ Not in your way—instantly in use or out of the way 


when you don't need it. 







@ Saves man-hours and helps keep employees. Mechanics 


hove less sinus, headaches, etc. 







COMPLETE 
PACKAGED KIT 
F.O.B. Decatur 


$187°° 


WRITE FOR CIRCULAR 


shows standard kit 
extra tube outlets 








Hustration 
with two 







National also makes a complete packaged kit for underfloor installations. 
Cast aluminum floor assemblies, flexible metal hose, motor and blower 
units and accessories available. Write for Complete Catalog. 













The National System of GarageVentilation 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 
DEPT. 2K, 318-330 N. CHURCH ST., DECATUR, ILLINOIS 






0 BEAN WISUCLEANER 


A tag 
around the clock or just on an occasional job, 
you can make money with the John Bean Visu- 
cleaner. You'll like Visucleaner’s speed, low price 


el ML SLi Teoh Co ol a ¢ 


and low operating costs. Your men will like its 
easy-to-operate controls, its safety features and 
its rugged construction that guarantees years of 
dependable operation. The John Bean Visucleaner 


JOHN BEAN DIVISION 
era ae 


FOOD MACHINERY AMD CHEMICAL CORPORATION he 
LANSING 4, MICHIGAN ay 


is now available for prompt delivery 
details from your John Bean Jobber 


WHEEL BALANCERS AND BALANCING TOOLS 
2. ae eae) HEADLIGHT TESTERS 


WHEEL ALIGNERS AND CORRECTION TOOLS 
WEIGHTS STEAM CLEANERS 
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Car, Truck Output Estimates 
- 
By Automotive News 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan, 1 
Ended Same Ended Dec., to to 

Dec. 9, Week, Dec, 2, 1950 Dec. 10 Dec. 9, 
1950 1949 1950* to Date 1949* 1950* 
‘HRYSLER 20,358 7,897 32,711 27,834 1,056,181 1,159,291 
"Giiapeler 5,092 924 4,129 6,103 134,454 163,144 
DeSoto 3,781 718 3,126 4,514 98,343 120,430 
Dodge ... 9,967 2,041 7,944 11,933 277,351 324,699 
Plymouth 1518 4,214 17,512 5,284 546,033 551,018 | 
FORD . 24.382 21,224 23,300 28,949 1,014,795 1,475,699 
Ford .. 16,873 16,442 15,990 20,086 792,627 1,127,330 
Lincoln 851 768 1,022 32,372 32,931 
Mercury eee 6,658 4,782 6,542 7,841 189,796 315,438 
GENERAL MOTORS | 56,615 3,718 + 49,802 + 65,369 2,111,278 2,855,512 
Buick .... 10,871 3,668 10,772 12,906 374,695 522,224 
Cadillac 840 7 840 81,150 104,308 
Chevrolet puestecieutes 29,333 , 23,868 34,100 1,066,066 1,414,609 
Oldsmobile .......... 7,510 31 7,479 8,689 271,608 376,273 
Pontiac cc... 8,061 19 7,676 8,834 317,759 438,098 
KAISER-FRAZER . 3,751 3,670 4,544 57,995 139,861 
Frazer joie ie , ” 6,461 10,131 
Kaiser ... 3,751 ast 3,670 4,544 51,534 129,730 
CROSLEY 202 127 157 202 8,675 7,211 
HUDSON . 3,826 2,855 3,114 4,437 187,447 131,942 
NASH _......... ed : 3,822 415 3,576 4,614 136,352 178,572 
PACKARD .................. 2,821 1,831 2,909 8,387 103,655 65,201 
STUDEBAKER .........._ 4,718 920 4,493 5,518 213,421 252,779 
WILLYS-OVERLAND+ 859 —_—=1,086 605 859 31,863 35,653 
Total Cars, U. S. .....121,354 40,073 124,837 145,713 4,871,662 6,301,721 








~¥Station wagons and Jecpsters. ‘Revised, 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 








Week Week dan. 1 dan, 1 
Ended Same Ended Dec., to to 

Dee. 9, Week, Dec. 2, 1950 Dec. 10, Dec. 9, 

1950 1949 1950* to Date 1949* 1950* 
CHEVROLET 9,527 g 7,853 11,224 360,616 460,964 
CROSLEY .........4......55 20 13 18 20 352 525 
EE ccdiaccaccmesaabneie 126 at 122 138 3,410 4,531 
ci sesivaivcnvease 3,567 2,614 2,781 4,278 142,736 114,947 
FEDERAL 35 45 ie 35 1,556 1,639 
FORD 2,193 4,094 4,291 2,649 233,541 324,343 
I ec cainexsibiasnteasooativnses 411 17 607 411 79,074 101,030 
INTERNATIONAL ....... 3,209 1,030 2,094 3,209 108,065 94,741 
RIEL us.cecsictiecteekees tos iecctebvess 350 191 349 384 7,246 11,186 
ET sdb etitinneianeinrs rants 348 54 303 371 3,453 8,283 
STUDEBAKER .............. BBO asses 996 1,288 60,638 47,259 
RII soicissesedniessersinasaeasoss 374 193 sans 374 8,170 13,491 
WILLYS-OVERLAND.. 1,664 1,435 893 1,664 48,263 44,581 
MISCELLANEOUS ...... 397 303 397 481 18,436 14,823 
Total Trucks, U.S. .... 23,311 10,033 20,704 26,526 1,075,556 1,242,343 





Total Cars, Trucks 








RI cietioniecsites acca ae 144,665 50,106 145,041 172,239 5,947,218 7,544,064 
Total Cars, Trucks 

I ao ava diasgeatinnes 5,913 oa 5,840 6,326 = 6,935 270,605 7 364,714 
Grand Total, 

Cars and Trucks 

U. S. and Canada ...... 150,578 55,946 151,367 179,174 6,217,823 7,908,778 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheeil 


Drive, Sterling, Nash, Diamond T, etc. 


Industry Leaders Urged: 
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lies Are Short. . 





| 


model changeover loss at Plym- 
| outh. 

In the previous week, with Chev- 
rolet getting into the production 
lineup late following its change- 
over, U. S. plants assembled 124,- 
337 cars and 20,704 trucks—a total 
of 145,041 units, 
vised tabulations. 

+ * + 

HE concensus in the auto indus- 

try last week was that the im- 
pact of the nation’s contemplated 
defense program may be more sud- 
den than expected. 

Fear continued to mount that 
interim controls on materials will 
result in drastic curtailment of 
civilian output and mass layoffs, 
without any corresponding im- 
mediate contribution to the de- 
fense effort. 

Conservation orders covering 
aluminum, copper and other non- 
ferrous metals, it is believed, are 
bound to cause serious unemploy- 
}ment in an industry which has 
been going at virtual capacity. 

For themselves or their employes, 
|manufacturers hold little hope that 
|the transition from civilian to war- 
time production will be a painless 
one. Some economists were predic- 
ting last week that up to 250,000 
auto workers will be idle next year 
for periods ranging from two to 
six months. 





+ * * 


Avre officials said the only thing 
they will be able to do is to 
make every effort possible to hold 
their work forces together by sub- 
stituting materials as much as pos- 
sible for civilian production. 

When they get defense orders, 
they will move with all possible 
speed to get into production on 
them. With perhaps a few excep- 
tions, most auto makers don’t think 
they can build automobiles and 
military goods at the same time in 
one plant. 

Meanwhile, restrictions on the 
use of aluminum and copper still 
had the auto industry in a state 
of confusion last week. Alumi- 

| num posed one of the worst prob- 
| lems, 

Only Chevrolet and Pontiac use 
cast iron pistons. Others, except 
for Oldsmobile and Cadillac, might 





Stress Auto’s Essentiality 


(Continued from Page 1) 
of auto production records for 
the last few years. 

Yet, because of the World War II 
lapse, fewer cars have been built 
in the last decade than in the 
preceding two decades. 

oo cd * 

HIS fact must be considered 

along with the tremendous in- 
crease in population in the last 
decade, and the trend of the popu- 
lation toward the country and sub- 
urbs, increasing the need for cars. 

Through the years the auto has 
undergone a transition from a 
pleasure vehicle to a necessity as 
Americans adapted their living to 
personal transportation. 

Yet from 1921 to 1930, the indus- 
try produced 32,196,103 cars; from 
1931 to 1940, 26,282,835, and from 
1941 to 1950, only 25,608,438 to do 
a bigger job. 

* * + 
AM EANTIME, auto makers feel 
‘Vi that the government is moving 
a lot faster on cutting use of 
materials than it is on issuing de- 
fense orders. 

Despite the prospect of a 25 
percent cut in auto production, 
auto makers and parts firms in 
Michigan hold defense contracts 
that would take only 3 percent 
of manufacturing capacity—and 
this work is months away. 

As it stands now, there is a very 
real danger of widespread unem- 
ployment in the auto industry early 
next year. 

* * 
PAoRe of government officials 
to understand this was pointed 
up at a meeting a week ago of 
auto makers with NPA officials. 
When auto men cited the unem- 


ployment NPA officials 
replied: 
“Well, your defense orders will 


take up the slack.” 


“What defense orders?” asked 
the auto men. 

Last week in discussing the 
modified aluminum cutback 
order, John Bugas, Ford vice- 
president in charge of industrial 
relations, said the order could 
mean layoffs for 20,000 to 25,000 
Ford workers in January, an 
additional 10,000 in February and 


Collyer Warns 
TBA Long War 
Footing Ahead 


CHICAGO. — Approximately 400 
turned out for the annual meeting 
of the Oil Industry TBA (tire, bat- 
tery, accessory) group held here 
jon the first two days of the Auto- 
|motive Service Industries show last 
week. 


Headliner among the eight speak- 
ers was John L. Collyer, president 
|of B. F. Goodrich Co., Akron, Ohio, 
and special director of the national 
rubber program during World War 
II. He warned that Americans 
must “face the fact realistically” 
that for the next several years at 
least the nation’s economy will be 
on a wartime or preparation for 
war basis. 


“Our economy must be strong 
enough to support us in these 
threatening days and capable of 
carrying us forward in the years of 
peace that will follow any emer- 
gency,” he said. 


danger, 








| 10,000 to 12,000 more in March. 
These layoffs, while not perman- 
ent, could last months, Bugas said. 
+ ot +” 
At THE NPA meeting last week, 
auto men were turned down on 
their proposal that material cut- 
backs be on the end product in- 
stead of on use. 


Government men said that small 
businesses might be hurt if the 
makers’ idea were followed. They 
cited, for example, a possible case 
of a supplier of an aluminum scuff 
plate. 

Auto makers could easily use 
something else, and probably 
would, NPA officials said, if they 
could save anything by doing so. 
| The result, they said, would put 

that small business man out of 
business. 

Industry men argued that the in- 
dustry’s foundation is small busi- 
ness, and that other jobs could be 
found for the aluminum scuff-plate 
maker. 

Industry men said they thought 
the meeting with NPA officials 
was worthwhile, although nothing 
concrete came out of it. 

It at least gave them an op- 
portunity to present some of the 
facts about the auto business. 

The auto makers sought the end- 
product ruling on the argument 
that it would give them incentive 
to make substitutions, apply the 
saved metal to parts where substi- 
tutions could not be made, and thus 
strive to keep auto production up 
until defense orders started to be 
a factor. 

As it stands now, the makers 
cannot substitute another material 
part, since the order is on use, 
and that affects the suppliers. 





according to re-| 





Production Steady 
At 144,665 Units 


(Continued from Page 1) 


be able to change to cast iron with 
not too much trouble. In the case 
of Cadillac and Oldsmobile, how- 
ever, engines would virtually have 
to be redesigned. 
+ * “4 

| Spates y copper, there was 

considerable speculation in the 
auto industry last week that it will 
not be too long before the govern- 
ment restricts use of this item by 
as much as 30 percent. 


The recently issued copper 
order calls for a 15 percent cut in 
January and February, and 20 
percent in March. These restric- 
tions, automohile men say, will 
seriously inipede production of 
ignition systems and radiators. 
Present plans are to begin elim- 
inating dome lights, glove com- 
partment lights, etc. However, gen- 
erators, self-starters and other 
necessary items are parctically im- 
possible to make without copper. 
The only workable substitute for 
copper is silver, a highly imprac- 
tical one. 

In New York last week, some 
of the auto industry’s public rela- 
tions executives heard Martin R. 
Gainsbrugh, chief economist of the 





| 


National Industrial Conference, 
paint a pessimistic picture of the 
future. 

* * 


* 

AINSBRUGH said it would no 

be long before there is a shar; 
curtailment of civilian consumer 
goods, a shortage of labor and in 
creasingly higher taxes as income 
rise from the stimulus of defens: 
spending. 

Gainsbrugh said an approaching 
curtailment of civilian production 
was to be expected even before the 
Chinese Reds entered the Korean 
war. 


“Critical metals will be more 


| sharply curtailed than has been 


hinted,” he declared. At the same 
time, he predicted, there will be 
no noticeable increase in defense 
production for awhile, 
Gainsbrugh predicted that output 
of steel for consumer use will ulti 
mately be cut 25-30 percent 


Ingersoll Joins 


Kelsey Board 


WILMINGTON, Del. — Kelsey- 
Hayes Wheel Co. has elected Roy 
C. Ingersoll, president of Borg- 
Warner, to its board, it was an- 
nounced at the annual stockholders 
meeting here last week. 

Kelsey-Hayes Vice-President Les- 
ter R. Downie said that Ingersoll 
is a stockholder of Kelsey-Hayes, 
having purchased “more than 100 
shares” since the record date of 
eligibility for the meeting. Inger- 
soll succeeds Henry S. Lord, gen- 
eral manager of the French & 
Hecht division, who is retiring. 


- - Classified Want Ads - - 


FOR RATES, ETC., 


SEE NEXT PAGE 








Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED fe 


WANTED. SERVICE MANAGER, for 
Chevrolet-Buick agency in Caracas, Vene- 
zuela, capable of handling service floor 
250 unit capacity. Knowledge of Span- 
ish language essential. Applicant must 
submit proof having managed large serv- 
ice department in a dealer organization. 
Written reply outlining qualifications and 
photo required. Monthly salary potential 
in excess $1,000. Address Ed Crowley, 
Manager, Apartado 2320, Caracas, Vene- 
zuela. 


USED CAR MANAGER 


By one of the largest Manhattan new car 
distributors. Excellent opportunity for man 





experienced enough in both Sales Manage- | 


ment and Used Car Conditioning to handie 
1,200 or more used cars a year. Your applica- 


tion will not be considered unless it contains | 


a complete resume of your business back- 
ground, including past earnings and salary 
desired. 
BOX 4680 
c/o AUTOMOTIVE NEWS, DETROIT 26 





SALES MANAGER and general manager. 
A fast growing, well financed, aggressive 
dealer in South Florida wants a top 
flight sales executive to take over sales 
and relieve owner of part responsibility, 
as he wishes to semi-retire. This is a 
700 new car dealership with large po- 
tential. Send photo and complete refer- 


ences—everything will be strictly confi- 


dential. Earnings will be almost unlim- 
ited for right man. None other need 
apply. Box 4660, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER wanted by old estab- 
lished, Nash dealer in Savannah, Georgia, 
Man to take complete charge of service 
department of four hundred car dealer- 
ship. Give complete details of previous 
employment and references in reply, Ex- 
cellent salary to the right man, Southern 
Motors, 301 E. Broughton St., Savannah, 
Ga, 





SIDE LINE SALESMAN 


with automotive following, wanted by large | 


seat cover manufacturer. Liberal commis- 
sions. Complete selling kit furnished. Exclu- 
sive protected territory available in Illinois, 


Indiana and Michigan. 
Box 4670, c/o Automotive News, Detroit 26. 





CADILLAC-OLDS SERVICE MANAGER 
by January Ist. Qualified, to handle all 
operations of small dealership—North- 
west Ohio city, 18,000. Possible to pur- 
chase interest; not necesary. Box 4677, 
c/o Automotive News, Detroit 26. 


WANTED. EXPERIENCED ACCOUNT- 
ANT for GM dealreship, accounting for 
Oldsmobile, Cadillac dealership. Mitchell 
Motors, Inc., Anderson, Ind. 





| 
| 





HELP WANTED 


ACCOUNTANT -OFFICE MANAGER 
NEEDED. General Motors system. Large 
volume Chevrolet dealer. Machine book- 
keeping. Chicago (north). $6,000 start 
efficiency wanted. Full cooperation. Box 
4661, c/o Automotive News, Detroit 26 

SALESMEN. Openings in several states for 
managers. Copywrited business stimu 
lator. Guaranteed to increase dealers 
parts and labor sales. Highly indorsed by 
leading dealers. Rex Sales, 556 N. Dexte: 
Lansing, Mich. 
















POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half reguiar 
rates, namely: ? cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 







SALES or GENERAL MANAGER available 


January first for new car agency. Dem 
onstrated in past positions by building 
training and supervising successful or- 
ganizations, Prewar competitive record 
reflects good balance between sound 
theory and practical application of proven 
methods, Fifteen years in the Detroit 
market, as sales or general manager 
also factory experience in wholesale and 
dealer promotional work, used car opera- 
tions, etc. Have all sound and electronic 
equipment used in visual and class train- 
ing of sales or general dealer personne! 
A thorough knowledge of all phases and 
departments of a dealer operation plus 
such contingent factors as financing, in 
surance, advertising and public rela 
tions. University and business college 
education, also extension work in me 
chanical engineering. 49 years of age, 
tall in stature and in fine health, most 
temperate in habits including avocations 
Finest references from business, bank 
and finance executives. Remuneration 
may be based on a strictly commission 
basis. Box 4671, c/o Automotive News 
Detroit 26. 


ACCOUNTANT-OFFICE MANAGER, ex- 
perienced business manager—General Mo- 
tors, Packard and Chrysler systems. 25 
years’ accounting experience, 15 years 
public accounting, part auditing automo 
bile agencies. Middle aged, college gradu 
ate, available immediately. Box 4664 
c/o Automotive News, Detroit 26. 








MANUFACTURERS AGENT 
CALIFORNIA 
Seeking auto accessory line on straight com- 
mission. Able to invest with factory if !oce! 
stock required. Have long successful exper 
ence with leading specialty jobbers and » 
ume buyers. Your personal representativ« 
H. O. BARR 


1601 Beach St. San Francisco 23, < 





SALES MANAGER, with excellent, p 
background. Capable of handling 
new and used car departments, ret ~ 
wholesaling, reconditioning, buying t 
Present position with 1,000 car frar se 
“Big 3.'’ New York city resident 
willing to move for proper perm 
connection. 41 years of age, wel du- 
cated. Best references are availabl 
4672, c/o Automotive News, Detr« 


SERVICE MANAGER. Many year of 





Ford and Lincoln-Mercury expe! ence 
Familiar with all parts, body sh« and 
service operations. Available Januar 1st. 
Leaving Detroit and interested in ime 


operation only. This may be the : ver 
to your merchandising and servi: 
sorption problems. Box 4676, c/o 1to- 
motive News, Detroit 26. 
CHEVROLET PARTS MANAGER 

able. 12 years’ experience. Prefe’ 
nois or Missouri location. Box 466 
Automotive News, Detroit 26. 
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POSITION WANTED 


SEi 
years’ experience. Honest, sober and re- 
li ble. Can take complete charge of serv- 
ive or parts operation. Prefer Gulf coas' 
Corysler corporation § dealer. 
nuary ist. Box 4678, c/o 
‘ws, Detroit 26. 





rience. Thorough knowledge of all 
poases of service department. Available 
a’ once, J. I. Patterson, 1309 6th Ave.. 
Les Moines, Iowa. 
DEALERSHIP AVAILABLE 
FOR SALE — duai dealership. Capitol city 
payroll makes excellent Packard pros- 
pects. Surrounding farm area ideal Willys 
territory. With Packiird as today’s out- 
standing car and key Willys dealership, 








you can make real money while I must | 


step aside because of wife’s health. Shop 
equipment new and complete. Leased 


puflding and ground. Plenty of space. | 


$15,000 will handle. Address Box 4641, 
c/o Automotive News, Detroit 26. 


AVAILABLE TO CHRYSLER qualified 
man, 150 car deal, Texas town of 20,000. 
Owner recalled to service. $25,000 will 
handle. Send financial references for de- 
tails. This is no sacrifice. Teasers don’t 
apply. Box 4675, c/o Automotive News, 
Detroit 26. 

VERY COMPACT, live-wire dealership. 
Very best of the independents, Beautiful 
ultra-modern building. Will give 10 year 
lease on small precentage of gross sales. 
Dealership fully equipped with a very 
capable personnel. Over $500,000 gross 
sales this year so far. Priced very rea- 
sonable. Write Box 4658, c/o Automotive 
News, Detroit 26. 


\GENCY, now handling Chevrolet, located 
central New York with 60 x 60 building, 
selling to 100 new units a year, Pur- 
chaser required to qualify with factory. 
Selling for reason of health. Write Box 
1679, c/o Automotive News, Detroit 26. 


FOR SALE—Dealership in north central 
Wisconsin, Ford franchise available. Lo- 
eated in a town of 1,100 population. 
Cement block building, 60x120. Used car 
lot next to building. Complete stock of 
Ford parts and equipment. Box 4669, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, located in tast growing 
southern Nevada, including real estate, 
inventory, equipment, exclusive independ- 
ent franchise. Excellent customer and 
factory relations. $45,000 to handle. Box 
4665, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WANTED, one of ‘‘Big Three’’ dealerships 
in midwest, by experienced man and well 
capitalized party. All dealings strictly 
confidential. Box 4640, c/o Automotive 
News. Detroit 26. 

CHEVROLET OR FORD dealership wanted. 
Midwest or west. 350 units or more. 
Cash, can qualify, confidential. Box 4673, 
c/o Automotive News, Detroit 26. 

GENERAL MOTORS DEALERSHIP, 250 
units and up. Midwest or west. Qualified. 
Confidential, Box 4674, c/o Automotive 
News, Detroit 26. 














WANTED | 
GENERAL MOTORS 
DEALERSHIP 


located in Michigan, Ohio, Indiana 
or General Midwest area. 


VICE OR PARTS MANAGER. Twenty 


Available | 
Automotive | 


1.VICE MANAGER. Twelve years’ ex: | 


AUTOMOTIVE NEWS, DECEMBER 11, 1950 


||CLASSIFIED WANT AD DEPARTMENT 


branches of the automotive industry from Maine to California. Low 


Pert ttt 


| Reaching an estimated 90,000 readers engaged in all 


Rates: EIGHTEEN CENTS ater aa Ads half 


(18c) PER WORD for each 


insertion advance Wanted accepted at 


rates to encourage this classification for the benefit of our employing readers. Coun of numbers 


| as one word. Ads may be signed with your full rates Ne Tr 


rie as) 
ar 


name and address 
add One e320 e ae alii) 
Display Ads: $9.80 per 
PENOBSCOT BUILDING 


at regular 


care of Automotive News, Detroit Dollar for address and extra service as 


forwarded, 


ae te a 


replies are unopened, Talaal insertion 


AD DEPT., 


received 


NEWS 


same day 


AUTOMOTIVE 


as 


DETROIT thea 


26 


USED CARS FOR SALE © | USED CARS FOR SALE PARTS FOR SALE 


COMPLETE 





INTERIOR 1949 Plymouth, 
KEN SCHAEFER' S special deluxe club coupe, Blue pile fab- 
The Only Indiana ric. Excellent condition, Priced reason- 
— A U T oO a AUTO AU CTION _ able. Delaware Auto Sales, Dover, Del. 
In Continuous Operation Since 1943 eek 
A U ] Tl O N EVERY THURSDAY WANTED, 18-inch wire wheel for 1928 
Dealers Meet at the Cross-Roads of America Chrysler roadster. Ben Jessup Motors, 


INDIANAPOLIS, INDIANA Cochran, Ga. ‘ 
Dutch Stuart, Auctioneer BUSES FOR SALE 

IMlinois St. Phone Lincoln 5383/ FOR SALE. 1949 RS 229—2%-ton Dodge 

31 passenger adult bus with Oneida 

Products Company body. Can be con- 


aufijem 





915 N. 








HORSEHEADS, NEW YORK 


ISE »| VANTE 7 verted to 55 passenger school bus. Will 
EVERY FRIDAY = USED CARS WANTED = sell for 50% discount. Terry  Bros., 
Patchogue, N. Y. Telephone Patchogue 





109. 
CHEVROLET DEALERS. We have a 1950 
Chevrolet, Wayne, 48 passenger bus, 
painted Michigan colors. Donohoe Chev- 
rolet Sales, Inc., Brooklyn, Mich. 


TRUCKS FOR SALE 


DODGE TRUCK, 1-ton 

shelves, ideal for 
accessories, Less than 1,500 miles. Used 
only a few months. Priced to sell. 
Courtesy Motor Co., Johnson City, Tenn. 

GMC TRACTOR, 1939 cab over, sleeper 
cab, 2% ton A.F. 602 model. Priced as 
salvage. Security Loan Co., 17 8. 4th St., 
Terre Haute, Ind. 





CADILLACS WANTED 


Joe Newell... King of the Cadillacs 


wants | to 100 used Cadillacs at once. 
1946's to 1950's. We have just delivered over 
$2,000,000 worth of Cadillacs 


JOE NEWELL 


is now believed to be 


DANVILLE, PENNA. 
EVERY WEDNESLAY 


route van. 
selling auto 


1949 
Built-in 





You will always find real action at 


both these auctions. 


R. D. WEST, Prop 
Tex Rickard 


in California. 


Jos. E. Johnson 
Auctioneers 





MUST BE SOLD 





63 


iw ANTIQUE CARS FOR SALE 

MODEL ‘‘T’’ FORD, 1913 roadster. Excel- 
lent condition, running every day - $300 
D. E. Cohen, 369 2nd Ave., North Troy, 
N. Y. BEdford 5-0321. 

ANTIQUE — 1899 locomobile steam car. 
Partially disassembled but believe com- 
plete. Write R. H. Zacks, P. O. Box 134, 
Erie, Pa. 

1912 STUDEBAKER. Runs good, body and 











tires excellent. Newcomb Motors, Madi- 
_son, 8S. Dak, 
MISCELLANEOUS 





CONVERTIBLE TOPS. Headlinings—auto 
seat covers. Distinguished creations, Im- 
mediate delivery. Ask for literature. Bos- 





ton Big Buck Products Co., 278 Cam- 
bridge St., Boston, Mass. 
ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 





head doors. Stops drafts, snow, etc. Ed 
wards Industries, Dept. 263, 4268 Shen- 
andoah Ave., St. Louis 10, Mo. 


| CONVERTIBLE TOPS 
UPHOLSTERY 
SEAT COVERS 


"Trim Shop,"' what a multitude of sins is cov- 
ered by these two words. Many shops are 
out-dated, salaries exhorbitant, help . inde- 
pendent and service ridiculous. 

We can (and have proof) set-up a shop that 
defies competition and eliminates all the 
above faults. 

Starting from scratch, with help from no one, 
we will turn over to you within a period of 
from one to two months, an up to date shop, 
complete with patterns and equipment to 
take care of all popular make cars. By this 
time, the shop will be showing a profit; and 
better yet, is the fact that as time goes on, 
your profits will increase and multiply as 
people find out that you do better work at 
cheaper prices. 

The complete cost of this shop is $5,000. How- 
ever, if you care to invest more, your profits 
will be higher accordingly. We can only take 
on one at a time—so first come, first served. 





ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1948 Chevrolet - Ford - Plymouth 
4 Door Sedans 
Excellent Bodies Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 
43rd & Locust Sts. 
PHILADELPHIA, PENNA. 








SHELDON OLDS 
8421 Michigan, Detroit 


Always a selection of good used cars. 





Qualified with all G. M. Divisions and 
ready to do business. 


Write Box 4653 
c/o Automotive News 
Detroit 26 





DEALER SERVICES 


INVENTORY SERVICE 


PARTS—ACCESSORIES 
SHOP and OFFICE EQUIPMENT 


COAST to COAST 
@ Accurate 
@ Confidential 
@ Counted by Expert Partsmen 
@ Accepted by Government 
. qomere in Qne Day 
@ Complete 


With Automatic 
tock Control System 
@ Priced With Authorized P plications 
@ Used to Buy-Sell Dealerships 
@ Quality at Low Cost 
Talbot's Automobile Dealers 
Inventory Service 


4690 Newport—Detroit 13, Michigan 
Valley 2-9377—Valley 1-7765 
a 
ey 





INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts, No pickup, part-time help; 


confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 


klet on Parts Department operation sent 
on request. Call or write for service details. 


utomotive Inventory Service Co. 








900 Freeland, Detroit 27, Mich. WE 3-6449 
— 

: USED CARS FOR SALE 

—_ 








THE TUESDAY SALE—11:30 A. M. 


FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 
in the Heart of the Nation) 


Phones: E :35 


all night, Monday night 
No Reservations 


WEBSTER-MARKER MOTORS, INC. 
24 W. Main St. Ft, Wayne, Ind. 





Opec 


ee 











6600 N. Broad St. 


Wholesale 
Write, wire or telephone 
P. E. QUINLAN 


Used Car Manager 
Tiffany 6-4800 








AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop 
Yq Mile East of Illinois State Line on Route 30 


EVERY FRIDAY—11 A.M. 
200 Cars Average 


75% Actually Selling 
Cars guaranteed against cracked blocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 


Dealers Buy - - - Dealers Sell 
George Lawson and Bud Fennema 
OWNERS 


Automobile Auctioneers 


DYER AUTO AUCTION 





1946 - 1947 
/y-Ton Panels and Sedan Deliveries 

with heaters 

Chevrolet — Ford — Dodge 

Used by R.C.A. Corporation 

| or 200 
H. B. ROBINSON 
6600 N. Broad St. Philadelphia 26, Penn. 


The Largest Cadillac Operator 
In The Entire United States 


AA AUTO FABRIC CO 
9 Old Country Road Hicksville, N. Y. 








Before you sell a Cadillac . 
DON'T DELAY — BUY 
TOW BARS TODAY! 
NATION'S LEADING VALUE 
Automatic 1951 BraKinGs 


Complete with Guide $5 4.45 


Cables and Brake Hook- 
Up at No Extra Cost 


phone, wire or write 


JOE NEWELL 


6145 HOLLYWOOD BOULEVARD 
| HOLLYWOOD 28, CALIF. HO 9-3607 








SHOP EQUIPMENT FOR SALE 


FOR SALE. Parts tables, steel Lyons open 
store display tables, excellent condition. 
Modern equipment, glass partition, all 
necessary clips and dividers and display 
baskets. We have twenty of these. Will 
sell for $20 each. Call or write Gene 
Keiffer, Parts Manager, East Side Chev- 











let Co., 18 7 Ave., Milwau- aE 

Goan Cane Wanvee | SQ ee ss. oe A" DEAL 2... ..$100.00 

| We will buy 1948, 1949 and 1950 Plymouths FOR SALE. Comesste garage cauipment -_— 6. 2 : ae 
ncluding suc. ems o—. oore eet 

All body types front end machine; Stewart Warner Meets 1.C.C. Requirements 





wheel balancer; Binks spray booth, Allen 
motor analyzer. This equipment is new 
or like new. Box 4666, c/o Automotive 
News, Detroit 26. 


Quick-Tow (bumper-to-bumper) -..$17.50 
Safety Chains (set of 2) ........$ 2.50 
Carrying bags—only ................$ 1.00 
We Stock Parts for All Tow Bars 
TOW BAR SALES COMPANY 


Exclusive Factory Distributors 


JESS HUNTER MOTOR COMPANY 
PUEBLO, COLORADO PHONE 6237 











AQUA-VAC CAR WASH 


Latest model, brand new in original crating. 


WANTED TO BUY Will sacrifice several complete units at less 


1948 CADILLAC CONVERTIBLES thee hel nationally adverticed pres, bea AN 3.8888 NITES | MU 4-840! 
. . nts : ‘or descriptive literature. Equipment dealers: a : ¥ 
Write Details as to Condition and Price Will sell all at far below State Distributor | DE 2-0700 160 Same 

Air Lines Rent A Car cost, 40 SO. CLINTON ST., CHICAGO 6, ILL. 


4545 N.W. 36th Street Box 4681, c/o Automotive News, Detroit 26/ Denver: KE 2323 — Los Angeles: OL 9782 


MIAMI SPRINGS, FLORIDA 














PARTS FOR SALE 


WANTED! 
FOR IMMEDIATE DELIVERY 
100 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 





Used Chevrolets, Fords and Plymouths 


1950, low mileage models 
Must be two-door and four-door 





Phone 2361 & 4051—Dyer, Ind. 
Res. Lansing, Ill. 730 & 107R 








AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


Philadelphia’s | 
BIG DEALER AUCTIONS — 


TUESDAY THURSDAY 
12 NOON 12 NOON 


GILBERT — ROBINSON 
Automobile Auctioneers 
Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 











AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 





All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 


Reply to: 
BOX 4682, c/o AUTOMOTIVE NEWS, DETROIT 26 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 








OLDSMOBILE 
PARTS 


Write - Phone - Wire 


Jordan 4-6618 


GAGE and DRUMMY, INC. 


21710 Woodward Ave. 
DETROIT 20, MICHIGAN | 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TO 


24 Hours Service on Shipments 








er ns a pala d Baan aa OT Re Zone No.... 
NEW TIRES CU esi cae cer abe EASED CORES aS eR OG 6k hive oa Peceaaneae 
Approximately 2,000 General and Dayton Tires TRADE CONNECTION: 
Some whitewalls Car Dealer [_} Truck Dealer [] Manufacturer [] 
D. E. COHEN Jobber [] Insurance [] Financial [) Supplier [) 
369 2nd Avenue, North Troy, N. Y. Bh oe cree Pea ed Dae T a PEAS GIN SS hie 
BEdford 5-032! 12-11-50 


oeCer—oCOC oO OO = = ee ee 








with 4 rugged series for ’51 





LOWER-PRICED PACEMAKER CUSTOM 







* 
RENOWNED SUPER-SIX CUSTOM 







* 


LUXURIOUS COMMODORE CUSTOM 







* 


FABULOUS HUDSON HORNET 






* 





THE BILLY ROSE SHOW 


supports Hudson dealers 


weekly on coast-to-coast 
ABC-Television 


*Optiene! at extra cost on Hudson Hornet and Commodore Custom Series 





Miracle H-Power for the fabulous new 


fudson Hornet 


PLUS HYDRA-MATIC DRIVE* 


Millions of new-car buyers are coming into Hudson 
showrooms to try the fabulous new Hudson Hornet 
with its sensational H-145 engine. 


And at their Hudson dealer’s they're finding what 
nearly every buyer wants—high-compression per- 
formance unlimited! Getaway that leaves traffic 
decisively behind! Surging, satin-smooth power right 
around the speedometer. 


This amazing H-145 engine is magnificently simple 
in design for lower-than-ever upkeep costs—and 
built to outlast any other now on the American 
market! And the H-145 gives its high-compression 
performance with regular gasoline! 


Here is a fabulous product that practically sells itself! 









And here’s the Hudson deal that goes with it. 
Unequalled loyalty and satisfaction of more than 
400,000 owners of “step-down” designed Hudsons! 


A dealer franchise that is well known for being the 
most liberal and fairest in the industry. Abundant 
dealer helps to speed you on the road to success. 


And an invitation, right here and now, to ge 
complete information about the well-located deale 
opportunities still available to men who want to bui! 
a sound business and steady profits! 


Write, wire or phone C. A. J. Hadley, General Sale 
Manager, Hudson Motor Car Company, Detroit 14 
Michigan—today! 








leg 





